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William Leslie, Jr. To 
Succeed Richardson 
In National Council 


To Become General Manager of 
Compensation Rating Organi- 
zation on April 1 


RICHARDSON { LAUDS STAFF 


Takes Pride in . Council’s Achieve- 
ments Over 35-Year Period; 
Reports on 1954 Activities 








General Manager Harry F. Richard- 
son announced to the annual meeting of 
the National Council on Compensation 
Insurance, held in New York, yesterday, 
March 3, that his request for retirement 
effective March 31, had been accepted 
by the governing committee. He fur- 
ther announced on behalf of this com- 
mittee the election of Assistant Mana- 
ger William Leslie, Jr., to be his suc- 


cessor. Mr. Leslie will take office on 
April 1. 
Mr. Richardson is a veteran of 35 


years with the National Council and is 
its senior employe both in rank and 
length of service. He joined the organi- 
zation on March 20, 1920, being the 
fourth employe of the then newly 
formed organization. As he comes to his 
retirement 35 years later, Mr. Richard- 
son is the head of an organization em- 
ploying more than 400 people, with 16 
branch offices throughout the country in 
addition to the head office in New York. 


Reviews 1954 Achievements 


In concluding his annual report at yes- 
terday’s meeting Mr. Richardson said: 
“It is with pride that I review the 1954 
achievements of the National Council 
in the field of rate filings; of our new 
policy form; of our rate administrative 
program ; and of the many other Coun- 
cil activities. It is with pride that I 
look upon the place the National Coun- 
cil holds in the eyes of the insurance 
industry and of the State Insurance De- 
partments. It is with pride that I look 
back over 35 years of struggle: a strug- 
gle that has lifted workmen’s compen- 
sation insurance into a respected place 
among the casualty lines instead of the 
‘necessary evil’ that it was for so many 
years, 

“Your governing committee has al- 
ready approved my request to be re- 
lieved of the managership of the Coun- 
cil effective March 31. I have loved the 
work, the challenge, the ideals of the 
National Council. I have been inspired 
by the contacts, the association, the help 
and the support of the hundreds of fine 
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The taboo of ‘13”’ dates back 
to the time when man first 
learned to count. Using 

his ten fingers, and 
counting each foot as 

a unit, he came up to the 
number twelve. Beyond 

that lay the awful 

unknown .. . 13! 


Nowadays, the unforeseen 
is not to be feared when 
you’ re protected by 

“L & L’s” new Compre- 
hensive Dwelling Policy. 
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New Pension Trust Policy 
Offers Unusual Flexibility 


In this new policy you may have insurance protection 
and retirement income in any desired proportion. Each 
benefit stands separately although in the same policy. 


A “‘stop-and-go”’ feature makes this policy 
of particular interest to the buyer. 


The plan is provided at a very low cost. Cash value 
is 90% of reserve the first year; 95% the second; 
and 100% the third. Annual dividends. 


**Redistribution’’ commission scale. 


The 
FIDELITY MUTUAL 


LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA © PENNSYLVANIA 








Fraser Chairman, 
Smith President, 
Connecticut Mut. 


Former Started With Company 
As General Agent; Latter 
As an Agent 


HAVE SEEN LONG SERVICE 


Highspots of Their Careers; How 
Their Future Work Will 





Be Allocated 
Peter M. Fraser has been elected 
chairman of Connecticut Mutual Life 


and George F. B. Smith, who has been 
executive vice president, succeeds him as 
president. Mr. Fraser, who was elected 
president a decade ago, will continue to 
direct the investment policies of the 
company and exercise general supervi- 
sion of its affairs. Mr. Smith will have 
general supervision the field and 
home office activities. 

In relinquishing part of his executive 
duties some years before normal retire- 
ment age Mr. Fraser told the board that 
the investment of company funds has 
grown to such an extent that he felt he 
should devote his full time and energies 
to this vital phase of company opera- 
tions. Under his leadership the company 
has experienced the greatest period of 
growth in its history. In the past 10 
years the insurance in force has in- 
creased from $1.3 billion to $2.8 billion 
and production of new business annually 


of 


has risen from $108 million to $337 
million. 
Investment Record 
In the field of investments particu- 


larly his leadership has been felt most 
strongly. The 3.61% earned on com- 
pany investments, after taxes, last year 
was among the highest interest rates in 
the industry. The company last year 
invested $170 million in policyholders’ 
funds. Total assets of Connecticut Mu- 
tual are over $1.1 billion, having doubled 
since Mr. Fraser the presi- 
dency. 

In commenting on Mr. Smith’s eleva- 
tion Chairman Fraser said: “He brings 
to the presidency broad experience in 
both home office and field operations. 
Through his interest in the problems of 
our field men he has developed a fine 
working relationship with them. In the 
activities of the home office staff, too, 
he has exercised a strong personal in- 
terest. This, plus his outstanding execu- 
tive ability make me pleased to see him 
become president.” 

President Smith’s Career 

President Smith has spent his entire 
business career with Connecticut Mutual 


joining company as an agent in Pitts- 
burgh after his graduation in 1925 from 


assumed 
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for those who run 


NEW 











NE MAN 
BUSINESSES 


New life insurance policies 
for BUSINESS SECURITY 
at Lower Costs 





If you are the owner of a one-man business 

there are a number of questions which may force 
themselves on you: 

What would your business be worth without you? 
Would it be salable? 

Would it be possible to avoid a forced sale? 

If the answers to these questions are disturbing, 


it might be well to consider how life insurance can be 
applied to eliminate some of your worries. 


oe er ere ee ae ee This is an excellent time to look into these questions 
MEMO because under a new streamlined program 





i 
| 
This John Hancock | John Hancock is offering exceptionally low-cost 
message appears in | policies for business security. 
BUSINESS WEEK - TIME Ask your John Hancock agent or your broker about 
‘| U.S. NEWS & WORLD REPORT , the new low cost Preferred Risk policy. 





MUTUALJZ LIFE INSURANCE COMPANY _soston, MASSACHUSETTS 
DEDICATED TO THE INDEPENDENCE AND 
FREEDOM OF EVERY AMERICAN FAMILY 
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Sarat Meeti f Managers and General Agents 
Shepherd Sees More Insurance H. Bruce Palmer Sees ‘Too Much 
Selling Itself With Skilled Sal Emphasis On “Pricing” Trends 
The general agents and managers of New York State Association of Life In his comments at Saratoga, N. Y., recognizing the possibility that future 
Underwriters pet og i —. nt rage a — —— 2 = last week on special risk policies and og welfare a the sin be justi- 
toga Springs. It had the largest attendance in the history of this annu orum stl titive factors i insurance 1e€¢ or persons in 1e lower income 
Chairman was Harry Krueger, CLU, general agent, Northwestern Mutual Life, New etd stir segs “an ma ¥: pane brackets if the life insurance business 
York City. President of the New York Association is Benjamin D. Salinger, CLU, ‘%*’¢S™anship Fh. bruce Falmer, ee demonstrated inadequacy in serving 
general agent, Mutual Benefit Life, New York City. Managing director is Spencer of Mutual Benefit Life, took as his title, those persons. We must ask ourselves 
L. McCarty, CLU, Provident Mutual, Albany. “Modern Merchandising Problems.” if “ ne ee needs to _ age 
; : . enced through advertising to buy for 
Opening talk at the meeting was made is less room for the agent or a dim- What he particularly wanted to do, he cheapness’ ee A aredael itenn- wae 
by Bruce E. Shepherd, manager of Life inishing market for him to cultivate. said, was to try and create a proper per- range of premium difference is not 
Insurance Association of America, who “Actually, the job of selling life in- spective or a backdrop for management great.” 
reviewed the changes taking place in the surance is more than ever a challenge liad te a Aidhoiaiialea: Boke Tin 
insurance market. He sketched the de- to the skill and ability of the agent, G©CS!0ms im the m sepia ; Should Bargains Prevail in Solving 
velopments of the past half century— Perhaps, if we take a look at what creating any perspective it is usually Financial Problems? 
the tremendous growth of Group insur- has been hz ippening to our social and wise to look to the past but not to dwell eS i : 
ance, Government life insurance for economic environment during the past too long on those things which have C. Should we influence the solution 
servic n which made the younger half century ill understand wh of financial problems for bargain’s sake: 
ee ie Mage od : hamden oa Y gone before. Then, the student should pares : cil inae ince 
men of the nation more life insurance’ that is so. There can be no doubt that . 7 ne Life insurance agents in most cases have 
conscious, the big depression which dem-__it has increased in complexity.” look at the present. In the current situ- er oat —. to — individ- 
5 ‘ ife i Z . é q ati z ast four important wal problems with the best life insurance 
Logit i eer ee Family Life and Business Developments a en 7 contract available for solution of par- 
Shepherd reached this conclusion: Two world wars have accelerated the on roe be ticular problems. | 
“Life insurance is now selling itself progress toward greater industrialization. An accelerated competitive atmo: D. Should we, in an attempt to cut 
as never before. More and more of it is Fewer people are living on farms and phere with piety setting practices in the price of our contracts bring about a 
being put into effect without any imme- more are living and working and spend- connection with a special policy of one contraction of benefits? asked. Mr. 
diate or clearly traceable contact of the ing more time in the cities. The small type or another. ss ae not _ it to the ae: 
9 : eis ‘ ing public to expand our services for 
agent. Much of it is being placed through independent _business and the corner Investment competition seeking a a rc staat Riese races: aaa 
mass production techniques. But that store are still here, but more people f 1e€ solution o r financial p Ss! 
does not necessarily mean that there (Continued on Page 6) larger portion of the dollars heretofore Don’t we owe the public the broadest 
having gone into life insurance annui- possible coverage? Files of insurance 
ties and endowment contracts. He companies will reveal many cases where 
oe ony g vag poland pit ype a little additional extended insurance, 
P M : pe te tte et some larger paid-up value or greater 
Robert E. Slater Supports rinciple variable annuity. cash value a ee provided food, 
A change in the life insurance pros- shelter, clothing, education, mortgage 
O P Rj P ee6 pect market involving shifting of those pavments for those in need. 
f referred isk olicies ORES referred to as blue-collar ato In Mr. Palmer’s opinion the cost of 
; : : . ’ the Ordinary Life insurance market.  jife insurance cannot be determined un- 
Robert E. Slater, vice president and surance for the higher age at issue and The encroachment of Social Security til the last benefit under a policy thas 
controller of the John Hancock, strongly increase it at the younger ages. and so-called fringe benefits upon the a | Betari : 1 
ers : mpage been paid to beneficiaries or insured. 
supported the principle of the Preferred 3. Some companies have found it ad- market heretofore enjoyed by life in- 
Risk policy. visable to introduce policies with mini- surance agents. | a. The Buyers 
Emphasizing the fact that the John mum amounts somewhat higher than Mr. Palmer said the Association of : 
I g 
$1,000 in order to get a reasonable degree E. Should we encourage the Ameri- 


Hancock, as well as as many other com- 
panies, has been issuing preferred risk 
policies for over a quarter of a century, 
Mr. Slater said that the facts seem to 
indicate that competition for new busi- 
ness lies at the heart of the controversy 
over this type of policy. 

Mr. Slater deplored the fact that the 
proportion of disposal income going into 
life insurance has been declining. He sug- 
gested a combined effort to solve the 
problems common to the various compa- 
nies rather than internal dissension. 

“The function of a life insurance com- 
pany is to provide equitably to all policy 
owners life insurance at the lowest cost 
consistent with good services,” said Mr. 
Slater. “In achieving this objective one 
of the chief difficulties is that of main- 
taining equity among the various classes 
of policy owners.” 

Cost studies he said, have established 

the fact that most administrative ex- 
penses are incurred on a per policy basis, 

whereas premium rates and dividends are 
quoted on a per thousand dollar basis, he 
said. “It costs just as much to collect 
a $10 premium as a $1,000 one, just as 
much to write a small policy as a large 
one. Consequently, there is introduced 
a major obstacle to attaining proper equi- 
ties in our business today.” 








Attaining Proper Pclicy Equities 


Because the problems faced by the 
various companies are different, a variety 
of methods are used to obtain proper 
Policy equities, Mr. Slater said. He 
cited some examples: 

1. In dividend calculations some com- 
panies take the average size of policy 
by plan of insurance into consideration. 
The practice tends to assess less cost to 
those plans having the higher average 
Size of policy. “This has been done for 
years and I dare say it is done by most 
other companies as it is at the John 
Hancock,” he continued. 

2. Some companies take the average 
Size of policy by age at issue under con- 
side ration because the average size of 
policy is lower at the younger age. This 
Practice tends to reduce the cost of in- 





of equity among different classes of 
policyholders. These policies in some 
instances have also been made preferred 
from an underwriting standpoint as it 
is true in the case of John Hancock. 
This is done to provide more equitable 
treatment from a mortality basis as well. 
One of the companies opposing Pre- 
ferred Risk policies has a minimum 
amount of $2,000 on its whole life con- 


tract, compared to $1,000 on its other 
contracts. “This is probably done so 
that the small additions on Pension 


Trust business will be issued on an- 
other plan of insurance and not pull 
down the average size of policy on the 
whole life contract,” he said. “But, 
whether the minimum policy amount is 
$2,000 or $10,000 the principle involved 
is exactly the same.’ 

4. There are some who suggest that 
premium rates should be quoted as 
so much per thousand plus a_ policy 
charge as a means of getting at this 
cost differential. This may perhaps be 
the answer to the entire problem. 

It is a question of degree as well as 
kind and some companies because of 
the existing conditions, because of the 
variations among the groups served, have 
to use this different means than other 
companies in order to get a reasonable 
degree of equity among its policyholders. 
“If you use any such method, you are 
using the principle behind the Preferred 
Risk contract,” he said. “I know of no 
company that does not employ some 
such approach in its premium or divi- 
dend calculations.” 

Mr. Slater said he would not take 
issue with the principle that large buy- 
ers of insurance should help those pur- 
chasing insurance in smaller amounts. 
He did believe that there is plenty of 
room for reasonable difference of opin- 
ion concerning the extent to which this 
help should be given. “The determina- 
tion of proper equities is definitely not 
an exact science,” he said. 

Small Policy Field the Principal Market 

Looking at the situation in another 

(Continued on Page 





Life Insurance Presidents (predecessor 
of LIAA) was formed in 1906 to promote 
the welfare of policyholders and the 
interest of the life insurance industry. 
“T would like to add a third purpose 
which could well be accepted by our life 
insurance industry,” he said. “We should 
at all times protect the interests of the 
agents through whose efforts the $300 
billion of life insurance now held by the 
companies were created.” 


Pricing Trend Questions 


Accepting these three purposes as 
criteria for decisions which life com- 
panies make in the field of merchandis- 
ing he asked that a look be taken at 
some management decisions in areas 
which are recognized today as contro- 
versial and the life companies should ask 
themselves, he said, how these decisions 
have affected the welfare of policyhold- 
ers, of the industry, of the agents. 

Discussing pricing trends he offered 
these as some questions which could 
affect management decisions: 

Ts it wise that we cater to the 
large buyer of insurance, recognizing 
as we must that in so doing there will 
be a possible tilting of the cost scale 
in favor of the larger buver and a result- 
ing greater cost to the smaller pur- 
chasers of the life insurance product ? 

B. Have we not been fortunate enough 
to have a pricing mechanism in the life 
insurance business “which permits us 
to adjust our net cost of insurance in 
line with current experience, and to give 
a proper perspective of management per- 
formance? Anyone who believes in our 
free-enterprise system readily endorses 


strong competition,” he said. “Tf our 
gross premiums are too high, thev can 
be adjusted all along the line. If too 


high gross premiums result in excessive 
surpluses, general rate reductions can be 
made for the new purchaser and _ in- 
creased dividends be awarded to those to 
build these surplus accounts. In life in- 
surance we ‘have a quality product avail- 
able to persons of all income brackets. 
We must consider the social significance 
in special pricing for the larger buyer, 
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can public to believe that life insurance 
is something that can and should be 
purchased cheaply? The one thing which 
should not be purchased cheaply is life 
insurance protection. 

F. Is it wise for us to raise with the 
purchasing public the question of equity 
among policyholders? Should the buyer 
of one type of coverage be given his 
coverage at a lower cost than the buyer 
of another type which might better serv- 
ice his needs? 


The Ethics Situation 


G. Should we bring confusion into the 
minds of those who purchase our serv- 
ice? He saw confusion when agents of 
competing companies tell the buyer he 
has made the wrong purchase and has 
paid more for his insurance than he 
should. He said there were state laws 
containing anti-twisting provisions and 
he would like to know where twisting 
starts or stops. Anything that damages 
the professional core of the business is 
harmful. The NALU has a code of 
ethics. He asked if the field men were 
going to sit idly by and see these ethics 
go by the boards, “or, are the violators 
going to be brought before vour associa- 
tions and state authorities, if necessary ?” 

H. If we all eventually attain a new 
level of price, what effect will pricing 
have on the service to our policyholders, 
the research being carried on by our 
many companies and the quality of our 
product ? 

I. Do we want to change the atmos- 
phere in which the agent works? With 
public belief that the premiums in most 
companies are similar our agents have 
been able to make sales based upon their 
personalities, sales ability, ideas, or pro- 
grams. Mr. Palmer thought that the 
proper atmosphere for their work. 


Compensation of Agents 


J. What effect will pricing have on 
the ultimate compensation of our agents 
after a temporary stimulation has been 

(Continued on Page 4) 
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Saratoga Meeting of Managers and General Agents 


Jos. B. Maclean Sees Need 
For Variable Life Incomes 


Slater on Preferred Risks 


(Continued from Page 3) 


way Mr. Slater said that the large mar- 
ket for life insurance in this counfry 
is still in the small policy field; that is, 
policies below $3,000. For example, the 

John Hancock writes by number about 
65% of its premium notice business for 

amounts of insurance less than $3,000 and 
this is generally true of most of the 
larger companies. The average size of 
policy has such a tremendous effect on 
the net cost of insurance tax that un- 
less the cost per policy is taken into 
consideration the large companies would 
eventually be restricted to writing only 
the small policies. The field of insurance 
for larger amounts and greatest volume 
would then be the exclusive right of 
companies that do not serve the so-called 
“Industrial class Ordinary business” as 
one company describes it. 

John Hancock’s New Policies 

Taking this factor into consideration 
as well as the broad social and economic 
changes of recent years the John Han- 
cock as of May 1, 1954, introduced two 
lines of Ordinary insurance. One line 
includes policies below $3,000 where ad- 
ministrative practices have been cut to 
the bone. It was found that many re- 
strictions and much administrative detail 
required on larger policies were not 
necessary on smaller ones. It was felt 
that the Hancock could handle all policy- 
holder service functions on the contracts 
of moderate amount in the field office. 
“We could add benefits to the policies 
of moderate amount that were not feas- 
ible for larger policies,” he continued 
“The other line of policies for amounts 
over $3,000 was also helped in that it was 
unencumbered by the large number of 
policies of moderate size. In line with 
these changes, the minimum amount 
Preferred Risk policy was increased from 
$5,000 to $7,500. Indications are that the 
John Hancock will be able to reduce the 
eventual cost of insurance to all its pol- 
icyholders, those of small amount as 
well as large.” 

The Opponents of “Special Risks” 

Continuing Mr. Slater said: “It is 
interesting to note that the companies 
that seem to be in the forefront of the 
opposition to Preferred contracts have a 
high average size of policy on their 
whole life contract, as high as_ the 
average size of policy on Preferred con- 
tracts of other companies. Consequently, 
there is no great advantage to these 
companies in issuing a Preferred con- 
tract either from the viewpoint of great- 
er equity or improvement in their net 
cost position. They can and have accom- 
plished the same purpose by just taking 
the average size of policy by plan of 
insurance into consideration. 

“However, if all other companies were 
stopped from writing Preferred con- 
tracts, these companies would have a 
decided competitive advantage, amount- 
ing to something around $2 per thousand 
per year in the net cost. Now I don’t 
wish to be interpreted as saving this 
is one of the reasons for criticism of 
Preferred contracts. for we as individuals 
have,no right to judge motives. But the 
facts nevertheless are present and should 
not be overlooked.” 

Rapid Crowing Economy 


In his concluding remarks Mr. Slater 


Palmer On Priciné 


(Continued from Page 3) 


given to their efforts? “In the life in- 
surance business we have had a tendency 
to get our agents constantly off the track 
with new ideas, policies dr prices. They 
eventually seem, however, to seek their 
natural level of production,” was one 
of the speaker’s comments. “A_ short 
time ago we granted a justifiable in- 
crease in compensation to our agents. 
Adjustments of gross premiums have 
brought about a decline in that compen- 
sation. Again, a study of similar type 
special and standard contracts of com- 
panies reveals that the agent is paying 
a substantial part of the reduction in 
cost. This can exceed 20% of the dif- 
ference in cost in some companies.” 


Greatest Unseen Enemy of Insurance 


Looking at the future President 
Palmer said the greatest unseen enemy 
in life insurance merchandising is not 
competition in the few dollars of price 
differential in premiums but is the com- 
petition in the major choice of objective 
for the expenditure of dollars. It is the 
competition of the automobile, the better 
vacations, the money spent on enter- 
tainment and so on. 

The first of two major considerations 
which must be given constant attention 
by the agency divisions is the under- 
standing of the agents’ market. An 
aggressive fight must be maintained at 
all times if the field forces are to re- 
spect home office leadership. Fringe 
benefits have undoubtedly encroached 
upon the agents’ market. Social Security 
has been accepted for its subsistence 
level protection. Few realize, said Mr. 
Palmer, how far it has grown beyond 
that level. “While standards of needs 
have increased since 1938, has there 
been a corresponding increase in our 
selling ingenuity or has atrophy set in?” 
he asked. 

Mr. Palmer stressed the satisfaction 
which comes to the man who uses his 
own individual initiative to guarantee his 
financial security. 

“Today we need men who can sell, men 
who can manage, who have sound con- 
victions and we also need superior mer- 
chandise. We must accelerate our train- 
ing programs, recognizing that we will 
either ‘have capital losses through high 
turnover or capital gains through sound 
training to develop skill,” he said. 

“Let us look to the merchandising 
techniques used effectively by other 
businesses and industries. Let us ask our- 
selves if we can help the agent in any 
of the four steps of his sales process: 
introduction, presentation of a motivating 
idea, education of his client, closing of 
his sale.” 





said: “We are living in a rapidly grow- 
ing and developing economy and the in- 
surance needs of the public are constant- 
ly changing.” If we are to survive and 
progress as an industry, it behooves us 
to keep pace with the changes that are 
taking place. 

“Tf any individual company comes out 
with something better than our own 
company offers. let us not sit on the 
sideline and criticize, but rather, sharpen 
our wits and make whatever changes 
are necessary to do an even better job 
than they.” 


During his address on Variable Life 
Income Certificates before the Saratoga 
meeting of New York State Association 
of Life Underwriters last week Joseph 
B. Maclean gave it as his opinion that 
the fixed-dollar annuity ‘has proved a 
disappointment to the ‘public. He is a 
former president of what is now the 
Society of Actuaries, was vice presi- 
dent and chief actuary of Mutual Life 
of New York and is a trustee of Teach- 
ers Insurance and Annuity Association 
of America. 

In his opinion the organization in 1952 
by TIAA of CREF—College Retirement 
Equities Fund—was a development of a 
fundamental nature. In the limited field 
of CREF, said Mr. Maclean, it sub- 
stitutes for the universal and long-es- 
tablished system of fixed-dollar benefits 
a system of variable benefits. These, in 
conjunction with the fixed- dollar annui- 
ties issued by TIAA, are intended to 
show some relationship to the variations 
in the purchasing power of the dollar, 
and thus more nearly to supply pension- 
ers and annuitants with real income as 
distinguished from dollar income. At 
present, the practical application of the 
principles upon which CREF is based 
and operated is limited to the field of 
pensions and deferred annuities. TIAA 
has a bill in the legislature permitting 
the writing in this state of variable 
life income. A variable annuity bill has 
been introduced in New Jersey. 

Mr. Maclean discussed in considerable 
detail how the variable annuity plan 
may work out as compared with a fixed- 
dollar annuity. The “variable annuity” 
means a combination under which half 
of the total premium is used to buy a 
“fixed annuity” and half to buy a “vari- 
able annuity.” 


Dollar Income 


In discussing dollar income he said in 
part: “It is, of course, not claimed nor 
expected that the variable annuity plan 
will, under all circumstances, produce 
a higher dollar income than the fixed _an- 
nuity plan. Under unfavorable condi- 
tions it will not. There seems, however, 
to be ample historical justification for 
the belief that where both accumula- 
tion and pay-out cover a reasonable long 
period, as is normally the case, the vari- 
able annuity will produce a higher dollar 
income, not only on the average but in 
all or nearly all years. When I say 
that this belief is justified historically 
the assumption is implicit that periods 
of inflation are likely to occur in the 
future and that we may be entering 
upon a general long-term inflationary 
trend so that, over long periods, both 
the common stock index and the cost 
of living index may continue to rise. 


Relation to Purchasing Power 


“Where the dollar income is higher 
under the variable annuity there is, of 
course, a higher real income both in 
inflation and depression. 

“The changes in real income due to 


fluctuations in the cost of living are, 
however, in the case of the fixed an- 
nuity, in the wrong direction. Real 
income decreases when prices rise and 
increases when they fall. The ideal type 
of annuity would be one which would 
adjust closely to the cost of living. The 
variable annuity would not have done 
that in the past and probably will not 
in the future. However, it would have 
shown, and probably will show, a far 
better adjustment than the fixed annu- 
ity, since, in general, the changes in real 
income would be in the right rather than 
in the wrong direction.” 

Mr. Maclean said he was surprised 
that most of those who have commented 
on or criticized the variable annuity 
plan have paid so little attention to its 
main characteristic; viz., the annual dol- 
lar income will fluctuate in both direc- 
tions. “Irrespective of the amount of 
the average annual income in relation 
to the fixed annuity we know that any 
downward fluctuation is likely to disturb 
the annuitant no matter how much ef 
fort has been made to educate him and 
to prepare him to expect decreases as 
well as increases in income,” he said. 
“The probable extent of fluctuations in 
the annual income is, therefore, quite 
important in any consideration of prac- 
ticability of the plan.” He discussed a 
TIAA study covering a pay-out from 
1940 to 1951 which was a very favorable 
one for the combined annuity. 


The Fixed-Dollar Annuity 


Mr. Maclean felt that under conditions 
which have existed for some time, and 
which appear likely to continue, the 
fixed-dollar annuity does not do what it 
was meant to do. He said in part: 

“Pensioners and annuitants have been 
and are suffering serious hardship and 
disappointment. While SS benefits have 
been and are likely to be in future ad- 
justed to reflect higher costs of living, 
and while other means of provisions for 
old age, including investment in mutual 
funds, seem to offer promise of more 
adequate security, fixed dollar annuitants 
are not ‘filling the bill’ The effect on 
public relations may be just as serious 
as anything which may arise out of the 
variable annuity. I think it should be 
admitted that a serious problem exists 
and that it is very desirable to do some- 
thing about it.” 


Critics of Variable Annuities 


The technical problems involved in 
the adoption of the variable annuity sys- 
stem, such as the question of the type 
and method of control, of any separate 
organization or fund which would be 
needed, the need for special legislation, 
as well as problems of supervision and 
taxation, are all important and difficult, 
but probably not insoluble. Apart from 
such technical questions some of the 
objections of a more general character 
which have been advanced, said Mr. 
Maclean, are these: 


(Continued on Page 6) 
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Saratoga Meeting of Managers and General Agents 


“Mutual Funds” Not Competing Much 
With Life Insurance, Says John Marsh 


John Marsh, CLU, head of J. D. Marsh 
& Associates, estate planners of Wash- 
ington, D. C., and general agent of Lin- 
coin National Life, discussed “mutual 
junds” in his talk before New York 
State Association of Life Underwriters, 
in Saratoga Springs, N. Y., last week. 
He began by saying he was not going to 
enter any argument over the merits of 
investing in mutual funds versus invest- 
ing in life insurance; nor was not going 
to make any comparison “from the true 
investment” point of view. His talk 
would be on the position of mutual funds 
with respect to the sale of estate plan- 
ning and life insurance. 

In today’s situation there is found a 
more educated population with increased 
disposable income, forced into consider- 
ing the political and economic phenom- 
enon of inflation. Even the most unin- 
formed man has known that the $50 
war bond purchased in 1940 was equal 
to a suit of clothes while now it takes 
a $100 bond to do the same job. A 
fev years ago the Townsend Plan of 
$200 per month. for every couple at 65 
was regarded as a political joke, but 
today Social Security just about does the 
trick. With respect to the labor situa- 
tion many informed -persons in business, 
labor and Government think that the 
guaranteed annual wage may become a 
reality in 1955 or soon thereafter. 

Must Make Public Realize Value of Life 
Insurance Service 

“It seems to me,” he said, “that we are 
wasting our time in attempting to se- 
cure legislative protection—the best in- 
terests of the people, or what they con- 
sider to be their best interests, regard- 
less of its effect upon you and me. We 
can’t stem the tide of economic changes 
merely because we as salesmen are ad- 
versely affected. We in life insurance must 
gear ourselves to seeing that the public 
is served in the manner it wants to be 
served. Two of the largest Group cases 
ever written have been closed in recent 
months. One was on employes of the 
Government. Another was on the R.R. 
workers of America. There was no com- 
mission paid on the Government case 
and a token commission of $5,000 was 
paid on the railroad case. You and I 
both feel alike on this infringement on 
our livelihood, but if the life insurance 
companies hadn’t acquiesced the plans 
would have been installed outside of the 
life insurance industry. 

“I don’t know the answers to these 
problems, but we must face the facts and 
and in some way convince the public 
as to the value of our services. Also, 
we must remember that a_ declining 
Percentage of the nation’s disposable in- 
come is going into life insurance. It 
Was 5% in 1930; 3.7% in 1954. Figures 
indicate that in the life insurance busi- 
ness there is not being created the 
maximum desire for our product in the 
new financial economy, especially in 
comparison with other plans and ideas.” 

Mr. Marsh said that mutual funds, 
variable annuities, common trust funds, 
Group insurance without commission, 
self-administered pension and _profit- 
sharing plans are all merely symptoms 
of a new way of life. They are created 
by the people, a fact which life insurance 
iia must recognize and adjust it- 
self, 

Comments on Mutual Funds 

Speaking of mutual funds the speaker 
said that at the end of 1954 there was 
$6.1 billion invested in such funds by 
1,700,000 people, an average of $3,600 per 
mvestor, Of these, there were 212,000 
accumulation plans in force which fell 
into two categories: voluntary, 111,000, 


and 101,000 of the front end load vari- 


y. 
“The front end load are the ones 
which concern many of us,” he contin- 
ued, “but actually, you need not be con- 
cerned because the heavy loading for 
expenses makes them extremely difficult 
to sell. Of the total accumulation plans 
in force there are only 9,000 with insur- 
ance, or 44%4% of such plans. In sum- 
mary, there are 1,700,000 shareholders 
of which 12% are using the accumulation 
plan. Of this 12%, about 5.6% are using 
the compulsory savings system and less 
than .6 of 1% are utilizing life insurance 
in connection with their purchases. Less 
than 9,000 persons out of 62,000,000 em- 
ployed people are affected.” 
Mutual Funds Not Much Competition 
for Life Insurance 

Mr. Marsh said that in comparison 
with life insurance sales mutual funds 
competition at present is not much of a 
factor. There were 5,000,000 life insur- 
ance policies sold in 1953. In his opinion 
mutual funds will never become a serious 
competitive factor as far as average 
agent is concerned. Here are his rea- 
sons: 

1. Commission is too low in compar- 
ison to life insurance. 

2. The average prospect for life in- 
surance who has cash to invest in equi- 
ties will not substitute- for life insurance. 
The investment interests don’t advocate 
and are not after the protection dollar. 

The occasional prospect who buys 
equities when he should have more pro- 
tection wouldn’t buy life insurance even 
if there were no mutual funds available. 

4. Motivations to buy life insurance 
are entirely different from mutual funds. 

A different type of salesman is 
required, 

6. The market for investment in mu- 
tual funds is highly restricted because 
of lump sum cash requirements. 

The Higher Income Bracket 

For the specialist in estate or financial 
planning or employe-benefit plans, who 
seeks only clients with incomes of more 
than $12,000 there is a collateral sales 
and commission opportunity. 

This select group of people in the 
higher income brackets is going to in- 
vest in something in addition to life 
insurance. (“We in our organization 
seek to control our clients’ capital.) 

A Limited Market 

Obviously, here is a limited market. 
These specialists are in competition with 
the investment broker and the invest- 
ment counselor, but not with the insur- 
ance agent. The latter doesn’t sell in- 
vestments as such just as he doesn’t sell 
life insurance as such. The true pro- 
fessional estate planner uses Denny 
Maduro’s famous “Uninsurable Ap- 
proach.” He assumes his client is un- 
insurable, and after recognizing and 
identifying the client’s problems, he de- 
cides on the best methods of funding 
the client’s objective. Where life insur- 
ance is the best solution, it is used. 
Where investments are called for, he 
recommends them. “But I need not tell 
you that there is no substitute for life 
insurance,” said Mr. Marsh. “Those who 
sell business insurance know that the 
first idea you sell is a buy and sell 
agreement in order to solve the problem. 
Then, after that has all been approved, 
you discuss methods of funding the 
agreement. Life insurance isn’t always 
used, but it is frequently the ideal solu- 
tion.” 

Can’t Substitute Mutual Funds 
for Life Insurance 

Mutual funds are frequently an ideal 


solution to some client’s objectives. They 
can’t be substituted for life insurance; 
can’t be substituted for investment in 
individual stocks; can’t be substituted 
for best investments; can’t be substi- 
tuted for investment in real estate. They 
are really one medium of investment 
for a selected group of people willing 
to pay for management of their equity 
investments. 

Mr. Marsh asked: “In the case of your 
clients who have adequate life insurance 
what success have you had in selling 
them single premium annuities, single 
premium life as an investment ?” 

Another question: “How many of you 
have agents who received 10% of their 
income for 1954 from single premium 
sales ? 

“The general agents are intimately 
acquainted with the expense allowance 
you receive on single premium sales. 


We can’t or don’t sell this type of busi- 


ness,” he said. 

“In the late 1920’s and early 1930's | 
sold a lot of annual and single pre- 
mium deferred annuities as they were 
then quite saleable. The investment type 
of business ‘has gone the same route as 
the insured pension plan. This is proved 
by the steady increase in Term insur- 
ance sales and the steady decrease in the 
average premium per thousand of new 
business. In 1940 the life companies 
had a ‘look’ on the pension business, but 
it didn’t aggressively go after this type 
of business. As a result, the self-admin- 
istered plan has taken over. In my 
opinion, 85% of the new participants in 
pension plans today are covered under 
the self-administered variety. 

Who Are Buying Mutual Funds? 

“Mutual funds are being used in pen- 
sion and profits-sharing plans. They are 
being used by individuals to ‘hedge 
against inflation and to keep abreast with 
the productivity of our business econ- 
omy. Mutual funds have their place in 
the financial economy and they are not 
a serious threat to our livelihood or to 
the life insurance business. 

“So we see that the economy has 
greatly changed in the past two decades; 
that people are better informed and 
educated; that the lower and higher 
income groups have shrunk; that the 
great single income group has increased 
substantially; that these people have 
steadily increased amounts of spendable 
income; that these people have been 
sold on the basic safety aspects of our 
country’s economy; that they are con- 
cerned about the declining value of our 
dollar; that the life insurance share 
of this disposable personal income hasn’t 
kept pace with other security media; 
that mutual funds and other similar 
media are merely symptoms of our times; 
that mutual funds do not offer serious 
competition to the life insurance business 
as now constituted; that life companies 
haven’t aggressively sought the ‘invest- 
ment’ type of business; that we cannot 
obtain legislative protection for our com- 
mission interests; and that the services 
of the life insurance agent need to be 
resold to many people.” 

His Answers 

What then can the life insurance in- 
dustry do about this situation? Here 
are Mr. Marsh’s answers: 

1. We must recognise our competition. 

(a) It really isn’t equity investments, 
such as mutual funds. Less than 1“%% 
of our disposable personal income goes 
into all types of corporate securities. 

(b) 4.7% goes into state and munici- 
pal bonds, savings banks, savings and 
loan associations and industry employe 
benefit plans, a full 1% more than goes 
into life insurance. Can you compete 
with this media? You have for 50 years, 
and, yet, their take is constantly on the 
increase. 

(c) SS and other Government insur- 
ance and pension plans are competition, 
whether we acknowledge it or not. Such 








Agents’ Commissions in 
Union Welfare Funds 


COMMENTS BY E. B. WHITTAKER 


More in Field Can Give Useful Service 
by Extending Knowledge of 
These Cases 
As an answer to the criticisms that 
commission payments are made in union 
welfare fund cases to agents who do 
nothing to earn them, Vice President 
Kdmund B. Whittaker of The Pruden- 
tial said he would like to see educa- 
tional facilities provided so that more 
agents will know enough about this type 
of case to be able to give useful service. 
Addressing the Saratoga Springs man- 
agement conference of the New York 
State Association of Life Underwriters, 
last week, Mr. Whittaker suggested this 
educational work might be undertaken 
through the CLU organization, the 
LIAMA, or the General Agents and 

Managers Conference of NALU. 

How Agents Can Be Kept Posted 

Information which is particularly 
needed by the insurer and which the 
agent could supply if he knew it was 
needed and knew where to get it in- 
cludes: whether reserves have been built 
up or not; exact nature of the industry, 
whether seasonal or not, and probable 
turnover; situation on retired lives; cov- 
erages already in force; whether the 
plan is contributory or non-contribu- 
tory; geographical location (because of 
state cash sickness laws). 

As examples of what the agent can 
do in advance of the sale Mr. Whittaker 
listed these: Get sample booklets and 
trust deeds showing what plans have 
been adopted by similar organizations ; 
see that the union sends out a “fair” 
questionnaire for competitive bidding, 
one that does not contain special provi- 
sions that only one company can handle; 
tell the trustees what benefits they can 
get for the amount of money bargained 
for—translate cents per hour into ben- 
fits. Check proposals to see that every- 
thing is included in proper form. 

After the sale has been consummated, 
the agent can help with conversions, act 
as a buffer between the trustees and the 
insurance company, and assist in claim 
handling. 





plans can only be minimized by empha- 

sizing conservatism with our policyhold- 

ers, pounding the idea of doing for one- 
self and helping to elect people with 
our convictions. 

(d) Our real competition is the auto- 
mobile, home conveniences, television, va 
cations, etc., merchandised by people who 
really merchandise their p oducts 
2. We should train and educate our- 

selves to make our services indispensible, 
not just give service but know how to sell 
service. 

3. We should persuade our companies 
to help us compete with our real competi- 
tors, not with ourselves. VW'e should not 
be net cost crazy again. A special policy 
may have a sero net cost, but if the client 
would rather buy a familiar second auto- 
mobile the net cost factor will not change 
his mind. We should return to selling the 
function and services of life insurance 
and not its cost. 

4. We should persuade our companies to 
examine and investigate single premium 
deferred annuitics with maximum cash 
value; annual premium deferred annuity 
with waiver and disability income benefits; 
lower charges for other than annual pre- 
miums in investment type contracts, mak- 
ing the same dollar charge that is. levied 
against an Ordinary Life policy; future 
premium deposit funds. 

Other suggestions made by Mr. 
Marsh: pay death claims on investment 
type contracts on O.L. basis, returning 
difference in reserves; calculate pre- 

(Continued on Page 6) 
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B. E. Shepherd Talk 


(Continued from Page 3) 


are working for someone else than for- 
merly. Chain stores are common and 
big business is getting bigger. Some 
of the old fashioned ways of saving 
and building for the future of one’s self 
and one’s family are no longer feasible. 
“Do it yourself” is now a fad instead of 
a commonplace. 

Families have been getting smaller 
although there are signs of a contrary 
trend today. Houses are smaller, there 
are more modern conveniences and 


housewives have more free time outside 
the home than they once had. Fewer 
parents are living with their married 
children. Old people like to be inde- 
pendent. 

For the past 15 years, employment 
has been at a high level and there are 
no signs of a severe drop. More people 
are earning an adequate wage than ever 
before. But fewer tycoons are amass- 
ing fortunes. High taxes are taking 
care of that. What do all these changes 
mean in terms of our business? 


What Changes Mean to Life Insurance 


Capital accumulation is taking place 
less in terms of individual action and 
more through institutional saving. It was 
commonly the aim of a provident fa- 
ther to establish a good business—usu- 
ally a small, local one—and leave it for 
his sons to run when he quit. 

More people earning more money 
means more people are putting their 
Savings away than ever before. There 
is a greater spread of earning power 
and wealth is spread over a much broad- 
er base than it was 50 years ago. War 
savings bonds made many people con- 
scious of that method of saving. Social 
Security laws have played their part in 
developing pension consciousness. Easy 
mortgage credit has stimulated home 
purchases on a scale not thought possible 
before the war. Mutual fund sales are 
in the midst of a boom with no stop in 
sight. Life insurance has just had its 
biggest year. All of these forms of 
institutional savings are not only in 
competition with each other, but they 
are all in competition for the consumer 
dollar. One need only observe all the 
television aerials and new cars in sight 
to realize that that is real competition. 

Unquestionably, there is a greater 
need for life insurance today than ever 
before,” continued Mr. Shepherd. “Not 
only is it needed in greater volume but 
it 1s needed for a much wider variety 
of purposes. Mass methods of distribu- 
tion serve very well to provide basic 
needs for many people. Like all things 
mass produced, however, the product is 
more or less standardized. Group life in- 
surance cannot deal adequately with spe- 
cial circumstances. More than ever be- 
fore, there is a need for custom-made 
life insurance programs to supplement 
the basic covers and it takes more 
skill than ever to do an artistic job 
of fitting a program to an individual’s 
needs. 

A Word of Warning 


_ “Here, it might be appropriate to in- 
ject a word of warning. Life insurance 
is itmpressed With a public interest. It is 
therefore important not to lose sight of 
the basic needs of the individual and 
the social desirability of adequate cover- 
age for all at a fair cost. That should 
always be our primary objective, what- 
ever may be our methods. For unless we 
can fulfill that purpose with reasonable 
effectiveness, political pressures will 
surely force the Government to make 
the attempt.” 





Marsh on Mutual Funds 


(Continued from Page 5) 


miums for investment type contracts 
on monthly basis; look into the vari- 
able annuity idea, perhaps through a 


separate companion company; pay 
higher commissions on investment type 
basis contracts; pay full commission 
on low cost specials, even if cost is 
raised; have a special training system 
for investment contract sales; offer 
conversion from lower to higher pre- 
mium contracts on a more favorable 
basis; find ways and means of cap- 
turing a larger share of the straight 
investment and savings market; look 
into sales methods used by investment 
companies in selling securities. 

Mr. Marsh feels that the public is 
willing to pay for service, an illustration 
being the 8% load of mutual funds and 
the 6% commission on small and low 
stock purchases. The public will pay 
higher costs of insurance if there is 
something given in exchange. Many 
estate planners today give service en- 
tirely out of proportion to the commis- 
sion schedule. 

“In our shop,” he said, “we make a 
flat charge on each case of $100 to 
cover out-of-pocket expenses, plus an 
understanding that the client will buy 
through us.” 


M. A. Linton Again Heads 
Medical Research Fund 


M. Albert Linton, chairman of the 
board of Provident Mutual Life has 
been re-elected chairman of the Life 
Insurance Medical Research Fund for 
1955-56. 

Also re-elected were the vice-chair- 
man, Carrol M. Shanks, president of 
Prudential; secretary, Leigh Cruess, 
vice president of Mutual Life of New 
York; and treasurer, Morgan B. Brain- 
ard, Jr., vice president of Aetna Life. 
The officers will also serve for 1955-56. 

Newly-elected members of the board 
of the Medical Research Fund are: 
Deane C. Davis, president, National 
Life of Vt.; and Walter O. Menge, 
president, Lincoln National Life. Re- 
elected as board members were: Ray- 
mond R. Brown, president, Standard, 
Portland, Ore.; and Cecil Woods, presi- 
dent, Volunteer State Life, Chatta- 
nooga. Members of the board serve 
for a term of three years. 

Dr. C. Sidney Burwell, professor of 
research medicine, Harvard Medical 
School, was chosen chairman of the 
Fund’s Advisory Council for 1955-56. 
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NALU’S NEW STRUCTURE 





Pereira & Luckman Architecis fo, 
Washington Memorial Building To 
Be Built at National Capita 

The National Association of Life Un- 
derwriters has selected the architectural 
firm of Pereira & Luckman, with Los 
Angeles and New York offices, to design 
and supervise construction of its Wash- 
ington Memorial Building, where the 
Association will establish its headquar- 
ters. The architects will be associated 
with the engineering firm of George M. 
Ewing Co. of Washington, D. C., Charles 
E. Cleeton, CLU, NALU’s building com- 
mittee chairman, reported. 

The “Life Underwriters Memorial 
Building,” which will house NALU and 
the Life Underwriters Training Coun- 
cil, will be erected at the corner of 
22nd and “C” Streets, adjacent to The 
Mall and across the street from the 
new State Department Building. NALU 
officials said the building will occupy 
approximately 15,000 square feet. j 





N’western National Makes 
Liberal Changes for Flying 


More liberal premium ratings and 
larger amounts of insurance coverage 
were made available this week by 
Northwestern National Life Insurance 
Co. to a broad list of persons who fly 
in non-scheduled civilian aircraft. 

The company upped sharply the 
amounts of insurance it will accept on 
passengers flying on business in com- 
pany-owned planes, on charter flights, 
and on business or pleasure in private 
planes, provided the pilot and equip- 
ment meet certain standards. 

Extra premium ratings were also re- 
duced for pilots and crew members fly- 
ing on scheduled routes over estab- 
lished U. S. and Canadian lines operat- 
ing anywhere on the globe. In the case 
of non-commercial pilots with private 
or student certificates extra premium 
ratings were reduced and issue limits 
were increased. 





Maclean Address 


(Continued from Page 4) 


First, it is pointed out that the unique 
reputation of the life insurance business 
for safety and reliability has been built 
up over more than 100 years on the basis 
of dollar guarantees—on promises to 
pay dollars—which promises have, with 
rare exceptions always been fulfilled. To- 
abandon this basic principle, even for a 
relatively minor part of the business, 
by adopting a system which makes no 
promises or guarantees, and under which 
the amounts of benefits are uncertain, 
would, some believe, tend to undermine 
confidence ‘of the public in life insur- 
ance generally. Mr. Maclean said that 
when conditions change “we must 
change our methods to meet, as far as 
possible, the changed situation.” 

A second general objection is that @ 
system of variable benefits is too com- 
plicated for the public to understand; 
that it will create serious agency prob- 
lems since agents must be trained to sell 
both the fixed-dollar and variable annu- 
ties, and many will not understand the 
new system themselves. 

The third general objection is that the 
system, with its emphasis on the prob- 
able continuation in the future of an 
inflationary trend will tend to defeat anv 
efforts to curb inflationary factors, will 
affect the demand for life insurance, 
the main business of most companies, an 
thus will be harmful to the business as 
a whole. “I have no idea as to what 
extent this is likely to be true,” said 
Mr. Maclean, “but it seems to me that 
if we believe that inflation probably will 
continue, or if we feel that there will 
be wide fluctuation in the cost of living 
in the future as in the past, we cant 
just shut our eyes to the consequences 
and conclude that this is just too bat 
and there is nothing we can do about 
it:” 
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No matter how well you are serving the general 
insurance needs of your clients, their protection is not 
complete without a sound Life insurance program. 
And you can build this program with the expert 


help of your Travelers Life brokerage man. 


He is ready to assist you develop tailor-made Life 


plans for your clients, their families, and their 


businesses. He will show you how Travelers flexible, SACOG 


guaranteed-cost contracts can solve their needs. And, 
of course, his services cost you nothing. You always 
receive full commission, 

Why not start building with Life now? Simply call 
your nearest Life brokerage man. He’s as close to 


you as your telephone. 





Or... fill out the coupon and send it to us. 





Tue Traveters, Life Agency Department, Hartford 15, Connecticut 


I am interested in writing Life Insurance with The Travelers. Please have your nearest 
brokerage manager get in touch with me. 
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Gets Colonial Life Award 





President R. B. Evans of Colonial Life 
presents scroll to Joseph Torres, Tren- 
ton, N. J. Branch Manager as leading 
Colonial Agency in New Business Cam- 
paign during last quarter of 1954. 


Thirty-eight branch managers of Colo- 
nial Life were honored as guests of 
President Richard B. Evans at a dinner 
at Waldorf - Astoria on February 16. The 
event climaxed a promise made by Mr. 
Evans to honor the combination branch 
office managers if they could duplicate 
the all-time previous sales records es- 
tablished during a 13-week production 
campaign held during the final quarters 
of 1953. At that time, which marked the 
20th Colonial anniversary of Mr. Evans, 
the managers played host to the presi- 
dent at a similar gathering at the 
Waldorf-Astoria. The 1953 campaign 
marked the first million dollar week in 
Colonial Life’s history and 12 other 
new company production records were 
broken. 

The combination agencies field force 
took up the challenge during the last 
quarter of 1954 and not only met Presi- 
dent Evans’ requirements but surpassed 
the all-time high sales record of 1953 by 
3.9%. The Trenton, N. J. branch, man- 
aged by Joseph Torres, was the leading 
agency and President Evans congratu- 
lated the Trenton field underwriters on 


their achievement. Engrossed scrolls 
were also presented to each manager 
in recognition of their superior sales 


accomplishments. 


H. W. Evans, General Agent 
National Life at San Diego 


National Life of Vermont has ap- 
pointed Harry W. Evans as_ general 
agent of its San Diego, Calif., general 
agency. For the past two years he has 
been manager of the industrial depart- 
ment of the San Diego Chamber of 
Commerce. Earlier he was an agent in 
National Life’s Cleveland, general 
agency for three years. 

A native of Cleveland and a 1939 grad- 
uate of Ohio Wesleyan College, Mr. 
Evans attended Harvard Graduate 
School of English Literature for a year 
and then was successively assistant di- 
rector of admissions at Fenn College, 
Cleveland, and at Ohio Wesleyan Col- 
lege. 

After three years in the U. S. Navy 
during World War II, Evans returned 
to Cleveland where he became assistant 
account executive for Griswold-Eshle- 
man Co., a leading industrial advertising 
firm. Later, he did promotional work 
for Penton Publishing Co., Cleveland, 
before entering the life insurance busi- 
ness in 1947. 

Recalled to active duty in the U. S. 
Navy in January, 1951, Evans served 
nearly two years as a combat informa- 
tion officer in the Korean theater. 


Home Life’s 1954 New 
Business $234 Million 


ASSETS EXCEED $304 MILLION 





President Worthington Tells of New 
Top Records Set by Company in 
1954 Operations 
Total new insurance issued by Home 
Vife of New York in 1954 was $234,439,- 
O00 made up of $138,030,000 individual in- 
surence and new Group of $96,409,000 
including $54,159,000 of the Federal em- 
»loyes Group program, a non-recurring 
factor. according to the annual report 

of William P. Worthington, president. 

Home Life’s assets rose to an all-time 
Nigh of $304,774,000, a 7% gain over 1953. 
During the past ten years, the company’s 
total life insurance in force has grown 
162%. Last vear’s increase was 14%. 

Total insurance in force is made up of 
$1.189,549,000 under individual life poli- 
cies and $200,557,000 under Group life. 
Individual life insurance in force in 1954 
increased 6% over the previous year 
and Group life 96%. : 

Premium payments for Group acci- 
dent and health insurance totaled $3,129.- 
000 on an annual basis at the year end; 
the figure at the close of 1953 was 
$1,767,000. 


Insurance In Force Growth 


Reflecting the steady growth of life 
insurance in force, a total of $20,669.000, 
including policy dividends. was paid or 
credited to Home Life policyowners and 
beneficiaries last vear. This respresents 
a new high for the company and a 17% 
increase over 1953. 

The company’s average policy in force 
last year was $7.319. while the average 
policy sold was $11.979. Home Life’s in- 
force average has led the life insurance 
industry for 13 consecutive vears and its 
policy-sold average for 17 consecutive 
years. 

More than 40% of new life insurance 
purchases from the company last vear, 
the report points out, were bv people 
who were already Home Life policvown- 
ers. “This,” the statement continues, 
“offers impressive evidence of an exten- 
sive use of Home Life facilities by 
policvowners as their life insurance re- 
quirements change or increase.” 

Last year saw a continuation of the 
gradual upward trend in net interest 
earned on all Home Life assets, the re- 
port states. The net rate earned for 1954 
was 3.35%, compared with 3.25% in 1953. 

The nort describes Home Life’s in- 
crease in its dividend scale, authorized 
by the board of directors last fall. As a 
resvlt of this increase funds set aside 
for dividend pavments to individual pol- 
‘evowners in 1955 exceeded the amount 
that world have been distributed on the 
1054 basis bv 20%. Taking into account 
the growth in insurance in force, total 
dividend distribution will be 30% greater 
this veer than last. 

Published in a new, more. graphic 
format, the Home Life report is enlarged 
in size and scope. Featured on the 
cover is a_ striking photograph of a 
child asleep, a symbol of the family se- 
curitv which life insurance guarantees. 

Inside. in addition to the report on 
Home Life’s financial position, is a 
section devoted to “Planned Estates,” 
the company’s service for owners of life 
insurance, with special emphasis on the 
field underwriter and his selection, train- 
ing and work. 





Western & Southern Sells 
Cal-West Stock to Blyth 


Western & Southern Life of Cincin- 
nati is reported to have sold to the 
investment house of Blyth & Co. its 
holdings of shares of California-Western 
States Life of Sacramento. Last year 
Western & Southern sought to purchase 
control of the Sacramento Company 
acquiring 28,286 shares at a reported 
cost of $45 a share. It is believed the 
selling price to Blyth was $94 per share 
and that the latter will offer the stock 
to the public. 





Manager at Garden City 
For State Mutual Life 


IRVIN A. DAVIES 


State Mutual Life of Worcester has 
established an agency at Garden City, 
Long Island, New York, with Irvin A. 
Davies as manager. This becomes the 
company’s 66th nationwide agency and 
its fifth new office to be opened in the 
past eight months. 

Mr. Davies entered the life insurance 
business ten years ago as a career un- 
derwriter with Penn Mutual in New 
York City. An outstanding personal 
producer, he was appointed branch 
manager in Hempstead in 1949 and two 
years later was advanced to general 
agent. 

He is a member of the Life Under- 
writers Association of Greater New 
York, the Life Managers Association of 
New York, a life member of the Boy 
Scouts of America and active in many 
Long Island civic, business and religious 
organizations. 





Honor Richard E. Pille 


Richard E. Pille, vice president in 
charge of agencies, Mutual Benefit Life, 
Newark, was recently honored at a 
luncheon given for him by the four 
New Jersey companies that are’ mem- 
bers of the Life Insurance Agency 
Management Association. The luncheon, 
held at the Essex Club in Newark, was 
in recognition of the excellent job done 
by Mr. Pille during his vear as presi- 
dent of the LIAMA. Ralph R. Louns- 
bury, president of Bankers National 
Life of Montclair, presented a plaque 
to Mr. Pille on behalf of his own com- 
pany, Colonial Life, Prudential, and 
Mutual Benefit. 

Present at the meeting were Ralph 
R. Lounsbury, president, William J. 
Sieger, vice president and superintend- 
ent of agencies, and John D. Brundage, 
assistant to the president. all from 
Bankers National; Richard Evans, pres- 
ident, and Eric Johnson, vice president 
in charge of Ordinary agencies, from 
Colonial Life; H. Bruce Palmer, presi- 
dent, and Charles Heitzeberg, second 
vice president and director of agencies 
from Mutual Benefit Life; Sayre Mac- 
Leod, vice president, and Paul Palmer, 
vice president, from The Prudential. 





Philadelphia Life Dividend 


The board of directors of the Phila- 
delphia Life, Philadelphia, declared a 
15% stock dividend at their regular 
monthly meeting on February 21. The 
dividend will be payable on March 10 
to stockholders of record at the close 


of business on February 21. Stockhold- 
ers will have the right to buy or sell 
script for fractional shares. 











Mutual Benefit Life’s 
Assets $1.56 Billion 


NEW BUSINESS $297 MILLION 





Chairman Stillman and President Palme, 
Report Large Payments to Com. 
pany Policyholders 
New insurance issued by Mutual Bep. 
efit Life of Newark, N. J., during 19% 
amounted to $297,915,000 only 1.5% below 
1953 the best year in the company’s 
history it was reported in the company’s 
110th annual statement by Chairman oj 
the Board W. Paul Stillman and Pres. 
dent H. Bruce Palmer. During the year 
insurance in force increased by more 
than $147,300,000 to a total of $3,557,000. 
000. At the year end the company’s as. 
sets exceeded $1,559,100,000, some $70, 
108,000 or 4.7% greater than last year 
making Mutual Benefit the country’s 
twelfth largest life insurance company 
measured by assets. ; 





Interest Rate and Income Figures 


The net rate of earnings on invested 
assets continued to improve from the 
low point of 1947. The rate which was 
3.30% in 1953 rose to 3.44% in 1954. The 
1954 improved rate of earnings pro- 
duced some $2,000,000 more income than 
would have been realized at the lower 
1953 rate. 

Dividends amounting to approximately 
$19,402,000 were authorized by the board 
of directors for payment to policyhold- 
ers in 1955. This is an increase of about 
$2,190,000 compared with dividends ap- 
portioned for payment in 1954. More 
than half of this amount, about $1,250- 
000, is due to a basic increase in the 
dividend scale. The balance represents 
the natural increase resulting from the 
growth of the company’s business in 
force. 

Funds held in reserve as a protection 
against economic adversity or unforeseen 
contingencies totaled $56,026,000 at the 
close of 1954, an increase of $4,768,000 
or 9.3% over the surplus at the end of 
1953. 

Income from premiums paid by policy- 
holders was $125,692,793.67, compared 
with $121,380,000 the previous year. Ben- 
efit payments to policyholders and ben- 
eficiaries totaled $91,342,000, as compared 
with $85,675,000 in 1953. Payments under 
death claims amounted to $36,612,000. 
The company paid $54,730,000 to living 
policyholders in the form of dividends, 
disability benefits, annuities, surrender 
values and matured endowments. 

This year’s report highlights a repre- 
sentative group of the company’s policy- 
holders, featuring their photographs on 
the cover. A portion of the brochure 1s 
devoted to a discussion of the companys 
full-page advertisement on “The Cost 
of Life Insurance” which has been ap- 
pearing in local- papers throughout the 
country. - 





Columbian National Life’s 


1954 Increases Reported 

At the close of 1954 Columbian Ne 
tional Life had $484 million of life m- 
surance in force. The company’s present 
financial position is the strongest in Ils 
history due to the increasing volume 
of assets and continued favorable growth 
in capital and surplus. 

At the recent annual stockholders’ meet- 
ing in Boston, Board Chairman Sears 
and President Anthony stated that on 
December 31, capital and surplus totaled 
$12,004,027 compared with $11,002,809 the 
preceding year and that capital and sur- 
plus is now 14.3% of the policy and at- 
nuity reserve. In addition there are 
various contingent reserves amounting 
to more than $3 million. 

During 1954 the net yield on invested 
assets was 3.31%, compared with 3.22% 
in 1953. 

Total new sales made by Columbian 
National field force in 1954 totaled about 
$47 million, not including some $35 mil- 
lion of Group insurance on government 
employes. This compares with $45 mil- 
lion in 1953. 
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Left to right: Walter O. Menge, president of Lincoln National, congratulates 
T. A. Watson, Carl R. Ashman, W. C. Brudi and Don B. Semans. 


Four officer promotions, the reelection 
of all present directors and officers, and 
a declaration of the regular cash divi- 
dend on capital stock were announced 
by Walter O. Menge, president of Lin- 
coln National Life, following the annual 
meeting of the company. 

Don B. Semans, assistant vice presi- 
dent; Willard C. Brudi, manager of 
agencies; and Thomas A. Watson, Group 
sales manager, were named second vice 
presidents; and Carl R. Ashman, admin- 
and actuary of the 
was named assistant 


istration manager 
Group department, 
vice president. 
Assistant vice president of the com- 
pany for the past seven years, Mr. Se- 
mans became a member of Lincoln Na- 
tional’s home office organization in 1920 
after graduation from Depauw. He 
joined the Underwriting department that 
same year, shortly after the department 
organized, and was promoted to 
chief underwriter three years later. He 
assistant secretary in 


was 
was named 
1940. 

Mr. Semans is active in life insurance 
circles as a member of the Home Office 
Life Underwriters Association and also 
of the Institute of Home Office Under- 
writers and has served on the executive 
councils of both organizations. 

Mr. Brudi joined Lincoln National’s 
auditing department in 1923. Ten years 
later he became agency auditor with re- 
sponsibilities also for the administration 
of the Home Office Agency department. 
In 1946 he was named superintendent of 
agencies. A year ago he was promoted 
to manager of agencies. Active in the 
Life Insurance Agency Management As- 
sociation, he is currently serving on that 


an 


organization’s committee on compensa- 
tion of agents. 
A graduate of Indiana University 


where he majored in business adminis- 
tration and received a B.S. degree, Mr. 
Watson joined Lincoln National’s Group 
department in 1945. He later moved to 
Chicago where he was regional Group 
manager for nearly four years. While 
there he compiled an outstanding record 
in the sales and servicing of employer- 
employe benefit programs and returned 
to Fort Wayne as sales manager of the 
Group department. 

Mr. Ashman affiliated with Lincoln 
National Life in 1931 after ten years’ 
previous experience in home office actu- 
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Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 
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arial work with companies located in 
Toronto and Pittsburgh. A Fellow of 
the Society of Actuaries, he has served 
successively as assistant actuary, asso- 
ciate actuary, actuary, Group depart- 
ment; and administration manager and 
actuary of the Group department. 


John Hancock Again Wins 


Freedoms Foundation Award 


The John Hancock Mutual Life’s 
“Know America Better” series of na- 
tional advertisements has for the second 
time received Freedoms Foundation’s 
top advertising award for its “outstand- 
ing contribution to a better understand- 
ing of the American way of life.” The 
same award was presented to the 
John Hancock in 1950. Margaret Div- 
ver, advertising manager of the com- 
pany, accepted the award from Clifford 
F. Hood, president of United States 
Steel Corporation, keynote speaker at 
special ceremonies at Valley Forge, Pa. 
on February 22. The award is granted 
yearly “To an American corporation 
whose advertising tells the story of 
patriotic America, the principles of our 
founding fathers.” 

At the same time, the John Hancock’s 
employe publication, The Hancock 
News Weekly, was cited for a distin- 
guished service award. 

The 1954 award recipients were chos- 
en by a distinguished Award Jury com- 
posed of 30 state Supreme Court jurists 
and executive officers of national patri- 
otic, veterans’ and service club organiza- 
tions. The jury spent two weeks at the 
Foundation’s headquarters during De- 
cember, electing awardees. 








General Agents in 


..when I say that UCLIC is a good the New York area: 


roost for brokers’ surplus business and Matt Jaffe Associates, Ltd. 
problem cases. When I took my head 431 Fifth Ave., New York 16, N. Y. 


out of the sand and saw what progress Winston Westchester Agency 


this company ts mokin g, it made my 4 Fourth Avenue, Mount Vernon, N. Y. 


eyes pop. Get one of the lively birds William Krauss Agency 


: 233 Fult Ai 
listed here to help you feather your nest. a 
The Weingarten Agency 


Roy A. Foan, Vice President 26 Court St., Brooklyn 1, N. Y. 


and Director of Agencies 


Kay P. Kwan Agency 
5 Mott St., New York 13, N. Y. 
NION CASUALTY AND 


LIFE INSURANCE COMPANY 


17 East Prospect Avenue, Mount Vernon, New York 


Cousins & Birnbaum Inc. 
62 William St., New York 5, N. Y. 


Nathan Eisensmith Agency 
90-38 Parsons Bivd., Jamaica, L. 1. 





Yours for Life — and Casualty, too! 








Doubts Benefits in 
Equity Investments 


AS INSURANCE POLICY RESERVE 





President Fennell of National of Canada 
Cites Short-Term History of 
Stock Fluctuations 





Doubt that greater investment jn 
common stocks by life insurance compa- 
nies would increase the return for all 
policyholders was expressed by Robert 
Fennell, Q.C., president of National Life 
Assurance of Canada in his annual re- 
port on the company’s operations. 

“Common stock prices have been ris- 
ing almost continuously since 1942 


Mr. Fennell. “Just two months ago the 
most talked of index, the Dow-Jones 
industrial average, broke through its 
previous all time high of 381.17 which 
it reached during the 1929 bull market. 
In this atmosphere it is not surprising 
that some sentiment should have de- 
veloped for investing a larger proportion 
of life insurance funds in common 
stocks. In the United States one com- 
pany, specializing in retirement § an- 
nuities, has been organized with the 
express purpose of investing all of its 
assets in equities, and making payments 
to its annuitants in amounts varying 
according to the value of their respective 
shares from time to time. This trend 
might grow but whether the end result 
will be satisfactory to those concerned 
is open to grave doubt. 

“Common stock investments afford no 
guarantee of gain. The history of the 
stock market shows that, while the long 
term trend is an upward one, there is 
super-imposed on the trend line a pat- 
tern of cycles undulating above and be- 
low it. If everyone bought sound stocks 
to hold it is probable that all would 
ultimately show a profit, but for various 
reasons many people sell after a rela- 
tively short time and experience disap- 
pointment. The same possibility of dis- 
appointment would be present in the 
case of life insurance policies and an- 
nuities if their reserves were invested 
to a large extent in stocks, as many 
policies are necessarily of short dura- 
tion, either because of the death of the 
se dag 2 or otherwise. 

“The National Life has enough of its 
funds invested in common stocks to pro- 
vide a reasonable interest in the expan- 
sion of our .national economy, and _ to 
provide a measure of protection against 
the impact of inflation on expenses, but 
not enough to in any way endanger the 
fulfillment of its policy guarantees. We 
know that many of our policyholders 
have made additional investments in 
stocks and we fully agree that they 
should. However, we believe that these 
two media of investment should not be 
merged together bit rather should be 
kept separate and distinct, each one 
providing a certain complement for the 
otlier.” 


,” said 


1954 Operations 


Nationai Life of Canada had_ total 
insurance issued last year amounting to 
$30,174,873, an increase of $8,406,656 over 
1953. Insurance in force at the end of 
the year stood at $181,025,921, an in- 
crease for the year of $21,950,901. These 
figures include Group insurance and an- 
nuities. Assets at the year end were 
$31,002,301. 





To Meet at Niagara Falls 

The annual meeting of the Home 
Office Life Underwriters Association will 
be held May 16-18 at the Sheraton- 
Brock Hotel, Niagara Falls, Ontario. 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
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= 











March 4, 1955 





The Engelsmans Write 






















































In 
ing 
to pe 
to g! 
New 
“anti 
four: 
sum 
Und 
detat 
legis 

U1 


a vi 
cont 
num 
chas 
wou 
the 

acco 


actu 
Sinc 
com 
wou 
sult: 
cha 
inve 
and 
gi 


ties 


Gi 
tion 
levy 
so t 
to t 
do 1 
ticiy 
life 
that 
this 
lect 
basi 
923. 
Jers 
eigt 
tras 
ane 


in | 
mai 
inst 
tion 
of ¢ 
hav 
Tt is 
WoU 
on ¢ 
imp 


imp 
inst 
tho: 
are 
Stat 
As 

con 
are 


aga 
pl ) 
Wa 
War 
pen 
Wer 
Thi 
inst 
Ploy 
trus 


-RVE 
anada 
F 


it in 
mpa- 
or all 
obert 
| Life 


il re- 


1 Tis: 
” said 
> the 
Jones 
nh its 
vhich 
irket. 
rising 
> de- 
rtion 
omon 
com- 

an- 
| the 
f its 
nents 
rying 
ctive 
trend 
result 
orned 


‘d no 
r the 
long 
re is 

pat- 
1 be- 
tocks 
vould 
rious 
rela- 
isap- 

dis- 

the 

an- 
ested 
nany 
lura- 
r the 


f its 
pro- 
pan- 
d to 
ainst 
, but 
r the 

We 
ders 
Seti 
they 
hese 
rt be 
1 be 
one 
- the 


total 
g to 
over 
d of 

in- 
hese 

an- 
vere 





























March 4, 1955 





Page 11 





In a statement to newspapers comment- 
ing on the bills in New Jersey legislature 
to permit writing of variable annuities and 
to give tax relief by removing the present 
New Jersey levy of 1% on_ so-called 
“annuity considerations” gradually over a 
four-year period, which statement was 
summarized last week in The Eastern 
Underwriter, The Prudential gave these 
details of the proposed variable contract 
legislation and also the taxation measure: 

Under the proposed variable contract 
account legislation, the principal measure 
would authorize New Jersey mutual life 
insurance companies to establish special 
or segregated accounts to be known as 
4 Variable Contract Account. Assets of 
such an account could be invested largely 
in common stock and other equity se- 
curities. A company operating such an 
account could issue special types of con- 
tracts, such as variable annuities, under 
which payments would fluctuate in dollar 
amount so as to reflect investment re- 
sults of the account. 


Value of Assets in Special Account 


For example, a person ur group buying 
a variable annuity would not receive a 
contract guaranteeing to pay a certain 
number of dollars. Instead, the pur- 
chaser would receive a contract which 
would pay him an income based upon 
the value of the assets in the special 
account. 

Distributions would be based upon 
actuarial application of mortality tables. 
Since the obligations of an insurance 
company under such variable contracts 
would be keyed to the investment re- 
sults of the variable contract only, 
changes in market value or yield of the 
investments would not effect other assets 
and obligations of the company. 

The companion bills cover technicali- 
ties in setting up the program. 


Details of Tax Removal 


Concerning the “annuity considera- 
tions” tax, it is proposed to remove this 
levy gradually over a four-year period 
so that there will be no loss of revenue 
to the state. Counties and municipalities 
do not receive funds from this tax. An- 
ticipated normal increase in the sales of 
life insurance and other fields will more 
than offset the reduction to the state in 
this tax. In 1954, the total amount col- 
lected on the annuity considerations tax 
based on 1953 reports amounted to $573,- 
923. This included $169,833 from New 
Jersey companies and $404,090 from for- 
eign (out of state) companies. This con- 
trasted with $4,730,307 collected in insur- 
ance premium taxes, alone. 

_ The tax was imposed by New Jersey 
in 1945 as a precautionary measure to 
maintain the state’s revenue from life 
insurance companies following the adop- 
tion of a new tax formula. The estimates 
of growth and tax revenue at that time 
have since proved to be too conservative. 
It is now evident that the state’s revenue 
would not have declined even if the tax 
on annuity considerations had never been 
imposed. 

_ The New Jersey tax has a far-reaching 
impact outside the state. New Jersey life 
Insurance companies doing business in 
those states which do not tax annuities 
are compelled to pay such levies in those 
States because of retaliatory tax statutes. 
As a result, the taxes paid on annuity 
considerations by New Jersey companies 
are just about doubled. 


Discrimination Against N. J. People 


Moreover, the tax has discriminated 
against New Jersey residents and em- 
Ployers setting up pension programs. 
Wage stabilization regulations during the 
War. stimulated greatly the creation of 
Pension and other fringe ‘benefits that 
Were excepted from the wage freeze. 
This led to development of tax-free un- 
Msured pension plans under which em- 
Plovers could deposit money with a 
trustee for investment. This permitted 
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Prudential Explains Details Of 
Variable Contract Bill in N. J. 


the escaping of any taxation at either 
the State or Federal level. This dis- 
crimination against the insured pension 
plan has had its greatest impact upon 
individuals and smaller employers. Larger 
employers, because they can get a spread 
of mortality risks over a large group 
of employes and a diversification of in- 
vestments, can protect a pension system 
under privately-trusteed plans. A small- 
er employer cannot safely do so. Con- 
sequently, pension plans of individual 
and smaller employes are being insured, 
subjecting them to taxes that larger 
employers can avoid. 

On the Federal tax level, this discrimi- 
nation has been recognized and its re- 
moval recommended. Evidence was pre- 
sented recently before the House Ways 
and Means Committee pointing out this 
unfairness to small business concerns. 
A House Ways and Means Subcommittee 
report in January recommended legisla- 
tion that will relieve the discrimination 
by eliminating Federal income taxation 
on the annuity business of insurance 


Aetna Bulletin Awards 

Certificates for producing outstanding 
agency bulletins during 1954 have been 
awarded to three general agencies of the 
Aetna Life. 

The awards went to the John A. Hill 
& Associates general agency at Toledo 
for its “Bell Ringer”; the W. Ray Hutch 
general agency at Buffalo, N. Y., pub- 
lishers of “The Horn”; and the W. J. 
Schergens general agency at Shreveport, 
La., which publishes the 
Agency News.” 

The awards, which are made annually, 
are based upon excellence and effective- 
ness in design, presentation of contents, 
and interpretation of agency policies and 
plans. 


“Shreveport 





companies. The impact of the Federal 
tax on an insured pension plan is about 
five times that of the present one per 
cent “annuity considerations” tax in New 
Jersey. The removal of such discrimina- 
tion at both the State and Federal levels 
is a highly desirable goal in the public 
interest. 








L. N. RYND 








WANTED 


Advertising specialist and editor of one of 
nation's largest life insurance sales maga- 
zines has reached salary maximum and seeks 
opportunity elsewhere. Address Box 2297, 
a Underwriter, 93 Nassau St., New 
York 38 











Aetna Life’s New Low Cost 
Supplemental 10-Year Term 


A new low-cost life insurance plan, 
available to people from 20 to 50 years 
of age, has been introduced by the Aetna 
Life. Under the plan, an; individual pur- 
chasing $5,000 or more*of a permanent 
form of insurance may double or triple 
his protection for the first 10 years by 
adding a Supplemental 10-year Term In- 
surance Agreement. 

Premium rates for the supplemental 
insurance are substantially below those 
for individual term insurance policies. 
Typical reductions are 44% at age 20, 
36% at age 30, 18% at age 40, and 13% 
at age 50. 

The supplemental insurance provided 
under the new plan may be converted 
to a permanent form at any time within 
eight years of issue. 








“We make competition— 
not meet it’ SAYS LARRY RYND 


Mr. C. E. Becker, Jr., Vice President 
Franklin Life Insurance Company 


Springfield, Illinois 


Laurence Rynd joined 
the Franklin organization 
in Washington State late 
in 1948. He had started 
selling life insurance as a 
part-timer three years 
before. Naturally he 
concentrates on our 
Exclusives. 


Here is a record of his cash 


Dear Charles: 
This is a letter of appreciation on two counts: the fine product (unique 
plans) and the wonderful personal help the Home Office so regularly offers 
its fieldmen that we have come to expect these things as a matter of course. 


Friday I placed policies for an annualized premium of $1,683. Naturally, 
I am very pleased with the results: a satisfied client, good commission, and 
a reasonable assurance of considerably more future business. I’m especially 
pleased because we were in tough competition for this case. The other 
agents represented fine companies, were determined and intelligent under- 


Yakima, Washington 
December 30, 1954 














writers, and were on the scene a week ahead of me. 


earnings to date: 


oc ea $ 6,406.50 
IO Le UR See SET 9,709.12 
| Se ee 12,716.38 
12 a a 14,504.33 
BROS ices ctecches acess 16,538.76 
1h Se ge ona E eee 17,582.82 


You may remember in our phone conversation that you reminded me to 
“make competition not. meet it.” So by use of our Home Protector coupled 
with a good retirement income plan, we were able to produce a program 
that our competition couldn’t meet. Results, a good sale! 


Possibly the greatest returns on this plan will be the regular future con- 
version of the Home Protector, where we can stay far ahead of our com- 
petition. 


Yet, the most gratifying part of this case is the reassurance of the complete 
cooperation the Home Office is always ready to give me in my work. The 





personal and prompt assistance I received from you, and the Medical and 
Underwriting Departments made this sale possible. In short, we in the 
Field are definitely not alone. 


Sincerely, 


L. N. Rynd 


An agent cannot long travel at a faster gait than the company he represents 












Lhe Friendly | 


IRILIDN LITE comeaxy 
: SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 


CHAS. E. BECKER, PRESIDENT 


The largest-legal reserve.stock life .insurance.company in the U.S. devoted 


exclusively to' the underwriting of Ordinary 








and Annuity plans 


Nearly One Billion Eight Hundred Million Dollars of Insurance in Force 
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5 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 
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Yours for Life — and Casualty, too! 






THE EASTERN 
UNDERWRITER 


| 90-38 Parsons Blvd., Jamaica, L. I. 
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WARNER H. MENDEL 


The promotion by the Equitable Life 
Assurance Society of Warner H. Mendel 
to be vice president and counsel-invest- 
ments and Leo D. Fitzgerald to be vice 


president and  counsel-insurance, an- 
nounced last week, elevate two well 
known men in the legal field of life 


insurance. Both formerly held the title 
of counsel. 

A graduate of Columbia University, 
Mr. Mendel received his law degree from 
Columbia Law School in 1930 and served 
on the university’s law faculty as_re- 
search assistant for three years. In 1933 
he joined Equitable as a member of the 
president’s staff to handle legal questions 
on corporate finance. He was appointed 
associate counsel in 1944 and named 
counsel-investments in 1952. He has 
served as a member of the corporation 


LEO D. FITZGERALD 


law committee of the New York State 
Bar Association and also on the bank- 
ruptcy committee of the Bar Association 
of the City of New York. 

Mr. Fitzgerald joined Equitable in 1917, 
saw active service with the U. S. Army 
in France during World War I, and, 
upon returning to the Society in 1919, 
was assigned to the correspondence divi- 
sion of the company’s claims department. 
He was graduated from Fordham Law 
School in 1924, being admitted to the 
New York Bar in the following year. 
He began his legal career in the claims 
department of the company and was 
appointed chief of the legal reference 
division in 1936. Mr. Fitzgerald was ap- 
pointed associate counsel of the Equit- 
able in 1945 and promoted to counsel- 
insurance in 1952. 


Huber Estate Planning Forum 


Solomon Huber, general agent of Mu- 
tual Benefit Life in New York, recently 
put on an estate planning forum for The 
Academy of Chiropractors at the Hotel 
Sheraton Astor as a_ service of the 
Solomon Huber Associates. 

Flanked by Eugene Walsh, Editor of 
Query, Victor R. Goldberg, investment 
expert and agency supervisor and Philip 
Builder who directs activities on behalf 
of Chiropractors, Mr. Huber presented 
a program covering the Chiropractor as 
a business man and as an estate builder. 

The importance of a properly executed 
will was stressed by Mr. Walsh. He 
pointed out the danger of duplicate ori- 
ginal wills since each copy would be re- 
quired for probate. Mr. Goldberg dis- 
cussed the history of investment compa- 
nies and the new method of buying stock 
on a monthly budget plan. He concluded 
that competent professional guidance was 
necessary for investment success. Ques- 
tions for discussion presented by Mr. 
Huber included: 

Do you know that you have an estate 
if someone owes you money, if you have 
a Social Security number, a bank ac- 
count, or own a car, furniture, life in- 
surance, or even a stamp collection? 

Have you a will? If not, are you 
prepared to accept the one already made 
for you by your state legislature. Have 
there been any family or _ property 
changes since you made your will? Chil- 
dren? Marriage? Death? Change of 
Name? Adoption? How does your will 
provide for the payment of taxes? Must 
one beneficiary pay for all? 

If you and your wife should die at 
about the same time, would your life in- 
surance proceeds go through your estate, 
or her estate, or both or pass directly 


to your children? Do you know the tax 
effect ? 

Have you filed in a Property Book for 
social security purposes or with your 
life insurance companies a certificate of 
age for yourself and for each benefi- 
ciary? Are you aware that life insur- 
ance premiums are deductible for in- 
come tax purposes if the beneficiary is 
a charitable institution, and that you 
can make your gift more certain through 
life insurance ? 

Are you aware that insurance taken 
out by your wife on your life, payable to 
your children as beneficiaries and own- 
ers is free from estate tax? If you 
have a loan on any of your life insurance 
policies, will it result in your children 
sharing unequally in your estate? Do 
you know that settling an estate requires 
cash for administration costs, attorney’s 
fees, funeral and final expenses, for 
appraisers for court costs and filing 
fees for that income return and property 
taxes, for estate taxes, for debts? How 
much will these requirements deplete 
your estate? 

Have you made it compulsory for any 
of your children to take a sum in cash 
at a specified age? On matriculation 
at a college or university? Have you 
considered the possibility of a living 
trust as a means of decreasing your 
income tax? Is your life insurance judg- 
ment-proof with respect to your creditors 
and your beneficiaries ? 

In 1943, Mr. Huber instituted the first 
public estate planning forum to be con- 
ducted by an agency for accountants, 
attorneys and trustmen. This was fol- 
lowed by his creation of the CLU Es- 
tate Planners Day in New York City. 
These CLU meetings are now an integral 
part of CLU activity. 


The Engelsmans Write 

New Salesmanship Book 
“KEYS TO MODERN SELLING” 
Every Sale Should Start by Salesmen 


Being in the Client’s Seat; 
Readable Volume 








Ralph G. Engelsman and his wife, 
Naomi Engelsman, are authors of a new 
book published by David McKay Co., 
Inc., New York. Called “Keys to Mod- 
ern Selling” it is aimed to help people 
in any field to “sell” themselves and 
their ideas through a better understand- 
ing of human motivation and_ behavior. 
Both have considerable literary talent; 
are masters of anecdotes. Mr. Engels- 
man, already author of numerous books 
and articles, was general agent of Penn 
Mutual from 1928 to 1952 and has lec- 
tured widely in the field of selling. Dur- 
ing World War II he was national di- 
rector of the Payroll Savings Plans for 
the U. S. Treasury from 1942 to 1946, 
and he is now an independent sales con- 
sultant. Naomi Engelsman for some 
years was on the staff of Parents Maga- 
zine and has been a free lance writer 
whose articles have appeared in many 
magazines. She served as assistant di- 
rector in the women’s division of War 
3ond sales. 

“Keys to Modern Selling” is divided 
into sections giving background for 
sales, controlling the sale, closing the 
sales, personal public relations. The au- 
thors say that conviction and faith in 
what a person is selling show up in 








WHA The BARON 


suggests! 





Every Broker Can Be 
A PROGRAMMER — Overnight! 


No special training. As easily as you 
sell a "ten" or "twenty," you can sell 
a Program... You do it automatically 
because it's already "built-in" the Plan, 
See how easy and profitable it is. Call 
"The Baron." 


DAVID H. BARON AGENCY 


United States Life Insurance Co. 


55 Liberty St. New York 5, N. Y, 


REctor 2-3861 





everything he says or does. They carr 
straight across from him to the cus. 
tomer. There can be no mistaking the 
ring of sincerity. In a chapter on why 
people buy the advice for the salesman 
is to start by putting himself into the 
customer’s seat. 

“It’s the job of a good salesman to 
put as little emphasis as possible on un- 
pleasant possibilities and to dwell on the 
enjoyment or satisfaction his product 
can bring the buyer,” the authors. say. 
They quote a popular song of several 
years ago, “Accentuate the positive, 
eliminate the negative.” 

The book is loaded with interesting 
anecdotes in which the authors tie for- 
mer experiences with new _ selling 
achievement. 





Fidelity Mutual’s Seminar for New Men 





Pictured above are 20 Fidelity Mutual 
Agents who attended the company’s 
recent seminar for new men held at the 
home office. Photographed with them 
are some members of the agency de- 
partment staff. The aim of the seminar 
is to help the new man become more 
thoroughly acquainted with the com- 
pany. The program included informal 
discussions of field underwriting, issu- 
ance of policies, prospecting, program- 
ming, direct mail, use of optional modes 
of settlement, and handling claims. 

Those in the picture, reading left to 
right, are: Front row—Robert J. Davis, 
Camden; W. Samuel Becker, Jr., New 
Haven; Roger A. Whitten, Boston; 
Sheldon Braff, Cleveland; James J. Gal- 
len, Reading. 

Second row: Robert L. Mayes, Mi- 
ami; Donald W. Blaha, Philadelphia; 
Willard W. Wicklund, Minneapolis: 
Edward W. Snow, Buffalo; Paul T. 


Overley, Detroit; P. Robert Schaefer, 


Philadelphia. 

Third row: George H. Reuling, Jr. 
and William J. Daly, Jr., Philadelphia 
E. Thomas Jolicoeur, Los Angeles; R 
Hector Lupton, Jr., Raleigh; .A. Duer 
Pierce, Jr.; Wilmington; James G. Cun- 
ningham, Detroit; Scott G. Wakefield, 
Jr., Philadelphia; Tom Brown, Oakland. 

Fourth row: Lawrence J. Doolin, 
George Turner, Hans Guenther, Elsie 
Ullrich, Don Walters, C. T. Feddeman, 
home office, and Herbert R. Temple, 
Jr., Los Angeles. Back row: Glenn A. 
Stearns and W. Morgan Churchman, 
Jr., home office. 


Ferrel M. Bean Anniversaty 

Associates of Ferrel M. Bean, John 
Hancock general agency, Chicago, held 
open house in the agency’s offices 
February 24 in honor of Mr. Beans 
35th anniversary. 
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DIE/AL 


a THE SHORTCUTS—and beware the jobs 
that appear to be shortcuts to success. Flashy starting 
wages are sometimes hard to resist, but watch out—there 
may be a dead end just ahead. 

Good reason to look beyond initial frills to what the 
future holds. Good reason to look to The Union Central 
Life Insurance Company, where the future holds unlimited 
opportunities for men with ambition and ability. From the 
very outset, a career with The Union Central offers job 
security and every assurance for real success—and provides 
you with a choice of Lifetime Income Contract or Guaran- 
teed Renewal Contract. 

A large percentage of The Union Central representatives 
earn $10,000 or more per year. Many earn annual incomes 
in excess of $25,000—and some actually earn more than 
$100,000 a year! Even the new men have an average sale 
better than three times the national average of men in all 





other insurance companies. What’s more, the Company 
extends liberal retirement and pension plans to all repre- 
sentatives. 

In addition, consider The Union Central’s other major 
career benefits. Choice of your own job location. Thorough, 
effective training. Unlimited opportunities for steady ad- 
vancement. Wide variety of research-tested selling aids. 
Job security that does not rely on current business condi- 
tions. And scientific aptitude testing that helps you deter- 
mine if the job is best for you. 

Yes, for a career that has no dead end, look to The 
Union Central—with its policies that take care of every 
life insurance need from birth to age 70. Drop us a line 
and we'll be glad to arrange an interview at one of our 
local offices near you. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 
CINCINNATI 2, OHIO 


One of a series of advertisements designed to be of service to men contemplating a life insurance career, appearing in 
magazines and life insurance trade press where men are likely to look for information about companies and job opportunities. 
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W. F. Hancock Joins LLAMA 


Foster Studio 
W. FRANK HANCOCK 


W. Frank Hancock, formerly assistant 
manager for Metropolitan Life in Rich- 
mond, Va., joined the company relations 
staff of the Life Insurance Agency Man- 
agement Association on March 1, it was 
announced by Lewis W. S. Chapman, 
director of the division. 

Mr. Hancock has with the 
Metropolitan for almost 17 years, the 
last seven as an assistant manager. A 
native of Henderson, N. C., he has lived 
in Richmond, most of his life and is a 


graduate of the University of Richmond. 
As a consultant with LIAMA, Mr. 
Hancock will contribute to the associa- 
tion’s publications and serve on the staff 
of the Schools in Agency Management 
in addition to carrying on his duties con- 
sulting with member companies. 


been 


R. W. Maxwell, General Agt. 
For Aetna at Fort Worth 


A general agency of Aetna Life, 
headed by Robert W. Maxwell, has 
been established at Fort Worth, Robert 
B. Coolidge, Aetna Life vice president, 
has announced. With the new agency, 
Aetna Life now has six general agencies 
in Texas, where the company has more 
than $827,000,000 of insurance in force. 

Establishment of the Fort Worth 
general agency will provide direct serv- 
ice facilities for the company’s policy- 
holders in the 32-county area the agency 
will cover in central west Texas. 

Mr. Maxwell is well known in Fort 
Worth insurance circles, having served 
for the past six years as head of the 
Fort Worth office of Aetna Life’s Dal- 
las general agency. The new general 
agency will take over the business for- 
merly handled by the Fort Worth 
office. 

A native of Abilene and a graduate 
of Texas A. & M. College, Mr. Maxwell 
joined Aetna Life in 1936 and before 
going to Fort Worth served at the com- 
pany’s offices in Dallas, Lubbock and 
Waco. He was made assistant general 
agent at Fort Worth in 1949 and later 
became a partner in the Dallas general 
agency. 

Mr. Maxwell has been active in the 
Fort Worth Life Underwriters Asso- 
ciation and the Fort Worth Kiwanis 
Club, and is a member of the Managers. 
and General Agents Club. , 





Imperial Life Dividend 


Imperial Life Assurance Co. of Cana- 
da has declared a dividend of 37% cents, 
payable April 1 to shareholders of rec- 
ord March 21. 
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DUNCAN MACFARLAN NAMED 





Appointed Director of Agencies in Pru- 
dentials’ South-Central Home Office 
in Jacksonville 

Appointment of Duncan Macfarlan as 
director of agencies in The Prudential’s 
south-central ‘home office in Jacksonville, 
Florida has been announced by the com- 
pany. 

Mr. Macfarlan leaves a post as head 
of the company’s Bergen- Passaic Agency 
in Hackensack, N. J., to assume his new 
duties on March 15. 

One of Prudential’s youngest execu- 


tives, Mr. Macfarlan at 28 will head 
Ordinary agencies operation in a 10- 
state area. His appointment climaxes a 
Prudential association which began in 
June, 1947, when he was appointed a 
special agent. 

He joined the company immediately 
following his graduation from Dartmouth 
College in 1947. Within two years he 
was appointed a division manager in the 
Newark agency and three years later 
became the company’s youngest agency 
manager when he assumed charge of the 
Bergen - Passaic Agency. 






































liberal claim settlement 





Rated ‘‘A’’. . . Excellent by BEST’S 





CHOOSE 
American Health 


For Your Small Groups 


The sound A & H and Hospitalization-Medical 
Specialist Company—growing on a planned pro- 
gram based on dependable local agents backed by 


% GROUPS AS SMALL AS 5 MEMBERS 
% ALSO FLAT RATE FAMILY POLICIES 
% NO OTHER LINES OF INSURANCE 
% NO BUSINESS WRITTEN DIRECT [Q sitsier 
% ALL CLAIMS SETTLED LOCALLY PARENTS; 
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We'd like to tell you our 
story because we believe it 
can help us both as a team 


pain eet Write Diréct to: ae 

“Wr. deV. Washburn, President 

AMERICAN HEALTH 
INSURANCE CORPORATION 


First National Bank Building, Baltimore 3, Md. 
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Ben Hadley Sees Need for 


Training at Lower Level; 

The educational facilities in the Jif, 
insurance business are excellent, by: 
the trouble is that the average man 
doesn’t last long enough in the business 
to take advantage of them, Ben F. Had. 
ley, CLU, vice president and agency 
director, Columbus Mutual, Columbus, 
Ohio, charged before the Indianapolis 
General Agents & Managers Associa. 
tion on Feb. 21. 

According to Mr. Hadley, statistics 
show that only one new agent out of 
three survives the second year, and 
almost half fail in the first year. “Sta. 
tistically, then,” he pointed out, “the 
majority of agents—which is the average 
agent—are not around long enough to 
take advantage of the fine company and 
institutional educational programs, 
LUTG, (CLU, and all-the=rest.” 

Mr. Hadley charged that the business 
makes the mistake of “playing it too 
smart.” We turn up our noses at the 
‘kindergarten’ level training material,” 
he charged, “because we dearly love 
to play around with advanced estate- 
planning, taxation, and the college-level 
material. But when the average agent 
has only a 20% chance of survival for 
more than four years, shouldn’t our 
basic training be geared to the ‘kinder- 
garten’ level? Actually, the trouble is, 
we hate to work out kindergarten train- 
ing. It’s hard labor. It’s much easier 
to give a man a book to read.” 

Basic training, according to Hadley, 
involves deciding exactly what we want 
an agent to do, telling him, step by 
step, how to do it, and putting simple, 
effective tools in his hands for doing 
each step of the job. 

“Until we solve the problems of acti- 
vating the average agent, we'll never 
solve the problems of selection, financ- 
ing, training, and supervision,” he con- 
cluded. 





Best’s Life Underwriter’s 


Guide Ready for Delivery 


The Alfred M. Best Co. announces 
that the 1955 edition of Best’s Life 
Underwriter’s Guide, covering 200 com- 
panies writing 98% of all life insurance 
in force, is ready for immediate de- 
livery. 

Showing: unusual coverages which 
answer out-of-the-ordinary problems, 
the Guide offers, in comparable tabular 
form, data on current policy provisions 
and practices together with types of 
insurance and policies. : 

Compact and easy to follow, it is 

scientifically cross-indexed, and includes 
a supplementary table listing the states 
in which each company is licensed to 
operate. All this information is com- 
pressed into 32 pages to provide instant 
reference. 
’ Best’s Life Underwriter’s Guide may 
be ordered from the home office of 
Alfred M. Best Co. in New York, or 
from branches offices in Atlanta, Bos- 
ton, Chattanooga, Chicago, Cincinnati, 
Dallas, Los Angeles or Richmond. Sin- 
gle copies are priced at $1.50 with 
reductions on quantity orders. 





State Mutual Plans 1956 


_ Educational Conference 
Arrangements have been made by 
State Mutual Life to hold its 1956 na 
tional educational conference at Went 
worth-by-the-Sea, Portsmouth, N. 
it has been announced by vice president 
Robert H. Denny. . 

This is -the. first time in neat ) 
years that members of the companys 
nationwide field force will gather at @ 
New England resort hotel for a meeting 
Paid-for business production in 1955 will 
count toward qualifying for the June 
event. a a 

The General Agents’ Association W! 
hold its annual meeting in Worcester 


just prior to the field force conference 
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Steinberg Associates Has 
Record Production Year 





Allan E. 


Kaplan, 
B. William Steinberg, Max Caplan. 


Left to right, 


Another record year, in all respects, 
was completed in 1954 by Steinberg As- 
sociates, Jamaica, Queens agency of 
Massachusetts Mutual Life. The agency 
continued its rapid growth by delivering 
$3,323,673 of business, a 65.5% increase 
over the business delivered in the pre- 
vious year. The agency ranked third 
among the company’s 91 agencies in 
percentage of increase of its business. 
It also led the company with the high- 


est percent of increase over its own 


agency quota with 189.9%. 

The year’s results were celebrated with 
an agency luncheon at the Villa D’Oro 
Restaurant in Jamaica attended by all 
of the agency’s associates and their 
wives, the office staff and friends of 
the agency. At the luncheon, Allan E. 
Kaplan was awarded the agency plaque 
as the “Most Valuable Associate” for 
the year and Max Caplan was honored 
as the “Volume Leader” for the year. 

Mr. Kaplan has been in the life insur- 
ance business for less than two years as 
a full-time agent having joined Stein- 
berg Associates in February, 1953. He 
has since maintained a record of 100% 
persistency despite his good volume of 
business for a new man in the business. 

Mr. Caplan joined the agency in May, 
1954 and in the half year produced suf- 
ficient volume to lead the entire agency. 
Mr. Caplan was previously associated 
with Security Mutual and Paul Revere 
is assistant general agent. 

Credit for the outstanding records 
set by the agency, is given by B. Wil- 
liam Steinberg, CLU, general agent, to 
the agency’s philosophy of a complete 
programming and estate planning opera- 
tion including specialization in business 
insurance and advanced underwriting. 
The group wrote the second highest 
average policy in the company and had 
an average per life written during 1954 
of $17,044. 

Since the agency was established June 
1. 1952, it has delivered more than 
$5,800,009 of business and has, as of the 
end of 1954, a lapse ratio of .017%. 

The agency now consists of nine full- 
time associates, all except one having 
had no previous life insurance experi- 
ence. The agency has maintained a 100% 
Manpower retention record, with every 
recruit since its inception still in the 
agency. In addition the agency has a 
100% record enrollment in the CLU 
movement and membership in the Life 
Underwriters’ Association. Many of its 
members are active in the various com- 
mitt ees and branches of industry activi- 
ties 





COMMERCIAL LIFE INCREASES 

Commercial Life Assurance Co. reports 
4 record year in 1954 as Ordinary busi- 
ness issued and revived increased 10% 
during the year, with total business in 
force gaining 11.6% to $41,534,259. 

ith regard to investments, the com- 

Dany now is directing its attention main- 
y to housing loans. 


January Life Sales Up 18% 


January purchases of life insurance, 
amounting to $3,056,000,000, were 18% 
more than a year ago. This was the 
largest January total on record, com- 
paring with $2,586,000,000 in January of 
last year, according to the Life Insur- 
ance Agency Management Association. 

Purchases of Ordinary life insurance 
in January were $2,187,000,000, or 25% 
over January a year ago. This was the 
largest January total on record for 


Ordinary insurance. 
Industrial life insurance bought in 
January amounted to $503,000,000, an 


increase of 20% from the corresponding 
month last year and also the largest 
January total on record. 

New Group life insurance amounted 

$366,000,000 in January, a decrease 
of 13% from January a year ago. This 
represents new Groups set up and does 
not include additions under Group insur- 
ance contracts already in force. 


brokers for the 


agent’s examination, 


is conducted at 
York. 
R. Harmelin and William Harmelin, both 
of 
erators this year. 


HARMELIN AGENCY COURSE 
The 94th class of The Harmelin 


cy of Columbian National Life to prepare 


The course consists of five lectures and 
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‘lt pays to bu yourself where your 


familys security is concerned 





A NORTHWESTERN MUTUAL POLICYHOLDER. Mr. Colefax, owner of 8 policies with this 
company, has himself set an excellent example of a positive attitude toward life insurance. 


The NORTHWESTERN M UTUAL Life /nsurance Company 


MILWAUKEE, WISCONSIN 


KARSH, OTTAWA 





































A challenging statement to family men 
by PETER COLEFAX 
President, 


American Potash & Chemical Corporation 


T’s a tough challenge for most of 

us to get the habit of keeping first 
things first. 
“Specifically, a man’s first concern 

is the security of his family. And to 
provide for them adequately takes not 
only wisdom — but, usually, courage. 
Because, depend on it, every time his 
wisdom tells him to buy more life in- 
surance, he'll find simultaneously a 
dozen reasons for not buying it. I 
know. I've found them, too. 
“But how much life insurance should 
he have? The answer, in dollars and 
cents, is different for each individual, 
though the way to arrive at it is the 
same. He must ‘bully’ himself a bit 
to take a realistic look at his family’s 
real income need. 
“A pretty rigid attitude here is a 
real asset to a family man. Whoever 
has it is well armed to distinguish 
between the things he'd like and the 
things he needs— between those things 
that are merely attractive and those, 
like life insurance, which are vital.” 


WHY POLICYHOLDERS ARE SO LOYAL 


TO NORTHWESTERN MUTUAL 


HIS company is one of the six largest. 

It has more than 98 years’ experience 
and an outstanding reputation for low net 
cost insurance. 
T..is emphasizes that there are signifi- 
cant differences among life insurance 
companies. It is one reason why each 
year nearly half the life insurance issued 
by this company goes to those already in 
the Northwestern Mutual “family.” 
Have vou reviewed your life insurance 
program within the last two years? You 
will find distinct advantages in calling 
upon the skill and understanding of a 
Northwestern Mutual agent. 
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Conn. Mutual Changes 


(Continued from Page 1) 


Amherst College. Born in Detroit in 
1902 his father, a sailor on the Great 
Lakes, lost his life in a storm in 1909. 
George started his financial experience 
early, working as a newsboy. While a 
high school freshman he had charge -of 
all the news carriers for the two morn- 
ing Cleveland papers and personally de- 
livered 225 papers before school. In the 
afternoon he distributed papers to the 
newsboys for the paper in Conneaut, 
Ohio, where his family lived and then 
delivered on his own 90-paper route. 
Then he would meet the 6 p.m. train 
from Cleveland and duplicated his 5 
o’clock in the morning chores with the 
evening papers. 

Later, he worked for the gas com- 
pany reading meters and during sum- 
mers he shipped out on the Great Lakes, 





Fabian Bachrach 
SMITH 


GEORGE F. B. 


first as a porter, then as a coal passer 
and later as a deckhand. 

Winning a scholarship to Amherst 
College he helped pay his expenses by 
running a boarding house for 90 boys. 
During summer vacations he worked in 
a men’s clothing store. Even with all 
those chores he found time for sports 
and was named an All-New England 
basketball center. Furthermore, he 
earned a cum laude. 


Becomes Agent in Pittsburgh 


Going with the Connecticut Mutual in 
Pittsburgh his record was so excellent 
that in 1929 he was called to the home 
office as an agency assistant, later be- 
coming assistant superintendent of agen- 
cies. He developed and field-tested sev- 
eral new sales procedures and also the 
company’s agents’ plans, books and time 
control system. 

Mr. Smith was promoted to assistant 
vice president where he gained wide ex- 
perience in over-all company operations 
which led to his being elected second 
vice president in 1946. Later that year 
he’ became vice president in charge of 
agencies. He returned to the company’s 
general management in 1950 as execu- 
tive vice president. He has served on 
the company’s executive, finance, city 
loan, ranch and farm committees and as 
chairman of the home office committee. 


Activities Outside of the Company 


Mr. Smith is president of Hartford 
Better Business Bureau and is on board 
of governors, Association of Better Busi- 
ness Bureaus, Inc. He is a director of 
Hartford Fire, Hartford Accident and 
Indemnity, Connecticut Blue Cross, 
American School for the Deaf and the 
Symphony Society of Greater Hartford. 
He is an honorary director of Connecti- 
cut Bank & Trust Co. Another activity 
is that of director and member of the 
executive committee, Greater Hartford 


PETER M. FRASER 


Community Chest. In 1944 he headed 
the War Chest Drive. He is senior war- 
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RENEWAL PURCHASE COMPANY 
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den of St. James Episcopal Church of 
West Hartford and he headed the West 
Hartford YMCA committee shortly after 
the branch was started. He was on 
Hartford YMCA board for six years. 
For four years he was vice chairman of 
West Hartford Board of Education. He 
belongs to the Hartford Club, Hartford 
Golf Club and is past president of Con- 
necticut Amherst Almuni Association. 


Career of Chairman Fraser 


Peter M. Fraser was born in East 
Orange, N. J., son of a builder from 
Iverness, Scotland. The family moved to 
Brooklyn. When 15 Peter M. took a 
summer job as an office boy with Mutual 
Life of New York which business he 
liked so well he did not return to school. 
Frequently after hours he set out after 





Progress 


“‘The further adaptation of elec- 
tronic accounting to our business 
will be an important factor in 
reducing overhead cost. Our new 
Home Office building has been 
planned to facilitate more rapid 
progress in this field.”’ From President's 
Address at Annual Meeting, February 4th, 
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Total 
in Force 


Issued 
in 1954 


Insurance$191,129,795 $1,180,236,969 
Annuities$ 6,162,144 $ 


80,778,888 
$197,291,939 $1,261,015,857 
Assets—$199,145,275 





Surplus Funds—$15,590,148 
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For a Sure Tomorrow... Insure Today 


Crown LIFE 


Established ZTNSURANCE COMPANY 
1900 


and Beneficiaries in 
1954—$30,915,295 
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Home Office 
Toronto,Canada 


Licensed in: Alabama, Alaska, Arizona, Arkansas, California, Colorado, District of 


Columbia, Florida, Georgia, Hawaii, Idaho, Indiana, Kansas, Louisiana, Maine, 


Maryland, Michigan, Minnesota, Mississippi, Missouri, New Jersey, New Mexico, 


North Dakota, Ohio, Oregon, Pennsylvania, Puerto Rico, South Carolina, Tennessee, 


Texas, Vermont and Washington. 
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prospects armed only with a rate book 
and determination. In 1913 he entered 
field work full-time as a salesman and 
agency supervisor. Five years later he 
formed a partnership with Paul Abry 
and they negotiated an appointment as 
general agent for Connecticut Mutual 
in Brooklyn. So began what the com- 
pany’s board later cited as “the most 
exceptional record of agency building 
in the history of the company.” ; 

In 1922 two years after the: agency 
moved to New York, Mr. Abry died, 
In the next five years the Fraser or- 
ganization became the largest agency of 
the company and in 1927 produced more 
than one-fifth of its total new business 
for the year. In 1930 when he was called 
to home office as vice president the 
agency had $150 million in force. Mr. 
Fraser soon began to contribute greatly 
to the expansion of the agency depart- 
ment. 

In 1933 he directed his energies into 
expanding the company’s activities in the 
mortgage loan field. Then the mortgage 
portfolio was $60 million. At end of 1954 
mortgages totaled $416 million. 


On Many Boards 


Mr. Fraser is a trustee of Connecti- 
cut Bank & Trust Co., Dime Savings 
Bank and Connecticut Public Expendi- 
ture Council; a director of United Air- 
craft Corp., Connecticut Light & Power 
Co., Phoenix Fire and Connecticut Fire 
and Alexander Smith, Inc. He is a di- 
rector of the Hartford Hospital and 
Newington Home for Crippled Children 
and for many years served as its presi- 
dent. He headed the Community Chest 
War Fund in 1941. 

Mr. Fraser is a past director of In- 
stitute of Life Insurance and Life In- 
surance Association of America. He is 
chairman of the life insurance division 
of the Committee of American Indus- 
try, now spearheading a $10 million ap- 
peal for the National Fund for Medical 
Education. Among his club memberships 
are the Hartford Club, Hartford Gol 
Club, the Links Club, Seminole Club and 
Clove Valley Rod and Gun Club. 





Central Standard Life Has 


50th Anniv. Conference 
Making plans for its 50th anniversary 
year’s production, Central Standard Life 
recently held a two-day conference in 
Chicago, attended by 30 of its leading 


general agents. Welcomed by Alfred 
MacArthur, board chairman, and E. 
H. Henning, president, the program 


was divided into round table discussions. 
Home office department heads “sat in 
at these sessions, which were held at 
Allerton House, Chicago, and were ready 
and willing to answer questions from 
the field representatives. The companys 
silver anniversary month is May, 1955. 

In addition to a reception and dinner 
tendered by Chairman MacArthur, the 
general agents were guests of the com- 
pany at a performance of “Oh, Men! 
Oh, Women!” at the Harris Theatre, 
Chicago. 


Arnet With Am. Income Life 


American Income Life of Indianap- 
olis, announces the appointment of Jay 
Arnet as director of life agencies. Mr. 
Arnet has been developing package 
selling programs in eastern cities [of 
the past eight years. He brings '0 
American Income Life a record of suc 
cessful recruiting and training of agents, 
and a strong personal production re 
cord. 
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Federal Life Planning 
New Home Office Bldg. 


1954 ITS BEST PRODUCTION YEAR 





Life Insurance In Force Showed $29 
Million Gain; A. & H. Premium Income 
10% Ahead; 70% of Stock Retired 





Now in the midst of an agency expan- 
sion program, Federal Life of Chicago 
enjoyed satisfactory results in 1954 as 
shown by the year-end reports made to 
stockholders and directors recently by 
Board Chairman L. D. Cavanaugh and 
President Spencer R. Keare. All officers 
were reelected. 

The year 1954 was the company’s big- 
gest production year to date. Life in- 
surance written was 14% higher than 
that of 1953, amounting to $46,693,864, 
and insurance in force at the year-end 
was $217,952,769, a gain of $29,752,655 for 
the year. A. & H. premium income to- 
taled $3,043,044, a gain of nearly 10%, 
while A. & H. claims paid amounted to 
$1,778,083, an increase of $212,000 over 
1953. 
Stockholders were also advised that 
the company is making plans for a new 
home office building which, it is hoped, 
will be ready for occupancy within the 
next two years. It will be located in 
Chicago’s suburban northside (about 
6100 North) between Eden’s Highway 
and Cicero Avenue. 


Assets and Surplus Increased 


Federal’s admitted assets at the year- 
end were $38,635,825, a gain of $1,999,417. 
After strengthening its special reserve 
funds and paying $150,000 for stock re- 
tired (5% of the original amount) under 
the company’s mutualization plan, sur- 
plus increased to $2,513,519. A total of 
70% of the stock has now been retired. 

Capital and surplus totaling $3,513,519 
now provides 10% excess security to 
policyholders. 

The management of the company, 
cognizant of the public confidence in life 
insurance both as protection and sav- 
ings, predicted that 1955 will be an out- 
standing year in production of life as 
well as A. & H. insurance. Federal’s 
accelerated activities for development of 
new agencies is one of the big steps in 
this direction. The company has also 
augmented its home office staff by the 
addition of six or eight young men in 
junior executive capacity. 

The 1955 convention of Federal’s pro- 
duction clubs will be held August 28 to 
September 2 at Shawnee Inn, Shawnee 
on Delaware, Pa. 





Gains of N. Y. Life 


New York Life’s sales to individuals 
of life insurance in 1954 were $1.488 
billion, a gain for the year of 40%. New 
Group life insurance sales were $365,- 
565,000 for 1954, the gain for individual 
life policies and Group combined being 
93%. Individual life insurance in force 
reached $12.8 million at end of the 
year. Assets at end of 1954 were $5.8 
billion, an increase of $260 million. 





Honor Four Guardian Officers 

_At a special dinner at Harvard Club, 
New York, Guardian Life honored four 
othcers each of whom has completed 25 
years with the company. They are John 
L. Cameron, vice president; Burgh S 
Johnson, administrative vice president 
and controller; Francis X. Reilly, assis- 
lant secretary, and Irving Rosenthal, 
vice president and actuary. 





Charles H. Jackson Dead 


Charles H. Jackson, former president 
ot Postal Life and Postal National Life, 
died in a hospital here this week. Earlier 
in his career he was superintendent of 
agencies, Security Mutual Life, and as- 
Sistant to the president of Scranton Life. 
fe came with the Postal organization 
in 1932, retiring from it in 1938. 


Jules Anzel Dead 


Jules Anzel, general agent in New 
York for Continental American Life, 
died at his home on East 73rd Street, 
New York, on Monday of this week. 
He suffered a heart attack in his office 
several days prior to his death. His 
age was 48. 

Mr. Anzel started as an agent with 
Continental American in 1932 and was 
appointed general agent in 1940. Prior 
to entrance into the insurance field, he 
was associated for many years with his 
cousin, the late Ben Bernie, in the 
music and entertainment field. 


Samuel H. Ganz Dies 


Samuel H. Ganz, president of Samuel 
H. Ganz Co., Inc., 150 Nassau Street, 
New York, died last Sunday at the age 
of 66. He was general agent of the 
Security Mutual Life and had been in 
business at the same address since 
1910. 





He is survived by his widow, and two 
sons, Dr. Sandford Harold, and Daniel 
M., a senior at Dartmouth. 


John Davis Appointed 


Appointment of John Davis, CLU, 
as general agent for Columbian National 
Life’s agency in Abington, Pa., has 
been announced. Mr. Davis goes to 
Columbian National with over 20 years 
of varied life insurance experience. A 
native of Philadelphia, he has been 
associated with Equitable of New 
York, Aetna Life, and was an assistant 
general agent for John Hancock before 
Columbian National. 
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ASSETS OVER $170,000,000 


Insurance in Force Over $916,000,000 
Paid to Policyowners and Beneficiaries 
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During 1954, the most successful year 
in the company’s history, your Southland 
Life Insurance Company received over 
$205,000,000 in new business making a total 
of over $916,000,000 of insurance in force. 
The full measure of this growth can be 
gauged with the realization that in the past five 
years, Southland Life has more than 
doubled its insurance in force. 


The assets of the company now exceed 
$170,000,000. This vast sum is invested in 
mortgage loans on homes, farms and industry... 
in stocks, bonds and other high grade 
securities. Your Southland Life Insurance 
Company continues to meet its objectives 
in service to people by taking 


Le eee 


of progress and confidence in the future. 


Premium dollars invested with Southland Life work 

for the betterment of all in the nation by providing 
family security through insurance and income 
for over 1500 employees and field representatives... 
and, by making available funds for our country’s 
development and greater happiness. 


A report, showing detailed financial statements and 
distribution of invested funds is being sent to policyowners, 
agents and stockholders of Southland Life. This 
report will be sent to others on request. 


Southland 
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Mutual Life’s Yield 
Net Before Tax 3.44% 


INSURANCE 
President Suaiend Gentheate on “Low 
Cost” Insurance; Assets at Year-end 


Exceeded $2,402 Million 


NEW $424 MILLION 





Sales of new life insurance by Mutual 
Life of New York last year reached a 
total of $424.1 million, a gain of 17% 
over the previous year and a 35% gain 
over 1952, according to the annual re- 
port by Louis W. Dawson, president. Of 
the total $409.5 million represented Ordi- 
nary insurance, $14.6 million was Group 
insurance and in addition the 
underwrote $15.8 million of the Federal 
Government employe group. Assets at 
end of last year totaled $2,402,928,253. 

Individual and Group sales of accident 
and sickness insurance brought new pre- 
mium income from such business in 1954 
to $1.3 million. Under the company’s 
Module plans it sold annuities involving 
annual income of $1.2 million. 

Total life insurance in force increased 
by $216.6 million during the year stand- 
ing at the year-end at $5,041,667,000. All 
but $60 million of this comprised indi- 
vidual Ordinary insurance. 


company 


Investment Results 


Mutual Life in 1954 increased its yield 
on invested assets to 3.23% after invest- 
ment expenses and taxes compared with 
a net yield of 3.13% in 1953. The yield 
before Federal income tax was 3.44% 
against 3.34% the year before. Gross 
yield on new investments in 1954 was 
4.39% compared with 4.40% in 1953. 

Mutual of New York’s net gain from 
all operations amounted to $40,206,623 in 
1954, compared with $34,093,549 the year 
before. The net gain was after appro- 
priating $17,932,057 to strengthen policy 
and investment reserves, compared with 
$10,250,831 appropriated for those pur- 
poses in 1953. Of the net gain of $40,- 
206,623, Mutual of New York: (a) set 
aside $36,201,378 for dividends to policy- 
holders in 1955, a 29% increase com- 
pared with $28,116,093 allocated for last 


year; and (b) added $4,005,245 to sur- 
plus, ’ compared with $5,977,456 the year 
hefore. 


The additions to surplus, Mr. Dawson 
reported, increased the surplus, held for 
the benefit of all policyholders, to $208,- 
451,045 at the year-end. This was equal 
to 9.90% of the company’s liabilities to 
policyholders under its policy reserves 
and funds on deposit. This ratio was 
virtually equivalent to the 10% ratio 
which is the maximum sereianiie un- 
der New York State Insurance Law. 
“This is one of the highest surplus 
ratios enjoyed by any major life insur- 
ance company and it places Mutual of 
New York in an especially strong finan- 
cial position,” Mr. Dawson said. 

Mutual of New York reduced its total 
holdings of bonds to  $1,316,392,008 
(54.79% of assets) at the end of 1954 
from $1,332,900,994 (57.28% of assets) at 
the close of 1953. lneesiinctits in stocks 
rose to $124,985,022 (5.20% of assets) at 
the end of last year, from $84,398,723 
(3.63% of assets) the year before. Mort- 
gage holdings were increased to $703, - 
810), 140 (29.29% of assets) from $663,832,- 
207 (28.53% of assets). Real estate ac- 
quired for investment rose to $55,307,697 
from $53,739,890. Transportation equip- 


ment holdings increased to $21,177,337 
from $15,946,604. 
In the bond portfolio, the principal 


changes were decreases of $19,377,894 in 
public utilities, $6,111,557 in U. S. Gov- 
ernment sec urities and $5,480,172 in rail- 
road holdings; and increases of $8, 819,- 
928 in industrial bonds and $5,261,599 in 
state and municipal issues. 

The stock portfolio featured increases 
of $17,076,630 in public utility preferred 
stock holdings, $11,708,331 in industrial 
preferred shares and $11,801,338 in com- 
mon stock holdings. 

The mortgage 


portfolio comprised 


more than 78,000 individual loans on 
urban properties, mostly residential, and 
more than 4,400 farm loans. 

“Low Cost” Policies 


In his annual report President Daw- 
son had this to say on “low cost” poli- 


cies: “There has recently been a good 
deal of publicity about so-called ‘low 
cost’ life insurance. This seems to be 


causing some confusion in the public 
mind, so a brief discussion of just what 
determines the cost of life insurance 
might be of interest to policyholders. 

“There are no ‘bargains’ in life insur- 
ance which can be guaranteed by any 
mutual company. The net cost to the 
policyholder depends, not on the gross 
premium rate nor on promises about 
future dividends, but upon the future 
experience of a company. And nobody 
can guarantee what that will be. Future 
cost is determined by the character of 
the future operations of a company and 
its future earnings. 

“Each company, under the mutual 
plan, sets its gross premiums at levels 
it feels will provide sufficient margins 
for future contingencies. When a com- 
pany’s experience is better than that 
provided for in the gross premiums, 
there are ‘gains’ which accrue solely to 
the benefit of the policyholders. After 
providing for reserve strengthening and 
a proper surplus, these gains are paid 
back to the policyholders in the form of 
‘dividends’-—or perhaps ‘premium re- 
funds” would be a more accurate term. 
So it 1s the combination of gross pre- 
miums and future dividends that deter- 
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mines the continuing future net cost of 
insurance protection. 

“Any prospective buyer of insurance 
who desires to appraise probable future 
net cost should inquire into the re- 
sources and management of a company. 
If he can be assured by qualified and 
objective informants that a company 
performs a capable sales operation, has 
efficient expense controls, has_ skillful 
pricing and underwriting procedures, 
conducts an intelligent and aggressive 
investment operation, and is financially 
strong, he need have little fear about 
his net cost * the years to come. 

“Mutual of New York will never try 
to create the impression that it has 
found some miracle of low-cost insur- 
ance. We believe that the best buy in 
insurance is the policy that fits the 
buyer’s needs—and the lowest cost pol- 
icy may not be the cheapest for him. 

“At the same time, we will continue 
to offer life insurance with gross pre- 
miums as low as prudence will permit; 
and we propose to maintain generous 
dividend scales. We are confident that 
both our resources and management wil! 
accomplish that result.” 
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Over Half Billion Scroll 





Impact 





In tribute to Board Chairman J. P. 
Fordyce’s 20th anniversary with Man- z 
hattan Life, President Thomas FE. Love J 
joy, Jr. (right) on behalf of the field 
force presents scroll showing $511,032- I 
661 insurance in force on January 1. 
Presentation took place at a directors’ 
luncheon at the New York Athletic Club, 
following the February monthly meet- 
ing of the board. 

Mr. Fordyce rounded out twenty years 
service with the company last December. 

The in force figure on the scroll repre- 
sents an all-time high for the company. 


en St tne Leta aA 


HOU Institute Plans for 
Louisville Meeting Oct. 26-28 


The executive committee of the In- 1 
stitute of Home Office Underwriters 
headed by James D. Renn, president, 

{ 
‘ 


held a committee meeting at the Jeffer- 
son Hotel, St. Louis, February 18, t 
discuss plans and outline a program for 
the 19th annual meeting which will be 
held at the Kentucky Hotel, Louisville, 
October 26 to 28. 
Those attending the meeting in addi- 
tion to Mr. Renn of Peninsular Life 
were C. ,Edwin Carlson, Continental 
Assurance; T. Bertram Anderson, Jr, 
Connecticut General; John F. Duston, 
Equitable Life of Iowa; Julius Coving- 
ton, Coastal States Life; Ira A. Dryden, 
Jr., Amicable Life; William H. Harri- 


son, Security Mutual; A. Clyde Miles, 
Union Life; J. H. B. Peay, Jr., Life of 
Virginia; Charles A. Will, Guardian 


Life; Douglas Wood, General American 
Life; I. M. Spear, State Farm Life; 
and John T. Acree, Jr., Lincoln Income 
Life. 


Membership of the Institute now 


numbers 248 companies. 





State Mutual Production 


sy paying for more than $13 million 
of life insurance in January, Sti ite Mu- 
tual Life’s nationwide field force posted 
the second largest January production ™ 
its 110-year history. The monthly total 
exceeded January 1954 by 28%. 

The Wood-Cluthe agency in Newark, 
with $924,000 of new business, was the 
leading agency followed by New York- 
Cerf and New York-Foley. Joshua >: 
Clark of the Boston-Goodwin agency 
and Edward S. Rand of the Boston 
Wagner agency were January’s two toP 
personal producers. 
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Percy A. Peyser Agency 
Has Progressive Growth 


RUNNER-UP IN PAID PREMIUMS 
Also Fifth for Manhattan Life in Vol- 


ume; Emphasis on Service and 
Advertising Program 








The Percy A. Peyser agency of Man- 
hattan Life, 140 West 57th Street, New 
York, placed second nationally in paid 
premiums for the year 1954. Volume- 
wise, the Peyser Agency, stood fifth 
nationally. 

This fall, Mr. Peyser will round out 
15 vears as a general agent of Manhat- 
tan Life. During that period, the com- 
pany’s insurance in force has more than 
quadrupled, and the Peyser Agency has 
contributed substantially to this growth. 
The agency’s volume has grown year 
after year, and in 1954 the figure was 
in excess of three million. 


Importance of Service 

Percy Peyser’s philosophy on building 
a successful organization emphasizes the 
importance of service to policyholders. 
“If you don’t give them real service,” 
he says, “somebody else will. Any time 
I hear a complaint about our service, 
I drop everything else until the policy- 
holder or broker is 100% happy. This 
may sound far-fetched to some people, 
but it pays big dividends.” 

The Peyser Agency is a smooth-run- 
ning, efficient organization, housed in 
modest, but pleasant quarters a short 
distance from the company’s home of- 
fice. The staff includes only four people: 
General Agent Percy A. Peyser; his 
wife, Ruby; his son, Peter A. Peyser, 
and secretary, Ann D’Armiento. 

Mr. Peyser credits much of the 
agency’s success’ to the well-designed, 
long range advertising and promotion 
program, directed primarily to brokers 
in New York. The entire schedule, care- 
fully planned and budgeted, has been 
effective in attracting new leads result- 
ing in new business. In addition to regu- 
lar mailings of the home office broker- 
age bulletins, the Peyser Agency’s ad- 
vertising messages appear consistently 
in insurance trade journals. This is all 
in the modern vein, with a dominant 
illustration to command attention and 
short copy centered about just one fea- 
ture, such as Manhattan Life’s partici- 
pating annuities. 

The short copy theme is based on the 
premise that New Yorkers are very busy 
people and don’t have the time to digest 
a long advertising message. Commenting 
on this, Mr. Peyser says, “Our motto is, 
‘keep it short.’ The results, which get 
better as we go along, indicate that we 
are on the right track.” 





Travelers Leaders at 


Home Office Conference 


Almost 200 of the leading life insur- 
ance producers of the Travelers in the 
United States, Canada, Hawaii and 
Puerto Rico, attended the president’s 
conference on life insurance at the home 
office in Hartford, last week. Invitations 
to the meeting were extended by J. 
Doyle DeWitt, Travelers president, upon 
the basis of outstanding life insurance 
production during 1954. During the 
meeting the conferees were made char- 
ter members of the Travelers Inner Cir- 
cle, a new organization of leading life 
producers, 

Seven representatives in attendance 
were also honored by induction into 
“The Order of the Tower,” an organiza- 
tion for representatives who produce at 
least $1 million worth of insurance in 
any one year. The seven were: Harold 
». Parsons, South Pasadena, Calif.; 
Maurice Linder, New York; Kenneth 
Spetner, St. Louis; Clem C. Tuggle, 
Atchison, Kansas; David Waldman, Bal- 
timore; Andrew S. Flack, Pitman, New 
Jersey; George P. Hammerly, Leesburg, 


1 
€ 


The meeting heard addresses by Mr. 
DeWitt and other officials of the com- 
pany, leading agents, and August Hech- 
scher, chief editorial writer of the New 
York Herald Tribune. 





WRITES BOOK ON INS. LAW 


Volume of Irwin M. Taylor, One of 40 
Books in The Legal Almanac 
Series 

Irwin M. Taylor is author of “Law of 
Insurance,” published by Oceana Publi- 
cations, New York. It is one of The Legal 
Almanac Series of books designed to 
bring to the informed laymen as well as 
the lawyer non-technical treatments of a 
wide variety of legal subjects. So far 
there have been 40 of these books in The 
Legal Almanac Series. They fall into 


several classifications—“bread and but- 
ter” volumes; the field of citizenship and 
social welfare; and basic business law. 
Bread and Butter volumes include such 
books as “Marriage and Divorce,” “Land- 
lord and Tenant” and “How to Make a 
Will.” 

Mr. Taylor is a professor of law at 
Brooklyn Law School. He was a Phi 
Beta Kappa at City College and obtained 
an M.A. from Columbia University. He 
is a member of the New York firm of 
Kaufman, Imberman & Taylor. 
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completes Berkshire’s 


A&H Sales Kit 


























With the introduction of Non-Cancellable and Guaranteed 
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Milton Agency Meeting 
At Bear Mt. Draws 100 


KOLODNY PRESENTS ’54 PLAQUES 





Watne Led Discussion on “Service”; 
Dragonetti Receives Watch; Postal’s 
Leading Agency Makes 1955 Plans 





The Arthur Milton Agency of Postal 
Life, leading general agent of the com- 
pany for 1954, conducted an agency con- 
ference at Bear Mountaif, New York, 
on February 20-21, with 100 in attend- 
ance including home office officials, pro- 
duction qualifiers and examining physi- 
cians. 

Highspot of the meeting was the pres- 
entation dinner on Sunday at the Bear 
Mountain Inn at which General Agent 
Milton accepted the President’s trophy 
for the best all-around agency building 
job during 1954, the President’s volume 
plaque for the greatest amount paid-for 
volume, the President’s service plaque 
for the greatest number of paid-for lives, 
and the quota plaque for exceeding the 
1954 quota. George Kolodny, president 
of the Postal, made the presentation and 
extended congratulations to Mr. Milton 
and his staff for the fine 1954 showing. 

Special presentation of a watch was 
made to Dominick Dragonetti, assistant 
general agent and 1953 “man of the 
year,” by Mr. Milton in recognition of 
his fifth anniversary with the agency. 
Others who received awards were Drew 
S. Days, Jacob Solomon, Dorothy M. 
Ellis, Gladys G. Erskine, D. W. Jack- 
son and W. A. Schiff. 


Miss Ellis Toastmistress 


Miss Ellis, personal secretary to Mr. 
Milton, was toastmistress at the dinner 
and, in describing her function in the 
office, stated that her job is to translate 
her employer’s wishes into a_ finished 
product. However, “I can now appraise 


both the wish and the product,” she 
said. “We've got $1,500,000 of Postal 
life insurance on the lives of some of 


those in this room and the sale of all 
this insurance is attributed directly or 
indirectly to Mr. Milton. We've got the 
prospects of quadrupling this amount 
and we will. This is because our boss 
is the type who has translated his dream 
of service to himself, his family and 
others into this well-knit organization 
we're proud of.” 

Monday’s business session was con- 
ducted by Mr. Milton on the U. S. Hotel 
Thaver’s north terrace in full view of 
the Hudson River. Howard Watne, sec- 
retary of the company, keynoted the dis- 
cussion, his theme being “Service.” Mr. 
Watne said: “The sale of life insurance 
is not alone the sale of a product. It is 
the sale of a lifetime service to both 
policyholder and beneficiary. The com- 
pany and field force must be continu- 
ously prepared to extend not only the 
required contractual services, but many 
which are not included in the contract.” 

Others participating in this discussion 
were Mr. Dragonetti, Jack Solomon and 
Drew S. Days of the agency’s super- 
visory staff. 

Mr. Milton then displayed the agency 
volume cup which will be given to each 
month’s leading producer, but will not 
be inscribed until the end of 1955 when 
it will be awarded permanently to the 
year’s leading producer. 


Northwestern National 


Extends Ad Campaign 


Northwestern National Life of Min- 
neapolis announces the continuation of 
its current national magazine advertis- 
ing campaign on the theme “Life In- 
surance is for Living” with the schedul- 
ing of full page advertisements in the 
Saturday Evening Post for March 12, 
Time for April 4, Newsweek, May 2, 
U. S. News and World Report, June 3, 
and Capper’s Farmer for July. 

The advertisements, which deal with 
the living uses of life insurance, are 
based on actual cases from the com- 
pany’s files. 
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New Home Office Building of Crown Life, Toronto 





The new home office building of the 
Crown Life of Toronto was erroneously 
identified as that of Manufacturers Life 
in the February 25 edition of The East- 


ern Underwriter. Manufacturers Life 
were the Bloor Street pioneers and re- 


cently they were joined on “insurance 
row” by the Crown Life, who, in one 
of the largest moving operations in many 
years in the city of Toronto, transferred 
their staff of 550 from four”downtown 
buildings to their new Bloor Street home 
office. 





Southland Life Nears 
$1 Billion In Force 


51.4% GAIN IN 1954 NEW BUSINESS 








Annual Report of President Williams 
Reveals Company’s Strength; Man 
Power Gains Also Made Last Year 





Southland Life of Dallas is entering 
1955 in the belief that its total insurance 
in force will pass the billion-dollar mark 
later in the year in view of its 144% 
gain in 1954 that put the total in force 
at $916,079,134 and the new paid business 
of $206,702,366 last year, an increase of 
51.4% over 1953. 

These figures highlighted the annual 
report just released by Dan C. Williams, 
president. Assets at the year-end 
amounted to $172,871,411, policy reserves 
were $157,386,736, and aggregate capital 
and surplus funds, including contingency 
reserves, were $8,125,000. 

Broken down by classes, insurance in 
force included $610,245,531 in Ordinary, 
$201,469,372 weekly premium business 
and $104,364,231 of group, including the 
company’s share in the government em- 
ploye plan. The company also reported 
an increase of 89% in new accident and 
health premiums. 

President Williams pointed out that 
in keeping with the trend for the past 
several years, nearly three-fifths of more 
than $10,400,000 paid out in benefits by 
the Southland during 1954 went to living 
policyowners. Death benefits amounted 
to $4,134,603; payments to living policy- 
owners amounted to $6,203,862. He fur- 
ther explained that these benefit pay- 
ments averaged $40,500 every business 
day during 1954, $21,900 going to living 
policyowners and $18,600 to beneficiaries. 

The year witnessed a 10% gain in the 
number of Ordinary agents, a 10% gain 
in the number of combination agents 
and a 15% increase in the number of 
combination superintendents. 

In 1954 plans were announced for the 
development of Southland Center, a 
downtown home office building project 
for the company which is to occupy an 
entire city block. The internationally 
recognized architectural firm of Welton 
Becket & Associates of Los Angeles, 
Calif., are the architects and engineers 
for the building project and Mark Lem- 
mon, Dallas architect, is consulting 
architect. Plans for the building are well 
under way and it is anticipated that con- 
struction on the first units of the project 
will begin some time in 1955. 








J. M. Jones Asst. Genl. Agent 
F. M. Bean Agency, Chicago 


Ferrel M. Bean, general agent for 
John Hancock Mutual Life in Chicago, 
has announced appointment of John W. 
Jones, CLU, as assistant general agent. 

Following graduation from the Uni- 
versity of Oklahoma, Mr. Jones joined 
the Harvey Kemp Agency of John 
Hancock in Oklahoma City, and in 1952 
he joined the Ferrel M. Bean agency 
as a supervisor. 

Mr. Jones is a graduate of the Life 
Insurance Marketing Institute of South- 
ern Methodist University and attended 
the LIAMA school of agency manage- 
ment in 1952, and the assistant mana- 
ger’s school in 1954. He was awarded 
the CLU designation in 1953. 


New Jersey Historical Society 
Marks Prudential’s 80th Anniversary 


More than a hundred business men 
and civic leaders of the Newark area 
were guests of The New Jersey Histori- 
cal Society last Friday at a luncheon 
marking the 80th Anniversary of The 
Prudential. The affair also served to 
inaugurate the society’s new _ historical 
exhibition, “Family Life—1875.” 

Dr. Richard P. McCormick, president 
of the society, acted as toastmaster. 
Guests of honor included Carrol M. 
Shanks, Prudential president, Mayor Leo 
P. Carlin, Franklin Conklin, Jr., presi- 
dent of the board of trustees of the New- 
ark Museum, and Katherine Coffey, its 
director; Charles R. Howell, Commis- 
sioner of Banking and Insurance; John 
Boynton Kaiser, director of the Newark 
Public Library; the Rev. Benjamin M. 
Washburn vice president of the society 
and Charles B. Bradley, trustee and past 
president of the society. 


“Age, as age alone, is meaningless,” 
Mr. Shanks said in an address following 
the lunch. “The only justification for 
an anniversary is the opportunity it 
gives us to review what has gone before 
in the light of what we see ahead, what 
we hope for and what we will strive to 
attain.” 

He outlined the conditions that existed 
in 1875 and related the problems and 
opportunities of that period to those 
of the present. Pointing to the expecta- 
tion of a United States population of 
190 million by 1965 and a gross national 
product of $543 billion—about 50% above 
that of the boom year of 1953—Mr. 
Shanks expressed the belief that the op- 
portunities that exist today far out- 
weigh those offered to our grandfathers. 

“Generations to come,” he said, “will 
look back on 1955 with the same respect 
and admiration—and perhaps with the 
same nostalgia—that we today feel to- 
ward 1875.” 

The historical exhibition, which is open 
to the public during March and April, 
is highlighted by replicas of three rooms 
from a typical home of 1875. There is 
a kitchen, complete with wood-burning 
range and hand operated water pump, 
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a completely furnished living room and 
a bedroom, all with mannikins in authen- 
tic period costumes. Other features in- 
clude a set of six three-dimensional dio- 
ramas, displays of mid-Victorian jewelry, 
popular books and literature of the day 
and numerous photographic displays. 
The New Jersey Society building is 
located at 230 Broadway, Newark. 


in Pacific Mutual’s 
TRAINING 
Process 


guided Marvin R. 
Carter (Spokane) in 
acquiring the profes- 
sional skill reflected 
in his 4 years’ top 
rank standing in the 
Big Tree Leaders 
Club, his membership 
in the Pacific Mutual 
Million Dollar (in 
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nual National Qual- 
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clientele. 
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Civil Defenes Plans 
Of Provident Mutual 


CATASTROPHIC PROTECTION 





Demonstrated to Philadelphia District 
Defense Council at Special Home 
Office Ceremony 





Thomas A. Bradshaw, president, Prov- 
ident Mutual, recently welcomed Paul 
Hartenstein, executive director of the 
Philadelphia District Civil Defense Coun- 
cil at a special ceremony in the home 
office of the company, February 23. The 
occasion was the swearing in of an 
additional 90 civil defense workers from 
Provident Mutual. This group increased 
to 150 the civil defense aides for the 


home office building. Also present was 
Ralph Wood, director of the Plant Pro- 
tection Division, Philadelphia District 
Civil Defense Council, and a number 
of the senior officers of the company. 

Officials of the program have indicated 
that the company is more than ade- 
quately protected both in regard to its 
employes’ safety and the records main- 
tained for policyholders. An area of 
approximately 20,000 square feet of un- 
obstructed space is available in the base- 
ment of the building for a shelter. In 
this area is located an auxiliary light 
system in case of power failure and a 
storage room containing enough food 
supplies to give nourishment to all of 
the 700 employes for a three-day period. 
There is also a first-aid station which 
is equipped from wheelchairs to oxygen 
equipment for handling emergency cases. 
There is also a location set aside for 
a rescue squad which has necessary 
equipment including pulleys, ladders, 
crowbars, and a mobile power com- 
pressor for pneumatic tools, should it 
be necessary to rescue anyone trapped 
on the upper floors of the building. In 
addition, the shelter area is equipped 
with a public address system and the 
facilities to have entertainment for the 
employes while they remain there. 

In setting up a system of evacuation 
to the shelter, the company has installed 
a warning system of special bells and 
lights. One station is located on a con- 
trol room on the first floor and another 
station is in the shelter area so that 
signals can be received while everyone 
is there. All of the stairways are num- 
bered and each employe has, facing him 
on his desk, the number of the stairway 
to be used in case of an alert. 

The first-aid squad is composed of 16 
persons picked from various departments 
and floors who have received instruction 
in first-aid and refresher courses re- 
quired by the Red Cross. The squad 
operates under the direction of four of 
the company medical doctors and there 
is also a registered nurse available for 
the first-aid station. 

The rescue squad consists of 16 mem- 
bers trained by three employes who 
have received training from the State 
Civil Defense Training Center. 

Early in 1950 a protection of records 
Program was inaugurated and this has 
been kent up to date by a standing 
committee. 

Vital records, those that record the 
financial status of the company and 
Provident Mutual’s obligations to pol- 
icyowners are duplicated in several ways 
—microfiling, photocopying, punch cards 
and carbon copies. Last year the com- 
mittee had microfilmed over 3,500,000 
items comprising over 800 rolls of film 
for safe storage. Approximately 1,250,000 
punch card records together with sev- 
eral thousand carbon copies of transac- 
tions vital to daily operations were 
placed in the company’s storage area 
located about an hour and a half from 
Philadelphia. Trips are made frequently 
to replace obsolete records. 


Would Surrender Charter 


_Ottawa—Colborne Insurance Agen- 
cies Limited, Toronto, Ont., has applied 
to the Secretary of State of Canada 
for leave to surrender its charter. 





Chas. Murrah Training Asst. 
With Mutual of New York 


Charles R. Murrah has been pro- 
moted to training assistant by Mutual 
Life of New York. He is an assistant 
manager in the Dallas agency. 

Mr. Murrah will make his head- 
quarters at the home office in New 
York where he will assist in the train- 
ing and development of field under- 
writers under Mutual of New York’s 
training program. He joined MONY 
as a field representative in the Shreve- 
port agency in 1949. A National Field 
Club qualifier as an underwriter, he was 


On General Amer. Council 


General American Life has appointed 
Allen H. Ogilvie, CLU, Los Angeles, 
as chairman and J. William Van Horn, 
Cleveland, as a new member of its Gen- 
eral Agents’ Advisory Council. The 
five-man group meets twice annually 
and has direct advisory responsibility 
to President Powell B. McHaney. 





promoted to assistant manager in Dal- 
las in 1951. Mr. Murrah, 37 years old, 
is a graduate of West Point. 


Group Compensation Bill 

Senator Donovan has introduced a 
New York Insurance Department bill 
in the New York legislature providing 
that in Group life insurance, whether 
transacted within or without the state, 
insurers shall file with the ‘Superin- 
tendent of Insurance their schedule of 
rates of commissions, compensation 
and other fees or allowances to agents 
and fees or allowances to any other 
individuals, firms or corporations per- 
taining to Group. 
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BOOK ON UNION WELFARE 


The report on union and employer 
welfare plans in New York prepared for 
the State Insurance Department by 
Adelbert G. Straub, Jr., Deputy Superin- 
tendent of Insurance, has now been pub. 
lished as a book under the title, “Whose 
Welfare?” The report, made to Alfred J. 
30ohlinger when the latter was Superin- 
tendent, is an outstanding review of the 
nature, scope and some of the practices 
which have been current in employe 
benefit plans in this state and indicates 
the financial magnitude of the operation 
of such plans. The report will have 
widespread influence in other states also 
as Insurance Commissioners of many 
states have been waiting to study the 
report in detail. 


The surveys of the New York State 
Insurance Department indicate that more 
than 1,500,000 working men and women 
in this state have a direct and vital in- 
terest in welfare plans operating within 
its boundaries. But, including members 
of the families of these workers, it is 
estimated that 3,000,000 persons are con- 
cerned, or 25% of the total population of 
the state. A minimum of $475 million is 
contributed annually on their behalf or 
paid by the workers toward providing 
protection against the hazards of off- 
the-job accidents, illness and loss of 
income through age and death. 


An aggregate of $2.9 billion in cash 
and ,invested assets has already been 
accumulated by the welfare funds and 
represents an investment in the future 
security of the wage earners of this 
state. 


There is every indication that the 
expansion in the number of plans evi- 
denced in recent years will continue 
and that the monies paid into and held 
by such funds will assume even greater 
proportions. In the opinion of the De- 
partment all constructive steps possible 
should be taken to foster, encourage and 
protect their healthy growth. 


With the tremendous sums being ac- 
cumulated by the funds some pitfalls 


are in sight. Some hinge around invest- 
ments made of accumulated funds. The 
suggestion, for instance, of one fund 
representative that a good spot for in- 
vestment would be housing caused a 
reaction of skepticism. Some of the 
unfortunate experiences with housing 
investments in this city were recalled. 

Although employe benefit plans are 
affected to such a large extent with a 
public interest only certain phases of 
their operations are regulated. To the 
extent that such plans are insured, there 
is supervision of the carriers by the 
Insurance Department. Incidentally, the 
tremendous publicity given to some in- 
surance brokers who have received high 
commissions on Group and Accident and 
Health in connection with welfare oper- 
ations had the unfortunate result of 
making the general public think such 
astronomical commissions were common- 
place. The Department’s survey of the 
situation demonstrates that exorbitant 
commissions have prevailed in only a 
small percentage of the business written. 





Roy Parmenter, office manager of the 
Royal, was elected president of the In- 
surance Personnel Management Asso- 
ciation at its recent meeting. Other 
officers of the association are William 
Fuente, personnel manager, fire rating 
bureau, vice president; Claudia Roche, 
Massachusetts Bonding, secretary; Earl 
Strickland, St. Paul, treasurer; William 
B. Cobaugh, Fireman’s Fund, director. 

Membership in the IPMA is open to 
representatives of all insurance employ- 
ers in San Francisco. It is designed to 
serve as a clearing house for the ex- 
change of ideas and solutions to per- 
sonnel administration problems. 

* * * 


Associate Actuary Ben Helphand of 
the Pacific Mutual Life, has been named 
a member of Task Force Four, estab- 
lished by the Joint Committee on 
Health Insurance at the request of the 
NAIC. The task force is meeting to 
study the adequacy of non-can. reserves. 

*” * * 


Gerhardt A. Imm Agency, Inc., has 
been incorporated in Minneapolis by 
Gerhardt A. Imm, Elizabeth C. Imm, 
both of Minneapolis, and Thor W. 
Becken, St. Paul. 


BYRON K. ELLIOTT 


Byron K. Elliott, executive vice-presi- 
dent, John Hancock, has been elected a 
board member of the National Industrial 
Conference Board. The Conference 
Board, founded in 1916, is an independ- 
ent and non-profit institution for busi- 
ness and industrial fact finding through 
scientific research. In terms of every- 
day usefullness, the Board is a source 
of facts and figures bearing on all aspects 
of economic life and business operation. 
The work of the Board is made possible 
through the support of more than 3,300 
subscribing associates including business 
organizations, trade associations, govern- 
ment bureaus, labor unions, libraries, in- 
dividuals, and colleges and universities. 





E. M. Griggs of Chicago, veteran as- 
sociate general counsel of National 
Board of Fire Underwriters, is confined 
to St. Francis Hospital, Evanston, III. 
with what appears to be a recurrence of 
ulcer trouble. He is not yet able to see 


visitors. 
* * * 


R. E. Ward, agency manager ofthe 
United Kingdom Provident Institution of 
London, has accepted an invitation to 
attend a meeting of the Life Insurance 
Agency Management Association while 
visiting the United States next month. 


* * x 


Lee H. Ball has been named an asso- 
ciate of the Medaris Delano & Spross 
Insurance Agency, Toledo, Ohio, 


* * * 


Edward B. Hock, Jr., has been elected 
vice president of Brumby, Bridges & 
Bothwell, Inc., well known Atlanta, Ga., 
insurance agency. Mr. Hock began his 
insurance career in 1939 with the Fi- 
delity & Casualty of New York. 

* ok Ox 


J. Edwin Matz, second vice president, 
accounting, John Hancock Mutual Life, 
has been elected to membership in the 
Controllers Institute of America. Estab- 
lished in 1931, the Institute is a non- 
profit management organization of con- 
trollers and finance officers from all 
lines of business—banking, manufactur- 
ing, distribution, utilities, transportation, 
etc. The total membership exceeds 4,400. 

x ok Ox 


Howard Rhodes of Oklahoma City, 
Okla., has been named assistant to In- 
surance Commissioner Joe B. Hunt. 
He succeeds Howard Austin, resigned. 
Mr. Rhodes will work as a policy analyst. 
He is a graduate of the University of 
Oklahoma law school. 








Henry F. Alderfer, well known educa- 
tor whose 3l-year background in this 
field includes high school and college 
teaching, is now connected with the 
Combined Insurance Co. of America 
(Chicago) as assistant to Dr. Napoleon 
Hill, noted author and lecturer. One of 
Mr. Alderfer’s latest projects is to es- 
tablish a library of inspirational books 
for the benefit of the Combined’s home 
office staff. Before coming to the mid- 
west Mr. Alderfer was professor of edy- 
cation at New York University’s Wash- 
ington Square College—secondary school 
division. His graduate work at N.YU. 
was in administration and_ psychology, 
He was a high school principal in Elgin, 
Ill. and Mooseheart, Ill. before affiliating 
with the Combined. 


* * * 


Carl Eckert, immediate past president 
of the Council Bluffs, Ia., Chamber of 
Commerce, has received the first annual 
Community Service Award from Mutual 
of Omaha. The award was presented 
by Gordon O’Neill, representative of 
the company in Council Bluffs. Mr, 
Eckert is an active participant in the 
Council Bluffs Board of Education. He 
is past president of the United Fund, 
and is a member of the board of direc- 
tors of the Salvation Army and the 
YMCA. 


* * * 


Wallace Falvey, president of Massa- 
chusetts Bonding, is on a business trip 
to the Pacific Coast and will visit branch 
offices of the company in that area. He 
will return to Boston in late March, just 
prior to the annual stockholders’ meet- 
ing. 

x ok x 


Duncan Kenneth MacTavish of Ot- 
tawa, Ont., has been elected a director 
of Crown Life. He is a_ well-known 


Canadian lawyer and a director of the 
Canadian Bank of Commerce and other 
companies. 





President Laurence F. Lee of Occidental 
Life of Raleigh, N.C. and Mrs. Lee at 
cornerstone laying for New Home Office. 


Cornerstone ceremonies for the new 
home office building of Occidental Life 
of Raleigh, N. C., were held at_the 
building site in Raleigh recently. Prin- 
cipals at the event were President Lau- 
rence L. Lee and Mrs. Lee pictured here 
at the cornerstone box. Company officers 
and employes placed messages and other 
significant data in the cornerstone box 
which is to be re-opened. in fifty. years. 
Other features of the ceremonies were 
remarks by W. W. Trentman,. executive 
vice president -of Occidental, and Mr 
Lee. The building is expected to reach 
completion. in early spring 1956. 
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Woman Lieutenant Governor 


One of the best known women in 
public life is Consuelo Northrop Bailey, 
a woman lawyer who is Lieutenant 
Governor of Vermont. That is a state 
which has had—and has—many women 
in the legislature. At least 250 women 
are alive who have served in the legis- 
lature of Vermont. 

Born in Fairfield, Vt., Mrs. Bailey’s 
paternal and maternal ancestors were 
among early settlers of Vermont and 
participated in the War of the Revolu- 
tion. Her great-grandfather, Abraham 
Northrop, was one of the first settlers 
of Fairfield. 

Mrs. Bailey was graduated with hon- 
ors from St. Albans High School, be- 
came a Phi Beta Kappa at University 
of Vermont, and got an LL.B. degree 


in 1925 from_ Boston University Law 
School. In 1952 she was given a LL.D. 
degree from University of Vermont, 
the second woman in the university’s 
162 years to receive the Doctor of Laws 
degree honores causa, Grace Coolidge 
being the other. 

After teaching Latin and history at 
Shelburne, Vt., High School, she was 
admitted to legal practice on the fol- 
lowing dates: Vermont Supreme Court, 
feo U.S, District Court; 1927; U. S. 
Supreme Court (the first Vermont 
woman to be admitted,) 1933; U. S. 
Customs Court, 1942. 

Mrs. Bailey entered public life in 
1927 when appointed city prosecutor of 
Burlington, Vt. She was elected U. 
Attorney for Chittenden County in 1926 
and served until February, 1931. East 
of the Mississippi River she was the 
only woman in charge of a prosecuting 
office from 1925 to 1931, and was the 
first woman to try a murder case. 

Mrs. Bailey entered the legislature 
as a State Senator for Chittenden 
County in 1930 and is only woman 
lawyer and youngest woman to date 
to sit in the Vermont Senate. Her 
committees were judiciary, minor 
courts, highway traffic, state institu- 
tions and Federal relations. For six 
years she was secretary to U. S. Sena- 
tor Ernest W. Gibson. 

_In 1950 she was elected to Vermont 
General Assembly as_ representative 
iron the town of South Burlington, 
being re-elected in 1952. Committees on 
which she served were judiciary, avia- 
tion and rules. In 1953 she was elected 
Speaker of the Vermont House of Rep- 
rescntatives and was elected Lieutenant 
Governor of Vermont, 1954, the first 
woman to be elected to this position 
in the United States. In 1953 she was a 
member of the U. S. Post Office Ad- 
visory Board. 

Mrs. Bailey has a wide acquaintance 
With public men and women through- 
out the nation. For instance, she has 
been a member of the Republican na- 
tional committee since 1936 and at pres- 
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ent is the longest serving member from 
the New England states. She is a 
former vice chairman of Republican 
State committee of Vermont. She was a 
delegate to the Cleveland and Chicago 
national Republican conventions. In 1944 
she was a member of the final drafting 
committee of the National Republican 
Platform, the two other women on this 
committee being Ruth Hanna Sims and 
Mary Donlon. Ruth Hanna Sims was the 
daughter of Mark Hanna who ran Mc- 
Kinley’s campaign for President. Mrs. 
Donlon was chairman of the Work- 
men’s Compensation Board of New York 
State. Mrs. Bailey was also chairman 
of the Social Security Legislative Com- 
mittee of the Republican National Com- 
mittee in 1948-50. She was elected vice 
chairman of the Republican National 
Committee in 1952 at Chicago. 

More than 400 speaking engagements 
have been filled throughout the nation 


by Mrs. Bailey in as scattered a terri- 
tory as Montana, Oklahoma, Nebraska, 
New York and New Jersey. She is 


author of “Digest Primary and Election 
Laws of Vermont,” published in 1928, 
and is a former representative on Uni- 
versity of Vermont Alumni Council. She 
owns and jointly operates Northrop 
Farm at Fairfield, Vt., which has been 
in her family since May, 1863. On Sep- 
tember 2, 1940, she married Henry Albon 
Bailey, a Burlington attorney who is 
also a graduate of University of Ver- 
mont. The residence of Mr. and Mrs. 
Bailey is in South Burlington, Vt. 

When I asked Mrs. Bailey why so 
many women have been elected to the 
Vermont legislature over the years she 
said: 

“Most of them are from small towns 
where the men have so much to occupy 
them on their farms or in the villages 
that many of them feel they can’t afford 
to leave their homes and spend so 
much time at the capital. Furthermore, 
women of my state take a keen interest 
in public affairs and appreciate the 
privilege of serving their state in this 
manner.” 

e eos 


Walsh Member of Watters 
& Donovan 


John P. Walsh has been made a 
member of the law firm of Watters & 
Donovan, New York. A_ graduate of 
Holy Cross and Fordham University 
Law School he has been associated with 
Watters & Donovan since 1951. He was 
formerly a special deputy @ssistant to 
the district attorney in New York Coun- 

being engaged in special corporate 
investigations. In World War : he was 
a lieutenant commander in U. Naval 


Reserve, serving as staff legal adviser of 
the Naval Air Material Center in Phila- 


delphia. He is a member of the Insur- 
ance Section, American Bar Association 
and the New York State Bar Association 
and is on committee of insurance of 
the Brooklyn Bar Association and also 
chairman of Brooklyn Bar’s legal publi- 


cations committee. Also he belongs to 

New York County Bar Association. 
Married to the former Mary Elbow 

they have two children—John and 


James. 
K * * 


Holz at Insurance Meeting 


The first appearance of Leffert Holz, 
new Insurance Superintendent of this 
state, was mi ide ata meeting last week 
in Saratoga Springs of general agents 
and managers of New York State Asso- 
ciation of Life Underwriters. Also at the 
meeting were Deputy Superintendent 
Raymond Harris and Actuary Charles C. 
Dubuar. 

To a group surrounding him in the 
lobby of the Gudeon Putnam Hotel the 
Superintendent said that the door of his 
office will be open to any one who has 
a legitimate reason for seeing him. 
“There will be no ritzing of the pub- 


ic,” he said. 
x  * 


Alexander Mack Recuperating 


Alexander Mack, publisher of The 
Weekly Underwriter, who was seriously 
injured in an automobile accident on 
January 20 since which time he has 
been in Mountainside Hospital, Mont- 
clair, N. J. is now showing good re- 
cuperation. For a time after the accident 
he was in an oxygen tent his condi- 
tion at the time being critical. His many 
friends will be glad to know that his 
condition has been considerably im- 


proved. 
* kk 


Big Panel on Economy Trend 


Having as its theme “The United 

States Economy—Where Is It Headed ?” 
the second annual Dean’s Day Home- 
coming Conference of New York Uni- 
versity’s Graduate School of Business 
Administration will be held on March 
12. More than 30 prominent business 
executives, leading economists and fac- 
ulty members of the school will address 
the Conference which will be at the 
Washington Square Center of NYU. 
is expected 500 alumni will attend. 
_ Topics of talks include “Investing 
in Equities,” “What Is Ahead for the 
Bond Market?” “Tax Savings and Pro- 
cedures Under the New Tax Law,” “Tax 
Savings for Business,” “Organizing Per- 
sonnel for a Competitive Edge,” “Long- 
Term Trends” and “Lessons for the Fu- 
ture,” 

G. Kenneth Handley, vice president of 
Hanover Bank, is general chairman of 
the Conference. President of the Gradu- 


ate School of Business Administration 
Alumni Association is Thurber H. 
Beirce, treasurer of Newsweek maga- 
zine. 


Among insurance men who will speak 
are Bernard Flaxman, vice president, 
Hartford Fire; and George T. Conklin, 


Jr, vice president, Guardian Life. A. 
Frederick Olsen, technical adviser, In- 
ternal Revenue Service, U. S. Treas- 


ury; Walker L. Cisler, president, Detroit 
Edison Co.; and officers of several New 
York banks are among the speakers. 
The NYU business school has an en- 
rollment of 4,100. Located at 90 Trinity 
Place in a four- story building construct- 
ed as a parish school for nearby Trinity 
Church, the Graduate School of Business 
Administration recently announced plans 
for a $3,000,000 fund drive to finance 
the building of a modern 11-story home. 
The new building also will be located 
in the heart of the Wall Street area. 
x ok * 


Installment Credit Meet 


The American Bankers Association’s 
installment credit conference will be held 
at the Hotel Jefferson, St. Louis, March 
21-23. Chairman of the ABA Installment 
Credit Commission Philip Woollcott 
(who is president of the Bank of Ashe- 
ville, N. C.) will open the conference. 
Four panels will be held on these sub- 
jects: Insurance Relating to Installment 
Credit; Installment Credit Policies; 
Direct Financing for Automobile Mod- 
ernization, and Insured vs. Uninsured 
Property Improvement Loans. 

Attendance will be from 1,590 to 2,000 
bankers, ABA estimates. 





Vt.’s Lieutenant Governor 








BAILEY 


LT. GOV. CONSUELO N. 





Polynesian Dining Room 


The Edgewater Beach Hotel, Chicago, 
has opened a Polvnesian room in space 
formerly occupied by its Marine dining 
room which has been the scene of so 
insurance organiza- 


tropical 


many banquets of 
tions. The decorative theme is 
art, inspired by ancient wood-carvings, 
temple pillars, dwellings and foliage of 
islands of the South Seas. In 
dining 


romantic 
designing and building the new 
room the hotel spent $200,000. 


a 


Marian Manley Retires 


Marian C. Manley, business librarian 
of Public Library of Newark, is retiring 
after 28 years with the library. She is 
also editor of Business Literature, a 
monthly publication of the library. She 
has been called a dynamic personality. 

In 1915 when the women’s suffrage 
movement was attracting considerable 
attention Miss Manley was one of the 
many whose abilities were recruited for 
this cause. As she was making a soap 
box speech in her home town of Sum- 
mit, N. J., a member of the Newark 
library staff was so impressed by the 
young girl’s personality and public speak- 
ing ability that she asked her after- 
wards how she would like a job in the 
Newark Library and it was accepted. 
For a time she was head of the fiction 
department and then was appointed head 
of the business branch. 


One of Miss Manley’s outside roles 
has been that of lecturer at Rutgers 
University School of Business Admin- 


istration. In that capacity she showed 
hundreds of young prospective business 
men how the public library could help 
them get jobs, solve problems when 
once they were established in business 
and assist in their investment programs. 
Often she has given requested advice 
to government bureaus and_ business 
publishers on the advisability of issuing 
certain publications. 

Miss Manley has been a member of 
several library associations and was edi- 
tor of “Special Libraries” from 1934 to 
1939. She has been president of the 
board of trustees of the Summit, N. J. 
Public Library and in 1946-47 was presi- 
dent of the New Jersey Library Associa- 
tion. At the Los Angeles convention 
of the American Library Association 
she was presented with the much coveted 
Lippincott Award “in recognition of high 
achievements and distinguished service 
as a librarian.” 

Most of her leisure time will go to 
travel, photography, gardening, reading 
and home-making. 
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North Reports 1954 Gains 
For Phoenix of Hartford 


MADE $2,193,800 FROM OPERATIONS 


Three Executive Staff Promotions An- 
nounced; Thomas F. Oakes Elected 


to Board of Directors 





Stockholders of the Phoenix of Hart- 
ford at their annual meeting, February 
24, 1955, voted to reelect the present 
board of directors and also to elect 
Thomas F. Oakes, partner in the Allen, 
Russell & Allen insurance agency (of 
Hartford) as a new member of the 
board. 

Directors at the annual meeting re- 
appointed the present staff of officers 
and promoted three to new positions on 
the executive staff of the company. 

George L. Hampton, Jr., and Wm. 
Stephen Chandler were advanced to vice 
presidents and Victor E. Bonander was 
appointed assistant secretary. 

Nearly $6 Million in Hurricane 
Claims Paid 

In his report to stockholders covering 
1954 President John A. North stated 
that hurricane damage in 1954 gave the 
Phoenix of Hartford Group its worst 
loss year in a quarter of a century. 
The three storms cost the companies 
nearly $6,000,000 net. Some 37,000 claims 
out of a total of 248,000 came from these 
storms. 

With a large dwelling business in the 
Atlantic states and with a_ subsidiary 
company domiciled in Rhode Island and 
another in North Carolina, Mr. North 
noted that the impact of windstorm 
damage was usually heavy on these com- 
panies and is reflected in the group 
experience. The extended coverage loss 
ratio was 108.1%. Other hurricane losses 
were absorbed in the automobile and 
inland marine classes. 

Losses Incurred at New High 


Losses incurred from all sources rose 
nearly $4,000,000 for an all time high 
of $41,564,000. Taxes of all kinds, in- 
cluding Federal income tax, amounted 
to $2,677,194 or $2.68 per share. An 
increase in market value of securities 
of over $20,000,000 enabled the consoli- 
dated assets of the group to reach $197,- 
000,000 and brought policyholders sur- 
plus to $102,280,000, an increase of $19,- 
483,000. 

A statutory underwriting loss was in- 
curred amounting $3,217,000. Investment 
income increased $270,700 and net gain 
from sale of securities was $596,300. The 
gain from all operations after Federal 
taxes amounted to $2,193,800 or $2.19 per 
share. 

Surplus adjustment items included divi- 
dend payments of $2,662,500, a stock divi- 
dend of $2,500,000 and a contribution of 
$399,875 to the employe’s retirement in- 
come trust for past service benefits. To- 
gether with miscellaneous items $142,400, 
the adjustment items completely ab- 
sorbed the $2,193,800 gain and reduced 
the ‘normal surplus by $1,017,000 to $54,- 
788,126. 

Although premiums written by the 
group dropped $822,000 or 1.17%, Mr. 
North pointed out that management had 
deliberately reduced automobile physical 
damage business and auto reinsurance 
income by nearly $4,500,000. He noted an 
increase in premiums in regular agency 
business which made up all except $882,- 
000 of this reduced automobile income 
and produced an improved automobile 
loss ratio. 

Large Increase in Casualty Writings 

The small decreases of $102,000 in 
unearned premium reserve reflected the 
foregoing decline, but the report called 
attention to the 78% increase in casu- 
alty writings. 


In marking the year “an important 


JOHN A. NORTH 


milestone in our history,” Mr. North 
said that 1954 was the 100th year in busi- 
ness for the Phoenix and that it in- 
cluded three devastating hurricanes 
within 45 days. However, “it also wit- 
nessed the largest increase in security 
market values which our companies have 
experienced in one year.” 

Mr. North also noted that the year 
was of particular significance to stock- 
holders because of a 3314% stock divi- 
dend increasing the Phoenix capital to 
$10,000,000. He said it was the intention 
of the directors of the company to 
declare $3,000,000 in dividends in 1955 
compared to $2,262,500 in 1954. 

In his written report to stockholders 
President North comments on under- 
writing results in part as follows: 


Fire and Allied Lines 


“In spite of rate reductions in several 
states and a somewhat confused com- 
petitive situation generally, we man- 
aged to hold our volume of fire premiums 
up to the 1953 level. Premium income 
was $33,759,992, representing a small 
increase of $81,342. Property loss by fire 
in the United States dropped from $903 
million in 1953 to $871 million in 1954 
according to the National Board of 
Fire Underwriters. This improvement 
was reflected in our own loss ratio of 
44.2% compared to 46.9% the year be- 
fore for this class. 

“Although the extended coverage com- 


(Continued on Page 29) 
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Hartford Declares 
25% Stock Dividend 


TO ADD _ $5,000,000 TO CAPITAL 





Pres. Hullett Says Aim Is to Continue 
$3 Dividend on New Capitalization; 
Additional Salary Payments 





Stockholders of Hartford Fire have 
voted to increase the me ge stock of 
the company from $20,000,000 to $25,000,- 
000, the 500,000 additional shares to be 
paid for by transferring $5,000,000 from 
the surplus to the capital account of the 
company. 

At a meeting of the directors held im- 
mediately thereafter, this additional is- 
sue was declared as a stock dividend 
payable April 22 in the proportion of 
one share of such additional stock for 
every four shares held by stockholders 
of record at the close of business on 
March 25. Stockholders whose holdings 
are not evenly divisible by four will re- 
ceive fractional scrip certificates. 

When these changes were originally 
proposed, James C. Hullett, president of 
the Hartford Fire, stated, “After the 
payment of the stock dividend it is the 
intention of the directors to continue 
the cash dividend at the present rate of 
$3 per share per annum upon the en- 
larged capitalization if in their judgment 
such dividends are warranted by the 
earnings of the company.” 

Once again, as an expression of appre- 
ciation of the good work which has 
made possible this dividend to stock- 
holders, the directors have approved an 
additional salary payment to all active 
and retired members of the staff of the 

Hartford Fire Group, this supplemental 
payment to be made during March and 
will be based upon the salary or retire- 
a allowance in effect on March 1, 
19. 


E. C. Roth, Buffalo Agency 
Leader, Was 95 at His Death 


Edward C. Roth, 95, chairman of the 
board of Armstrong-Roth-Cady Co., 
Inc., large Buffalo agency, died Feb. 
24. Despite his age, Mr. Roth visited 
his office in the Marine Trust Bldg. 
until he was confined to his apartment 
just before Christmas. 

Mr. Roth was identified with the 
insurance business since 1880 when he 
became a partner in the firm of Fergu- 
son & Roth. Eight years later, the 
organization was dissolved and he organ- 
ized the firm of Edward C. Roth & 
Co. In 1908 this agency was merged 
with two other insurance concerns, 
Armstrong & Husted, and Cady & Per- 
kins. The outgrowth of those mergers 
was Armstrong-Roth-Cady Co. 

Mr. Roth was Buffalo representative 
since 1888 of the Home Insurance Co. 
of New York and served as president 
of the National Association of Insur- 
ance Agents from 1915 to 1917. Na- 
tionally known, he was a highly respect- 
ed figure in the agency ranks. 
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Ray Parker Out of N. Y. 
Advertising Agency 


F. K. ALLSTON, PRES. AND TREAS, 


Marion L. Musante as V.P. and Sec’y, 
Associated With Him; New Name 
Allston-Musante Associates, Inc. 





The board of directors of Parker- 
Allston Associates, Inc., advertising 
agency at 116 John Street, New York, 
at a recent meeting voted unanimously 
to terminate the agreement of employ- 
ment with Raymond D. Parker, effec- 
tive February 28, 1955. It was also 
voted to change the name of the cor- 
poration to Allston-Musante Associates, 
Inc., and petition is currently being 
filed with the Secretary of State of 
New York State to effect this change. 
F. Kenneth Allston was elected presi- 
dent and treasurer, and Marion L., 
Musante was elected vice president and 
secretary. Serving on the board of 
directors are the officers of the cor- 
poration; William P. Haller, treasurer 
of Despard & Company, 1 Cedar Street, 
New York, and Paul R. Willemsen, 
president of Sterling Offices, Ltd., 116 
John Street, New York. 


Kenneth Allston’s Background 


Mr. Allston, born in 1895 in New 
York City, was educated in the public 
schools of the state. In 1941 he formed 
Parker-Allston Associates, Inc., with 
Raymond D. Parker and brought to the 
corporation an extensive knowledge 
and wide experience in the design and 
production of graphic arts. On August 
26, 1954, he, was elected president of 
the corporation. He is a member of 
the Downtown Athletic Club, Ad Men’s 
Post of the American Legion, and the 
Newcomen Society of England. 


Marion Musante’s Career 


Miss Musante, born in 1914 in 
Brooklyn, was educated in the Catholic 
schools of the Diocese of Brooklyn. 
She received her bachelor of arts de- 
free from Saint Joseph’s College for 
Women and her master of arts degree 
from Columbia University. After teach- 
ing languages for six years in the sec- 
ondary schools, she became associated 
with Fireman’s Fund Insurance Com- 
pany. In 1945 she joined the staff at 
Parker-Allston Associates and_ was 
elected corporate secretary in 1950. On 
August 26, 1954, she was elected vice 
president. 

Miss Musante has wide experience 
in copy, media and client relations. She 
is a member, past president, past cor- 
responding secretary, and past bulletin 
editor of the New York City Chapter 


(Continued on Page 25) 


Dr. Dunning to Address 


Brokers’ Assn. Luncheon 


The feature address at the 57th anni- 
versary luncheon of the Insurance Bro- 
kers’ Association of the State of New 
York on Thursday, March 10, at the 
Waldorf-Astoria, will be given by Dr. 
John R. Dunning, atomic scientist and 
Dean of the School of Engineering at 
Columbia University. Leffert Holz, Su- 
perintendent of Insurance of New York, 
will attend. 

Dr. Dunning, Dean of the Faculty of 
Engineering at Columbia since 1950, is a 
member of the board of directors of 
Oak Ridge Institute of Nuclear Stud- 
ies and of the Nuclear Energy Corp. 
and the Atomic Energy Corp. He was @ 
special representative of the Manhattan 
District at “Operation Crossroads” at 
Bikini. He pioneered the first neutron 
experimentation in the United States in 
1932, and in subsequent years prior to 
World War II, demonstrated the first 
uranium fission nuclear energy release in 
this country and the first fission of sepa- 
rated U-235. 

Luncheon accommodations may be ob- 
tained from the association office, 





John Street, WOrth 4-5379. 
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Agricultural, Empire 
State Report Gains 


ASSETS AND SURPLUS HIGHER 





Premium Income Shows Small Decline; 
Dickey Retires as Chairman of Board 
After 40 Years With Company 





Consolidated premiums for 1954 for 
the Agricultural Insurance Co. of 
Watertown, N. Y., and its wholly owned 
subsidiary, the Empire State, amounted 
to $18,306,613. This was a decrease of 
48% from 1953. The two companies suf- 
fered an underwriting loss of $220,603. 

Net losses incurred amounting to $11,- 
116,481 were experienced, approximately 


R. G. HORR 


$1,300,000 of which were caused by the 
three eastern coastal hurricanes. 

In spite of these severe losses, con- 
solidated assets rose to an all-time high 
of $42,543,744 and at the end of the year 
policyholders’ surplus stood at $18,182,- 
137, an increase of $3,619,411. These in- 
creases were brought about by an ex- 
ceptionally fine investment experience. 

Investment income increased 12.95% 
during 1954, and excluding all capital 
gains, net investment earnings equaled 
$2.65 a share on Agricultural stock. The 
consolidated net profit for the year, after 
Federal income taxes, was $1,168,258 or 
$2.92 a share of Agricultural stock. Dur- 
ing the year Agricultural stockholders 
received dividends of $640,000 at the rate 
of $1.60 a share. 

George G. Inglehart, Jr., was elected 
chairman of the meeting, and K. E. 
Chapman, secretary. The following di- 
rectors were reelected to succeed them- 
selves for a term of three years: H. R. 
Waite, R. G. Horr, L. K. Sillcox, Russell 
Wright. The inspectors of election were 
Ross W. Barker of Watertown and 
Lloyd Vosseller of New York City. Mr. 
Horr is president of the two companies. 

Dickey Retires as Chairman 

The term of E. J. Dickey as chairman 
of the board was extended to March 1, 
at which time his resignation as an offi- 
cer became effective. Mr. Dickey served 
1) years with the Agricultural. He was 
first a fieldman with headquarters in 
Atlanta, Ga. In 1928 he was elected vice 
President and moved to Watertown, la- 
ter to become executive vice president, 
President, and chairman of the board of 
both the Agricultural and Empire State. 

H. R. Waite submitted a letter of 
resignation as honorary chairman of the 
board, effective as of December 31, 1954. 
Mr. Waite joined the Agricultural, July 
), 1894, and occupied various offices, be- 
ing president from 1928 to 1945, and sub- 
sequently chairman and honorary chair- 
man, 





Loyalty Group Assets 
At New High Record 


PROFITS CUT BY HURRICANES 





Firemen’s Surplus Amounted to $84,691,- 
002; Premiums Written by Group 
Amounted to $153,476,595 





Loyalty Group’s admitted assets, as 
of December 31, 1954, totaled $288,782,260, 
the highest in the history of the group 
and an increase over 1953 of $35,825,779. 

Firemen’s surplus to policyholders, on 
a market value basis, amounted to $84,- 
691,002, an increase over 1953 of $30,- 
453,552. 

The year, as a whole, was a profitable 
one from a_ stockholder’s standpoint, 
with security values at their peak, but 
from the volume of business written, un- 
derwriting profits were meager. Under- 
writing profit for the year amounted to 
$870,026. 

The profits were adversely affected by 
the hurricanes this year which cost Loy- 
alty Group approximately $7 million. 
Net investment income for 1954 
amounted to $7,932,000. 

Premiums written by the group in 1954 
amounted to $153,476,595, a decrease of 
$2,040,497 from last year. The loss ratio, 
including adjustment expense, was 63.55; 
all other expenses, 36.39. 





WOMEN SPONSOR N. Y. COURSE 
Presented by NYFIRO With Backing of 
Federation of Women’s Clubs; Courses 
Cover Many Types of Risks 


A fire insurance course is being pre- 
sented, state-wide, by the New York 
Fire Insurance Rating Organization un- 
der the sponsorships of the Federation 
of New York Insurance Women’s Clubs. 
District secretaries of the rating office 
assisting are Paul Guenther, Albany; 
Henry L. Betts, Syracuse; M. W. Wood- 
worth, Rochester and H. H. Tillinghast, 
Buffalo. 

The course is divided into three parts. 
Part 1, New York Standard dwelling 
forms 847, 848, 849 and 850. Part 2 
considers the important package policies, 
the Interbureau (Comprehensive) and 
MPIRO (Homeowners) dwelling forms. 
The concluding session includes report- 
ing forms, all types, and a review and 
general discussion of current problems. 

Irene Dickinson, Syracuse, president 
of the Federation of New York Insur- 
ance Women’s Clubs, announces that 
many of the club members are availing 
themselves of this opportunity. Club 
members include insurance women of 
Albany, Auburn, Binghamton, Buffalo, 
Chemung, Fulton, Herkimer, Montgom- 
ery and Orange Counties, Glens Falls 
and Saratoga, Niagara Falls, Plattsburg 
(Adirondack), Poughkeepsie, Rochester, 
Schenectady, Staten Island, Syracuse 
and Utica. 

Bernadette Baechle of Utica, is the 
state educational committee chairman. 
She has been assisted by Dorothy Hob- 
kirk of the Syracuse Office of the New 
York Fire Insurance Rating Organiza- 
tion. 


TEXAS ADJUSTERS ELECT 

Newly elected officers of the Texas 
Association of Independent Insurance 
Adjusters, named at the annual conven- 
tion in Galveston, are: President, R. 
Beach Mott, Hammerman, Austin, and 
Mrs. Edna Hammerman, Austin, and 
Henry Woolf, San Antonio; secretary, 
John Naylor, Bryan, and directors, C. E. 
DeWitt, Dallas; C. G. Hysaw, Corpus 
Christi, and R. D. Batjer, Abilene. 

The two-day gathering included a re- 
gional meeting of the National Associa- 
tion of Independent Insurance Adjust- 
ers, at which talks were made by Ralph 
McCallum, general manager of the asso- 
ciation; Don Hawkins of the National 


Loss Research Bureau, Chicago, and 
Ravmond S. Mauk, secretary of the 
American General of Houston. Two- 


panel discussions completed the business 
program. 


1954 Progress of Millers 


National and Illinois Fire 


Millers National of Chicago closed 
1954 with premium writings of $5,461,- 
948 and unearned premium reserve of 
$5,436,815.28. Its admitted assets were 
$11,070,048, an increase of $48,079, and 
er ot ee stood at the 
year-end at 001,018, a decrease of 
$16,814 for the year. 

Invested assets as of last December 
31 were $9,574.149, of which U. S. 
Government and other bonds were $6,- 
994,097. The company’s investment in 
Illinois Fire Insurance Co. stock was 
carried at $1,705,149 and other stocks 
at $874,902. Cash was $628,971. 

Illinois Fire, wholly owned subsidi- 
ary, reported premium writings for 1954 
at $2,024,729, and unearned premium 
reserve of $2,114,317.05. Admitted assets 
were $4,492,642 at the year-end, an in- 
crease of $109,567, and policyholders’ 
surplus was $1,706,856, an increase of 
$3,332. Invested assets of the company 
totaled $3,918,714 in United States Gov- 
ernment and other bonds, and_ stocks 
were carried at $168,580. ‘Cash was 
$209,164. 


Millers Nat’! Expands Sales 
Activity for 90th Anniv. Year 


Millers National of Chicago is cele- 
brating its 90th anniversary year and in 
observance of this milestone the com- 
pany is introducing this year a number 
of promotional aids for its field organi- 
zation, 

These sales aids for producers will 
provide a stimulant for increasing vol- 
ume and will highlight closer company- 
agent cooperation. ; 
_ Millers National was organized in 
Springfield, lll., under a special charter 
in 1805. The home office was moved to 
Chicago four vears later and its present 
name taken in 1877. The eastern depart- 
ment office is located in Philadelphia 
and the Pacific Coast department in San 
Francisco, 

Control of its companion company, the 
[Illinois Fire, was accomplished in 1939, 
and the operation of both organizations 





is coordinated on a quota share basis. 
Home oflices are located at 20 North 
Wacker Drive. 

Millers National is affiliated with a 


number of underwriting and trade as- 
sociations, 


Two Coast Agencies Merge 
Into Dunn-Thompson Co. 


Los Angeles—The general agency 
firms of Ferris & Dunn, Inc., and the 
30yle-Thompson Co., are being consoli- 
dated into a single organization to be 
known as the Dunn-Thompson Co., Inc. 
E. W. Dunn of Ferris & Dunn, Inc., 
will be president of the new organiza- 
tion with Field Thompson of the Boyle- 
Thompson agency becoming executive 
vice president. The merger follows the 
complete retirement from active business 
life of George J. Ferris, head of Ferris 
& Dunn, Inc. 

E. W. Dunn, head of the new general 
agency, entered the insurance business 
in Los Angeles in 1923 with the former 
firm of Selbach & Dean, now Deans & 
Homer, continued with the firm until 
June, 1945, when he joined the Guaran- 
tee Insurance Co. as vice president. He 
resigned that post in November, 1948, to 
associate with George J. lerris in the 
firm of Ferris & Dunn, Inc. 

Field Thompson has spent his whole 
insurance career, dating back to 1936, 
with the Boyle-Thompson Co., in asso- 
ciation with the late John D. Boyle. 





CONSIDERING NEW LOCATION 


Members of the Insurance Club of 
Dallas whose quarters in the Adolphus 
Hotel were destroyed by fire February 
11, will hold a special meeting March 7 
to determine its future plans. There is 
considerable talk of moving to a new 
location, with several sites being in- 
spected by committees. 


Security-Connecticut 
Companies Assets Rise 


CAPITAL, SURPLUS ARE HIGHER 





President Berry Reports Net Premiums 
Written at Record Level; Total Earn- 
nings Well Over Dividend Payments 

Consolidated admitted assets of the 
Security-Connecticut Insurance Compa- 
nies as of December 31, 1954, amounted 
to $46,466,364, an increase of $3,826,948, 
according to the annual report to stock- 
hoiders by President Peter J. Berry. 
Consolidated capital and surplus in- 
creased $2,246,477, to $13,500,770. 

Net premiums written by the compa- 
nies for 1954 totaled $24,595,231, an in- 
crease of $496,833, the highest level in 
the history of the companies. The ratio 
of losses and loss expenses incurred to 
premiums earned was 56.5% in 1954 and 
the ratio of underwriting expenses to 
premiums written was 42.6%. 

Net investment income earned exclu- 
sive of profit or loss from sale of securi- 
ties and before Federal income tax 
amounted to $962,222, an increase of 
$119,328 or 14% over the preceding year. 

President Berry in his report states 
that the three major hurricanes last 
year produced net losses to the compa- 
nies of approximately $1,500,000. Despite 
these unusual losses that were added 
to normal operations, the companies 
closed the year with only a small under- 
writing loss. However, combined results 
from insurance operations and income 
from investments produced total earn- 
ings well in excess of dividend payments 
for the year, according to the report 
to stockholders. 

The Security-Connecticut Companies 
comprise the Security Insurance Co. of 
New Haven and its wholly owned sub- 
sidiary, the Connecticut Indemnity Co. 








Amendment to “In and Out” 
Rule Adopted in Louisville 


After months of discussion and argu- 
ments the Louisville Board of Insurance 
Agents has adopted almost unanimously 
the following amendment to the “in 
and out” rule. 

“The provisions of this rule and sec- 
tion shall not prohibit representation 
by a member of this board or a fire 
insurance company which is represented 
within the city limits of Louisville by 
a non-member, if such non-member 
represented such fire insurance company 
outside of the city limits of Louisville 
but within the limits of Jefferson Coun- 
ty prior to January 8, 1954, and if such 
agency established an office inside the 
city limits of Louisviile after January 
8, 1954. Ths amendment shall be null 
and void after January 8, 1959.” 

This amendment pertains to a par- 
ticular agent in the county, who during 
1954 moved his office into Louisville. 
He represented companies that are in 
board agencies. A number of compa- 
nies in his office refused to discard him 
or take up his supplies. They figured 
that they would be in violation of 
Federal laws if they did so. 

As one observer points out: “The 
matter has been a really hot potato for 
some months past.” 


Ad Agency Changes 


(Continued from Page 24) 





of National Secretaries Association and 
a member of Insurance Women of New 
York. 

Allston-Musante Associates, Inc., aims 
to provide for its clients a complete 
advertising department service wherein 
are prepared advertisements for the 
press, annual reports, sales promotional 
material of all kinds, publicity releases, 
employe handbooks, letterheads and 
brochures, all tailored to the purposes 
and budget of the individual client. 
As in the past, the corporation will 
assume complete responsibility for de- 
sign, copy, art and final production of 
all work under its supervision. 
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Deegan Vice Pres. National Fire 
Anderson, Shaw, Swift Promoted 


The National Fire of Hartford last 
week promoted three officers and elected 
one additional officer. The directors ad- 
vanced James F. Deegan to vice presi- 
dent and secretary, Robert J. Anderson 
and John L. Shaw to secretary, and elec- 
ted Conrad W. Swift assistant secretary. 

A native of Hartford, Mr. Deegan is 


a graduate of Georgetown University 





JOHN L. SHAW . 


Law School and a member of the Con- 
necticut Bar and the American Bar As- 
sociation. He was for many years at- 
torney in the legal department of the 
National of Hartford Group and was 
named head of that department in 1947. 
In February, 1948, he was elected assist- 
ant secretary, and secretary in 1950. 


Anderson, Shaw, Swift 


Mr. Anderson joined the National in 
1940 as special agent in New Jersey and 
served in the Army during World War 
II. In 1952 he was transferred to the 
home office and elected assistant secre- 
tary. A native of New Brunswick, Can- 





Fire, Casualty Underwriting 
Profit Shows Opposite Trends 


One hundred fire insurance compa- 
nies, over the last decade showed an 
average underwriting profit of only 
2.84%, according to an article in the 
March Spectator, insurance trade jour- 
nal. Their total profit for the years 
1944, through 1953 was $437.7 million. 
Also’ they paid out $8.1 billion to their 
policyholders. 

The profit ratio for 100 casualty com- 
panies during the same period was 
2.6%, the Spectator’s tables indicated. 
These casualty companies paid out 
$11.0 billion on loss claims in the dec- 
ade. 

For the fire companies this profit fig- 
ure has been rising. In the 1935-44 
decade it was 2.88%. Then it dropped to 
minus .93% in the 1938-47 period. Since 
then it has climbed steadily. 

The 100 casualty companies, on the 
other hand, are experiencing a falling 
profit ratio. In the 1938-47 decade the 
ratio stood at 5.0%. It dropped to 4.6 
for the periods ending in the next two 
vears. In the 1942-51 decade the ratio 
stood at 3.3%, and now for two years, 
it has remained 2.6%. 


% 





JAMES F. DEEGAN 


ada, Mr. Anderson attended Northeastern 


University. He will continue to assist in 
the supervision of production of multiple 
line business in the New England area. 

An Air Force officer during World 
War II, Mr. Shaw went with the Na- 
tional as a casualty special agent for 
Connecticut and Rhode Island in 1945. 
In 1947 he was promoted to agency 
supervisor and elected assistant secretary 





ROBERT J, ANDERSON 


in 1952. He is a native of Avon and a 
graduate of Trinity College. 

Mr. Swift, a graduate of Colby College, 
joined the National of Hartford Group 
in 1940 at the home office. During World 
War II he was commissioned an officer 
in the U. S. Navy. Discharged in 1945 
he served various posts in the eastern 
states before returning to the home 
office in 1953 for administrative duties. 
He will continue to assist in supervision 
of production of multiple line business in 
the Middle Atlantic area. 

Similar action will be taken on the 
election of these officers by the subsidi- 
ary companies of the National Fire: 
Mechanics and Traders, Transcontinen- 
tal, Franklin National of New York, and 
and United National Indemnity. 
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Providence Washington 
Declares 25¢ Dividend 

HURRICANE LOSSES TAKE TOLL 

Payable March 21 to Stockholders of 
Record March 1; $4,415,000 in 


Hurricane Net Losses 








The directors of the Providence Wash- 
ington Insurance Co. have declared a 
dividend of 25 cents per share, payable 
March 21 to stockholders of record as 
of March 1. The reduction of 10 cents 
from the rate paid at this time last year 
was due principally to the heavy losses 
suffered by the company as a result of 
hurricanes “Carol,” “Edna” and “Hazel.” 

The company suffered gross losses of 
about $8,550,000 and net losses of about 
$4,415,000 from these three hurricanes. 
Roy E. Carr, president, had pointed out 
at the stockholders’ meeting that the 
Providence Washington is the largest 
writer of property insurance in Rhode 
Island, in which the full brunt of hur- 
ricane “Carol” was felt. The unfortunate 
effect of the hurricanes on the company 
was emphasized by the fact that without 
the hurricane losses, the company would 
have had a statutory underwriting profit 


during 1954 of about $940,000. 
Net Premiums Decline 4.3% 


The net premiums written by the 
Providence Washington Insurance Group 
(which includes the parent company and 
the Providence Washington Indemnity 
Co.) were $24,786,152—a decline of 4.3% 
from 1953. Underwriting expenses were 
down $507,903 from 1953. The report to 
the stockholders stated that these reduc- 
tions took place during the various 
months in 1954 and that had they been 
in effect for the entire 12 months of 
1954, the underwriting expenses would 
have been about $1,000,000 less than 
in 1953. 

The underwriting loss for the Group 
for 1954 was $3,915,621 which, with net 
investment income of $1,202,851, realized 
gains on the sales of securities of $2,043,- 
468 and some minor adjustments, re- 
sulted in a»net loss to the Group of 
$698,472. The surplus to policyholders at 
the end of 1954 was $12,735,745 on a 
convention value basis and $12,501,051 
on a market value basis. All officers 
were reelected. 





On Advisory Committees 
Of Reciprocal Exchanges 


George Van Waters, president of Van 
Waters, & Rogers, Inc., Seattle, Wash. 
and Samuel D. Conant, president of! 
Sligo, Inc., St. Louis, Mo., have been 
elected members of the advisory com- 
mittees of the Associated Reciprocal 
Exchanges it is announced by Schuyler 
Merritt, II, chairman and president o! 
Reciprocal Managers, Inc., the attorney 
and manager of the Exchanges. 

The properties of Van Waters & 
Rogers located in Seattle, Los Angeles, 
San Francisco, and elsewhere are pat- 
ticipants in the fire coverage of this 
group. In addition to his duties as presi- 
dent of Van Waters & Rogers, Inc. 
Seattle, Mr. Van Waters is a director 
of the Seattle-First National Bank, 
Lang & Co., and the Olympic Steamship 
Co. Sligo, Inc., has ben covered for 
fire insurance by this group since 189%. 
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India House, Hanover Square—1852 


OUR FIRST HOME 


New York’s Hanover Square, from 
which the Company’s name is derived, 
was a center of commerce and industry, 
for the nation, in the 19th century. 

The famed India House, home of the 
Hanover Fire Insurance Company in the 
first year of its existence, still stands. 

In the early part of 1852, a group of 
business men doing business around Han- 
over Square, N. Y. C. raised $150,000 capi- 
tal organizing The Hanover Fire Insur- 
ance Co., and named it after the square 
of which they were all proud. 

The directors of the company author- 
ized in 1853 the payment of the first divi- 
dend. The company has paid a dividend 
each year since that date. 

The foresight and courage of the group 
who built well and wisely enables the 
present management to issue the Han- 
over’s 103rd Annual Report. 


Chow Bmemaiee 


President 





Annual Statement 
as of December 31, 1954 


ASSETS 
Cash—In banks and in office....... te eeeceess $ 2,618,874 
Bonds: 
United States Government...... 315, 250, 383 
Government of Canada.....¢... 1,244,531 
State and Municipal Reuiuewecehe 5,717,711 
Railroad Equipment Trust...... 1,479,929 
Industrial pam Miscellaneous. . ... 21,197 23,713,751 
Preferred Stocks: 
Public Utility..... ecccccecccces 25134,190 
Railroad. nena 455,500 
Industrial and M iscellaneous. ere 3,009,850 5,599,540 
—— Stocks: 
Mtans ac 5: cial a eineaa eee ecinees apace 
Public Utility.. StGUeeeceeen. Ceeaeee 
LL OS Rae pare bart One eine ree" 855,500 
Industrial and Miscellaneous..... 9,326,113 16,950,356 
Fulton Fire Insurance Company. . sescccces 3,443,322 
Agency Balances not over 90 0 days SEAN 2,341,990 
Other Admitted Assets. . “46 be sleeiawwewesc Ce 
Total Admitted hana. Pe a ocitn eM blames eos. 900,678,500 
LIABILITIES 
Reserve for Unearned Premiums........... oo ee 1 922,190,749 
Losses in Process of Adjustment....... eucccecos GOSGhize0 
Reserve for Federal and Other Taxes..... oapgune 725,000 
Dividend Payable—January 3, 1955.........+.+- 180,000 
Reserve for all other Liabilities eT Te 6,799,022 
Capital—400,000 shares—$10 par... .$ 4,000,000 
Voluntary De pee 500,000 
Net Surplus. . sceecseee AGptaassee 
*Policyholders’ Surplus. a waleaisicecsieeie se + OC mien 
PRMEMR Mae ree cic eae nin uieide asleisietei ars Oasan on $60,678,500 


*Bonds and stocks valued in accordance with the requirements of the 
National Association of Insurance Commissioners. On the basis of 
December 31, 1954 market quotations for all bonds and stocks owned, 
TOTAL ADMITTED ASSETS would be $60,597,903 and 
POLICYHOLDERS’ SURPLUS $23,171,892. 
Securities carried at $1,636,987 in the above statement are de- 
posited for purposes required by law. 


Tie HANOVER FIRE INSURANCE COMPANY 
New York 


Home Office: 111 John Street, New York 38, N. Y. 
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Peerless Steps Up Its 
Trade Paper Advertising 


TWO SELLING AIDS FEATURED 





“Organizer” to Help Sell Fire, Inland, 
Casualty, A. & H. and Bond Lines; 
“Simplifier” for Bonds 





The Peerless Casualty of Keene; 
N. H., is launching this month an ex- 
panded trade paper advertising cam- 
paign through the Jules L. Klein adver- 
tising agency of Pittsfield, Mass. Object 
of Peerless’ intensive preparation is an 
all-out promotion of its “Organizer” 
and “Simplifier” selling aids which, the 
company believes, offer a unique ap- 
proach to insurance selling techniques. 
The new series consists of various 
size ads running on a monthly schedule 
in eight insurance trade papers. 

With the emphasis on versatility and 
imagination, Peerless believes that the 
“Organizer,” for the sale of fire, casual- 
ty, inland marine, accident and health 
and bonding protection, and the “Sim- 
plifier,” for simplifying the handling of 
all bonds, will have a wide appeal for 
insurance agents in this period of in- 
creased competition. The two-fold pur- 
pose of the ad series, it is pointed out, 
is to increase the productivity of pres- 
ent agents as well as attracting new, 
qualified men. 


How the Selling Aids Were Developed 


The development of the “Organizer” 
and “Simplifier” was brought about 
when the Peerless, working with its 
agency, Jules L. Klein, sought ways 
to encourage and actively help its 
agents increase sales. But two prob- 
lems had to be solved if these selling 
aids were to be successful. The first 
of these was the reluctance of agents 
to push the sale of surety bonds, be- 
cause of the extra detail sometimes 
involved in writing this type of cover- 
age. The second, how could Peerless 
spark the sale of its other lines: fire, 
casualty, inland marine and accident 
and health? 

For the answer 
problems, Peerless developed the 


to the first of these 
“Sim- 


plifier,” to give its agents the confidence 
they needed in selling the bonding 


lines. This aid consists of a large brown 
fiber envelope with accordion fold sides. 
The interior of the envelope is section- 
alized to keep materials in their proper 
order. On the front of the envelope 
a table of fidelity and surety prospects 
is classified into nine major categories, 
so that an agent can tell at a glance if 
he thas information on a specific cover- 
age. In addition, there is a listing of 
the “Simplifier’s” contents, including: 

Sectional folios for each of the main 
groups of ‘bonds; simple explanations 
for the various types of bonds; easily 
executed application forms and full in- 
demnity information; a variety of spe- 
cial notes to give the agent detailed 
assistance; a “where-to-look-for-busi- 
ness” guide; production suggestions, 
and precautions against undesirable 
types of business. 


The “Organizer” 


In considering various approaches to 
the second problem of finding an effec- 
tive way to spark the sale of Peerless’ 
other lines, the company kept coming 
back » to the idea that many people 
don’t know for certain whether or not 
their insurance gives them complete 
coverage. They “buy a policy” or sev- 
eral and think they have all the insur- 
ance they need. This idea was used 
as the starting point from which Peer- 
less worked out the “Organizer,” which 
was based on the premise that the best 
way to serve the insured, as well as 


increase the sale of individual insur- 
ance policies, was to sell clients and 
prospects complete insurance  pro- 
grams. 


The “Organizer,” a 4-page folder, is 
designed to play the dual role of show- 
ing the prospect at a glance the exact 
status of his insurance program and 
providing the agent with an easy refer- 
ence that leaves nothing to chance or 
memory. The “Organizer” can be car- 


SCHOOL INSPECTIONS BILL 





Provides for Annual Survey for Fire 
Hazards in New York Schools; Six 
Cities in State Are Excepted 

Senator S. Wentworth Horton, Suffolk 
County, and Assemblyman Charles A. 
Cusick, Cayuga County, chairman and 
vice chairman of the Temporary State 
Commission on Fire Laws, introduced 
a bill in the New York legislature Feb- 
ruary 22 to provide for annwal inspection 
for fire hazards in public and private 
schools in the state. The bill does not 
apply in the cities of New York, Buf- 
falo, Rochester, Syracuse, Yonkers and 
Albany or to colleges and universities. 

The bill was prepared by the advisory 
Joint Committee on School Fire Safety 
which has been working since last June 
in close cooperation with the State Divi- 
sion of Safety, the Education Department 
and the Temporary State Commission 
on Fire Laws. B. Richter Townsend, 
chief of the Bureau of Fire, Division 
of Safety, is chairman of the advisory 
committee. Thomas W. Ryan of Buffalo 
was director of the Division of Safety 
until recently when he was succeeded 
by Michael H. Prendergast of Haver- 
straw. : ; ; 

Senator Horton, in announcing the in- 
troduction of the bill, said: “We hope 
that this bill, which provides for fire 
inspections in public and private schools, 
will prevent injuries and loss of life 
among students, teachers and school em- 
ployes. 

“This measure may not have_ the 
teeth in it that some would desire. How- 
ever, we wish first to provide for a 
statewide inspection and then, from the 
analysis of the results, we will be in a 
better position to suggest amendments 
in the Education Law and_ other laws 
which are found to be advisable. Also 
it will give school authorities time in 
which to eliminate fire hazards before 
a more strict measure is adopted.” 

The advisory Committee on School 
Fire Safety was organized in June, 1955, 
by the State Division_of Safety, Educa- 
tion Department and Commission on Fire 
Laws. 





ried in an agent’s pocket—and used 
many times in the course of a day of 
prospecting and selling. 

Four separate “Organizers” have 
been prepared, all individually keyed to 
certain occupational and_ industrial 
groups, and written from the viewpoint 
of that particular group’s interests. 
There are four such groupings: 1) Con- 
struction Services; 2) Professional 
Men; 3) Home Owners; 4) Manufac- 
turers. Mailing pieces are also keyed to 
each “Organizer.” Thus, at no cost 
ouatasieny to the agent (postage only), 
the agent can send out four profession- 
ally prepared mailings that look as 
though he had created them. The “Or- 
ganizer” material is contained in a 
large, convenient file folio which itself 
serves as a sales and promotional piece. 


Vice President Talbot’s Comments 


During a recent discussion of Peer- 
less’ new advertising campaign, John 
O. Talbot, vice-president of Peerless, 
said: “Our experience with the ‘Organ- 
izer’ and ‘Simplifier’ has shown that a 
large number of agents depend on helps 
like these to develop new business. 
What better way can an agent increase 
his sale of individual policies than ‘to 
sell the prospect over-all insurance 
programming tailored to specified re- 
quirements. By giving him this all- 
around kind of sales aid and encourag- 
ing him to use it through a hard-hitting 
advertising campaign, we're helping 
him produce greater volume across the 
board. 

“We believe that by doing some- 
thing different in advertising and sales 
promotion, we’re making a name for 
ourselves as an insurance company 
that is alert, receptive to new ideas 
which will help our agents to do their 
job easier, better and faster.” 


W. W. GREENE. Ine. 


REINSURANCE Advisers 


and Intermediaries 


ACTUARIAL 


Consultants 


110 FULTON STREET - - NEW YORK 38 
WOrth 2-4327 








Shows Need for Adequate 


Valuable Papers Insurance 


_The San Antonio, Texas, Insurance 
Exchange heard Harold McAllister, 
State Agent, Phoenix of Hartford, 


Connecticut, introduced by Tom Powell, 
Powell Insurance Agency, discuss the 
market for valuable papers insurance. 

Mr. McAllister developed the fact 
that while the bills receivable may be 
the most valuable collection of papers 
a firm has all businessmen have valu- 
able papers which should be covered 
by insurance. He illustrated the situa- 
tion which may arise when the com- 
placent businessman assures himself 
that his assets in paper form are always 
in a safe place. 

Mr. McAllister told the story of a 
firm in Amarillo which had refused to 
buy valuable papers coverage, assuring 
the agent that their business records 
were always placed in a fireproof safe. 
A fire occured in the afternoon, and 
for some reason the records were not 
placed in the safe. 

The firm advertised that its records 
had been partially destroyed and asked 
that debtors come in and assist the 
firm in clearing up the situation. Just 
how much the firm lost is not known, 
but this loss shows how the saving 
of the small premium charged lost to 
the firm much more. How many of 
the debtors came in and knew the 
amount due it and paid is a matter of 
speculation. 

Mr. McAllister stated that the firms 
having the greatest investment in papers 
and in great need of adequate coverage 
are the title people. He stated that 
h asked one title abstract man how 
much it would cost him to restore his 
plan. He answered $75,000 to $80,000. 
This without consideration of the loss 
of time. 

Mr. McAllister listed, in addition to 
banks and title people, the small and 
large business firms are prospects for 
valuable paper insurance to protect 
their assets great or small. He stated 
that coverage for irreplaceable papers 
is not offered. He stated that every 
insurance agency has need of this type 
of protection regardless of protective 
methods employed. 





Milliken Special Agent 
Of Glens Falls in Louisiana 


George D. Mead, president of the 
Glens Falls Group, announces appoint- 
ment of Tom T. Milliken as special 
agent in Louisiana. In this capacity Mr. 
Milliken will be under the supervision 
of M. B. McDonald, manager of the 
company’s Southwest service depart- 
ment. 

Mr. Milliken is a native of Louisiana 
and received his education at Davidson 
College and Louisiana State University. 
During World War II, he served in the 
infantry as the commanding officer of 
a rifle platoon. Prior to his present 
appointment, Mr. Milliken operated his 
own agency business. 





GA. ADJUSTERS BILL PASSES 

A measure requiring licensing of in- 
surance adjusters has been approved by 
the Georgia House of Representatives. 
The House also approved another bill 
providing for the regulation of insurance 
adjusters. 


—— Oe 





THE OLDEST INSURANCE 
COMPANY IN THE WORLD 
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Ansul Chemical’s Schools 
For Firefighting Schedule 


The Ansul Chemical Company, Mari- 
nette, Wis., has scheduled twelve indus- 
trial firefighting schools with different 
three-day classes for the spring and 
summer of 1955. The first class is 
scheduled for May 23-25, and the final 
one September 19-21. 

The courses are open to industrial 
plant safety personnel, fire marshals, 
municipal and military firefighters and 
other interested personnel. Registra- 
tion is limited to 25 persons in each 
class, with applications accepted on a 
first-come, first-served basis. 

During the course of instruction on 
the company’s 10-acre fire test field, 
the students are taught the latest tech- 
niques of fire extinguishment with dry 
chemical fire equipment, as well as 
with other extinguishing agents. 

Because the Ansul test field is 
equipped to -simulate virtually every 
type of fire to be found in industry, 
the students are encouraged to bring 
any special fire extinguishing problems 
to the school, so that Ansul engineers 
can help in finding a solution. 

This year, the fire suppression forces 
of the duPont Company have taken 
over the entire class of June 6-8. As 
usual, the Illinois Institute of Tech- 
nology will send its entire graduating 
class of fireengineers to the test field 
on April 28-29 to obtain practical ex- 
perience in putting out fires, supple- 
menting classroom lectures. 

Dates for classes for which aplica- 
tions are now being accepted are May 
23-25, June 13-15, June 20-22, June 27-29, 
July 18-20, July 25-27, August 15-17, 
August 22-24, August 29-31, September 
12-14, and September 19-21. 

Participants must pay their own 
transportation and board while in Mari- 
nette, whereas Ansul provides the in- 
struction and equipment used during 
the course. For further information, 
write Director Fire School, Ansul 
Chemical Company, Marinette, Wis. 





DENVER CHANGE OF ADDRESS 

The Mountain States district office 
for the Phoenix of Hartford Group 1s 
now located in a new quarters in the 
gana Building, Denver 2, Colo- 
rado. 

General Agent Henry W. Schwartz is 
in charge of this office which was re- 
cently augmented by field offices in 
Albuquerque, N. Mex., under supervision 
of State Agent Bill B. Johnson and in 
Casper, Wy. with Special Agent John 
B. Blake in charge. 


ee a ee Se 


a ee ee a a 


o*~m f@® Be 2 w Pa —_=—- a wD 


wn 








1955 





5-17, 
nber 


own 

fari- 
> in- 
ring 
tion, 
nsul 
is. 





March 4, 1955 














Page 29 





North Reports ‘54 Results 


(Continued from Page 24) 


bination of perils is written only with 
the accompanying fire insurance, we re- 
port it separately because of its impor- 
tance. It is under this coverage that 
most of the windstorm damage from hur- 
ricanes is assumed. Total written pre- 
miums for this class were $9,096,786 and 
net losses incurred were $9,835,446. The 
loss ratio was 108.1% written or 116.5% 
on an earned basis. The Atlantic Coast 
states absorbed the major impact of the 
three storms of August 31, September 
11 and October 15. 

“Losses from these storms were also 
reflected in other classes such as auto- 
mobile physical damage, inland marine 
floaters and ocean marine policies. 

“We recovered $571,783 from excess 
of loss reinsurance obtained in foreign 
markets to reduce our losses from these 
catastrophes, and the foregoing amount 
is reflected in our total net loss figure. 

“Rates for extended coverage have 
already been increased in some Atlantic 
Coast states where the worst loss ratios 
prevail. These increases are based on 
the experience over a period of preced- 
ing years and not just on 1954 results. 
It will take many good years in these 
states before the rate increases can bring 
the long-term record into the profit 
column. 

Inland Marine and Casualty 


“A decrease in inland marine written 
premiums of $308,984 was suffered in 
1954. The leveling off of inland marine 
premiums this past year by long time 
writers of this class seems to be due to 
the increased activities of companies new 
to the inland marine field. Due in no 
small measure to claims originating from 
the three hurricanes, our loss ratio on 
this class rose ten points over 1953 and 
was 49.1% to earned premiums. 

“Casualty and bonding total net pre- 
miums written in 1954 were $18,890,624, 
of which $12,372,201 represents automo- 
bile physical damage business. The bal- 
ance of $6,518,423 is made up of general 
casualty business. The latter is a com- 
paratively new development with us, 
started in March, 1951. The percentage 
growth in 1954 over 1953 was 79.8% and 
the loss ratio of incurred losses to earned 
premiums was 54.4%. 

“Volume of ocean marine is still de- 
clining for most companies. The experi- 
ence improved somewhat in our case. 
On a volume of $2,310,737—an increase of 
only $24,726—the loss- ratio improved 
from 53.6% to 50.0%. 


Foreign Business 

“Through the American Foreign In- 
surance Association we obtained a share 
in the income from over 40 foreign coun- 
tries, but it does not include Canada, 
Cuba, or Puerto Rico which report di- 
rect. Our premium income from all 
foreign sources is segregated by class 
and it appears in the major categories 
reported. The combined results of this 
foreign business proved quite satisfac- 
tory and accounted for net premiums of 
$1,599,883. There was a loss on foreign 
exchange of $44,024 as against a higher 
loss in 1953 of $135,464. 

“Hail on growing crops ‘had a generally 
poor year in both United States and 
Canada. Our premiums are not large 
and amounted to $309,403 compared to 
$483,601 last year. The loss ratio in 1954 
was 72.3%. 

Expenses 


“Many factors contributed to rising 
costs during the year. With premiums 
down 12% from 1953, the expense ratio 
increased to 43.3% from 42.6% last year. 
Loss adjustment expenses was 6.1% of 
earned premiums and is in addition to 
other expenses. 

“The largest items in the expense ratio 
were commissions to agents, general 
agents and to companies on reinsurances 
assumed—25.8% compared to 26.4% the 
year before. Operating expenses, such 
as salaries, administration, rent, field 
expense, loss prevention services of in- 
Sspection, engineering and_ research; 
boards, bureau and trade association as- 
Sessments; taxes; equipment, supplies, 


telephone and telegraph, etc. all amount- 
ed to 17.5% versus 16.2% in 1953. 

“The development of a new casualty 
and bonding department continues to re- 
quire heavy expense. However, as stated 
in previous reports, we believe this is 
cheaper than other alternatives. The 
road is a little longer and requires some 
patience but progress has been en- 
couraging during the first three years. 
We believe the gradual increase in a 
selected volume of premiums will eventu- 
ally justify our approach to the prob- 
lem through benefit to the company and 
the protection to our other agency busi- 
ness.” 


Careers of Oakes, Hampton, Chandler, 


Bonander 


Mr. Oakes has been a partner in the 
Allen, Russell & Allen insurance agency 
since 1935. He is president and director 
of the Newington Home and Hospital 
for Crippled Children and a director of 
the Visiting Nurse Association of Hart- 
ford and the Institute of Living. 

Mr. Hampton, native of Missouri, was 
graduated from Northwestern University 
in 1933. He joined the Phoenix in 1937 
as state agent for eastern Kansas and 
in 1940 assumed responsibility for the 
entire state of Kansas. During World 
War II he served as a naval lieutenant. 

In 1938 he was made assistant mana- 


ger of the company’s Chicago office. In 
1950 he was promoted to assistant sec- 
retary and transferred to the home 
office, being made a secretary of the 
company in 1953. As vice president he 
is in charge of the central agency de- 
partment for the company. 

Mr. Chandler, native of Mississippi, is 
a graduate of the University of Georgia. 
He joined the Phoenix as an inland ma- 
rine special agent in 1929, was appointed 
general agent in 1934, assistant secretary 
in 1940 and secretary in 1948. As a cap- 
tain in World War II he served as com- 
bat air intelligence officer in Italy. He 
becomes vice president in charge of the 
sales development department for the 
Phoenix Group. 

Mr. Bonander, a Hartford native, is a 
graduate of Trinity College and served 
as a commissioned officer in the Coast 
Guard during World War II. He has 
had previous experience with another 
company and with a general agency in 
Detroit. Mr. Bonander joined the com- 
pany in 1950 as superintendent of the 
casualty and bonding division. 


NFPA ANNUAL MEETING DATE 


The 59th annual meeting of the Na- 
tional Fire Protection Association will 
be held May 16-20 at the Hotel Nether- 
land Plaza, Cincinnati. 


John M. Coker Asst. Mgr. 
Of Caledonian N. Y. Office 


John M. Coker has been appointed 
assistant manager of the New York 
office of the Caledonian-Netherlands 
Group. 

Mr. Coker’s entire business career has 
been with the Caledonian in various 
capacities in home branches and the 
Overseas Department, his last position 
being resident representative in Jamai- 
ca, B. W. I., covering the Caribbean 
area. He served in the Army in World 
War II from 1940 to 1946, attaining the 
rank of major. 





AMER-RE. UPS DIVIDEND 

Directors of the American Re-Insur- 
ance of New York have declared a 
quarterly dividend of 25 cents a share 
on the capital stock, payable March 15 
to stock of record March 4. This repre- 
sents an increase of 5 cents over previ- 
ous quarterly payments. 





HOME F. & M. DIVIDEND 
The Home Fire and Marine of Cali- 
fornia has declared a quarterly dividend 
of 40 cents a share on the capital stock 
of the company, payable March 15 to 
stock of record March 7. 








SECURITY -« STRENGTH « SERVICE 


UNITED STATES RESOURCES AS OF DECEMBER 31, 1954 


LIABILITIES 


SURPLUS TO 
POLICYHOLDERS 
(Includes Capital) 











_ ASSETS ee al 

Year Securities 
Estab- atom Nano Adaitied 
lished by Law ; Assets Assets _ Liabilities 
1896 American and Foreign Insurance Co. $ 460,548 $23,014,967 $23,475,515 $14,212,818 
1863 *The British and Foreign 

Marine Insurance Co. Ltd. 1,044,164 13,845,919 14,890,083 8,874,486 
1911 Globe Indemnity Company 1,147,168 79,159,187 80,306,355 49,551,962 
1836 *The Liverpool and London and 

Globe Ins. Co. Ltd. 1,401,185 49,765,112 51,166,297 31,411,763 
1811 Newark Insurance Company 766,115 29,277,808 30,043,923 18,373,608 
1891 Queen Insurance Company of America 842,824 75,658,781 76,501,605 46,866,559 
1910 Royal Indemnity Company 1,191,215 88,410,397 89,601,612 57,030,062 
1845 *Royal Insurance Company, Ltd. 1,352,677 57,964,297 59,316,974 37,357,214 
1896 Star Insurance Company of America 463,508 25,505,071 25,968,579 15,937,717 
1860 *Thames and Mersey Marine 

Insurance Co., Ltd. 1,041,433 8,042,082 9,083,515 5,380,349 
1832 Virginia Fire and Marine 

Insurance Company 502,562 8,434,311 8,936,873 5,327,489 


* United States Branch. The amount shown under “Capital” 


Market 





Annual 

Statement Value 

_ Capital Basis Basis 
$1,500,000 $ 9,262,697 $ 9,256,254 
500,000 6,015,597 5,978,225 
2,500,000 30,754,393 30,204,747 
500,000 19,754,534 19,509,575 
2,000,000 11,670,315 11,641,036 
5,000,000 29,635,046 29,415,933 
2,500,000 32,571,550 32,115,415 
500,000 21,959,760 21,844,926 
1,000,000 10,030,862 9,990,759 
500,000 3,703,166 3,714,870 
1,000,000 3,609,384 3,635,080 

is the 


statutory deposit required to transact business in the U.S.A. 


CASUALTY —SURETY—FIRE—MARINE 


ROYAL-LIVERPOOL INSURANCE 


GROUP 


ONE HUNDRED FIFTY WILLIAM STREET, NEW YORK 38, N. Y. 
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ATLANTIC COS. ON PRODUCERS 





Hold There Is No Adequate Substitute 
for Competent, Independent Agent or 
Broker When Buying Insurance 

Why the buyer of insurance needs a 
middleman to aid in securing proper pro- 
tection is featured by the Atlantic Com- 
panies of New York in advertisements 
which appeared in leading newspapers in 
various parts of the country in February. 
Stressing the value of the insurance 
agent and broker the Atlantic Companies 
direct the following thoughts to the at- 
tention of the general public: 

“We believe that the services of a 
carefully chosen, independent profes- 
sional—an agent or broker—are indis- 
pensable when buying your property and 
liability protection. Here are a few 
reasons— 

“The insurance agent or broker usu- 
ally knows his clients personally and is 
therefore in the best position to evalu- 
ate their individual insurance require- 
ments. His services are not restricted 
to office hours; whenever you need him, 
and under whatever circumstances, he 
sti ands ready to help. 

3ecause he is not limited to a single 
company, the independent insurance 
agent or broker is familiar with the 
products of many companies and can 
select the company and policy that best 
fits your particular situation. 

“Tf there should ever be a difference 
of opinion between you and your insur- 
ance company, your insurance agent or 
broker represents your interests in set- 
tling the matter. 

“In our 113 years’ experience, we 
have found that there is no adequate 
substitute for a competent, independent 
agent or broker in securing insurance 
protection to meet your needs and in 
assisting you when you are in trouble.” 





North America Cos. Open 


Carolina Service Office 

The Carolina service office of the 
North America Companies, at 1535 
Elizabeth Avenue, Charlotte, N. C., was 
formally opened on February 18. Civic 
leaders and prominent businessmen of 
Charlotte and vicinity joined with ex- 
ecutives from North America’s head 
office and the Carolina service office 
staff in ceremonies marking the occa- 
sion. 

Those from Philadelphia who attend- 
ed the opening from the Insurance 
Company of North America were Rich- 
ard G. Osgood, vice president; Russell 
H. Petefish, assistant vice president; 
Francis A. Lewis, marine secretary; 
John C, Phillips, claims secretary; John 
B. Wyatt, assistant secretary; and for 
the Indemnity Insurance Company of 
North America, Herbert P. Stellwagen, 
executive vice president; James M. 
Crawford, vice president; Reginald S. 
Robins, vice president; and Thomas W. 
Dickson, assistant secretary. Nolan S. 
Pierce is manager of the Carolina serv- 
ice office. 





CLARY HEADS NEW AGENCY 

Clyde H. Clary is president and mana- 
ger of a new general insurance firm, 
West Coast General Agency, which have 
opened offices in the Board of Trade 
Building, Portland, Ore. Mr. Clary was 
recently vice president of Seeley & Co. 
and managed their Oregon operations. 


Goedewaagen F. & M. Mgr. 


° “ 
American-Associated at S. F. 

Arthur J. Goedewaagen has been ap- 
pointed Fire and Marine manager for 
American-Associated Insurance Com- 
panies at the San Francisco branch 
office. Resident Vice President George 
E. Adams who made the announcement 
also stated that, coincident with Mr. 
Goedewaagen’s appointment which was 
effective March 1, the companies have 
expanded their facilities at the San 
Francisco branch to include complete 
underwriting and production service to 
producers in connection with com- 
mercial fire insurance and allied lines. 

All of Mr. Goedewaagen’s insurance 
career has been spent in the San Fran- 
cisco Bay area. He joined Edward 
Brown & Son in 1939 as a fire under- 
writer and remained in this position 
until 1942 when he entered the Army. 
He returned from service in 1945 and 
subsequently was promoted to manager 
of the company’s Oakland office. He 
resigned in 1950 to become a special 
agent with London Assurance and in 
1954 was made executive special agent 
for the company’s Pacific Coast branch. 
He leaves this position to join Ameri- 
can-Associated. 

Mr. Goedewaagen is well-known in 
Bay area insurance circles and has been 
active in CPCU, Blue Goose Interna- 
tional, and town inspection work. He 
attended San Francisco City College. 





Dickinson Mich. State 
Agent for Scottish Union 


John Newlands, general attorney of 
the Scottish Union and ‘National, and 
president of the American Union of 
New York, announces appointment of 
Thomas A. Dickinson as state agent 
to supervise operations in Michigan. 
Mr. Dickinson succeeds Jack E. Deveau 
who has become affiliated with an agen- 
cy in Illinois. 

Mr. Dickinson is a native of Michi- 
gan and until recently was associated 
with another company in the capacity 
of a special agent servicing the Michi- 
gan agents. Headquarters will continue 
to be maintained at 1219 Lafayette 
Building, Detroit. 





Royal Exchange Honors 
Willard S. Brown & Co. 


In recognition of 50 years’ representa- 
tion of the Royal Exchange Assurance, 
a dinner at the Hotel Madison, New 
York, was given last Friday evening to 
Willard S. Brown & Co., Inc., by the 
Royal Exchange Group. Thirty-six guests 
attended. Henry C. Pitot, United States 
manager of the Royal Exchange, re- 
called outstanding events of the year 
1905, when the Willard S. Brown & Co., 
Inc., agency was appointed by the Royal 
Exchange. 

Following the address, Mr. Pitot pre- 
sented Harold Hall, president of Wil- 
lard S. Brown & Co., Inc., with a beau- 
tifully embellished framed certificate 
commemorating the 50 years of repre- 
sentation, and a large double-pen desk 
set containing an engraved gold plate 
inscribed with presentation salutations. 


DUBUQUE EASTERN DEPT. 





Complete Underwriting and _ Service 
ffice in Union, N. J.; E. J. Reming- 
ton in Charge of Office 
Establishment of an Eastern depart- 
ment in Union, N. J., with complete 
underwriting and service facilities has 
been announced by the Dubuque Fire & 
Marine. The address in Union is: U.S. 


Highway 22 & Fairway Drive. 

This department will service Con- 
necticut, Maryland, Massachusetts, New 
Jersey, New York, Pennsylvania, Rhode 
Island and the District of Columbia. 

In charge of the new office is E. J. 
Remington, a long time employe of the 
company, who for 15 years has been a 
fieldman in the Eastern territory. New 
Jersey State Agent Edward J. Peiffer 
has moved his headquarters to the Union 
offices. Formerly he was located in 
Plainfield. 

Commenting on the announcement, 
Milton D. Ebner, president, states that 
“the volume of our Eastern business 
dictates a fuller operation at closer range 
to our many agents and policyholders in 
order to be of greater service.” 





Great American Changes 
In Long Island Field 


The Great American announces field 
changes affecting the Long Island area 
of the New York suburban field. Vice 
President S. T. Skirrow, states that, 
effective March 1, Queens County 
agents are under supervision of Special 
Agent Donald E. Cook and Special 
Agent Harold J. O’Leary has been 
placed in charge of Suffolk County, 
with headquarters at Amityville. He 
has been assisting Special Agent Rob- 
ert M. Simmons in Nassau and Suffolk 
counties, who will now be relieved of 
extensive travel in eastern Long Island. 

Mr. Cook has been with the Great 
American for some years as an under- 
writer for Queens County and special 
agent. Increased business in that coun- 
ty has led the company to divide the 
territory and relieve Special Agent 
Stutzman of part of the supervision. 
Mr. Cook will make his headquarters 
temporarily at 1 Liberty Street, New 
York City, home office of the Great 
American. Special Agent O’Leary will 
continue headquarters at the Amityville 
service office. 





C. J. Mulvey Dies 


Charles J. Mulvey, formerly super- 
visor of automobile underwriting for 
the Glens Falls Group’s central de- 
partment at Chicago, died recently after 
a long illness. 

Mr. Mulvey joined the Glens Falls 
in 1948 as an underwriter, and soon 


after was appointed to supervisor. His 
death climaxed a 25-year career in un- 
derwriting. 








N. Y. STATE EXAMS 
NEW YORK « JAMAICA 


132 Nassau St. 148-15 Archer Ave. 


INSURANCE COURSE 


Starts Monday, March 7, for : 
Brokers’ Examination on June 16 


AMERICA’S LARGEST INSURANCE 
& REAL ESTATE BROKERAGE SCHOOL 
Write, phone or call for Booklet 


INSTITUTE OF 
132 Nase Seat 
er 
omar 7-7318 


HERBERT J. POHS, Founder-Director 
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CPCU Institute Speakers 
For First Day at Storrs 


Speakers for the first day of the 1955 
Kastern CPCU Institute to be held June 
7, 8 and 9 at Storrs, Conn., 
announced by John R. Brandt, 
Insurance Group, chairman of the regis- 
tration and public information com- 
mittee. 

Sponsored by the Canteen. New 
Jersey and New York chapters of the 
Society of Chartered Property and Cas- 
ualty Underwriters, the Institute’s theme 
will be “Insurance in the Public Inter- 
est” and the topic for the first day, 
“Marketing the Product.” Speakers and 
their subjects for June 7 are as follows: 

Bernard J. Daenzer, CPCU, chairman 
of the Institute and secretary of the 
Security-Connecticut Companies, New 
Haven, introductory comments on the 
theme of the Institute; Dean Laurence 
J. Ackerman of the University of Con- 
necticut, Storrs, “Marketing the Prod- 
uct”; S. F. Staples, vice president of 
Employers Mutual of Wisconsin, Wau- 
sau, “Selling Through the Direct Sales 
Organization”; John Adam, Jr., CPCU, 
resident vice president of Central Mu- 
tual Insurance Co., Boston, “Selling 
Through Agents and Brokers”; Richard 
E, Farrer, CPCU, secretary of the Na- 
tional Fire Group, Hartford, “Hybrid 
Systems” Rudolf S. Christiansen, 
CPCU, Associated Reciprocals  Ex- 
changes, Port Chester, N. Y., “Selling 
Through Highly Trained Specialists”; 
John C. Weghorn, president of John C. 
Weghorn Agency, Inc., New York City, 
“The American Agency System.” __ 

“Cost of the Product” is the subject 
for June 8 and “Contract Development” 
for June 9. 
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Careers of Bartlett and Woodside, 
New Directors of Boston, Old Colony 


In connection with advancement of 
Cyril S. Hart to the presidency of the 
Boston Insurance Co., Old Colony In- 
surance Co., and Boston Indemnity, an- 
nounced last week, it was also stated 
that Vice Presidents Harold I. Bartlett 
and Ernest L. Woodside had been elected 
directors of the companies. Mr. Hart’s 
career was summarized in last week’s 
issue, and summaries of the insurance 
careers of Messrs. Bartlett and Wood- 
side follow herewith: 

Mr. Bartlett has spent his entire busi- 
ness life with the companies joining the 
marine department in 1917. Subsequently, 
when inland marine began its growth in 
1924, he had charge of its development. 
He was elected an assastant secretary 
in 1938 and was advanced to the position 
of vice president in 1943. For the past 
few years, Mr. Bartlett’s duties have 
been of a general over-all underwriting 
and administrative nature. He has been 
a member of the executive committee 
and various subcommittees of the Inland 
Marine Underwriters Association and 


Inland Marine Insurance Bureau, a di- 
rector of the Insurance Federation of 
Massachusetts, and is at present a trus- 
tee of the American Foreign Insurance 
Association, ; 

Mr. Woodside was born in East Bos- 
ton, Mass., in 1897 and graduated from 
the High School of Commerce with the 
Class of 1915, supplementing his early 
education with courses _ embracing 
finance, accounting, taxation, and _ busi- 
ness administration. He joined the Bos- 
ton and Old Colony in 1919. Since that 
time, he has advanced steadily, being 
elected assistant secretary of the compa- 
nies in 1931, elevated to secretary in 
1944, and assuming the added office of 
vice president in 1953. 

Under the guidance and leadership of 
three past presidents of the Boston and 
Old Colony with whom he has been 
closely associated in his career with the 
companies, he has had a valuable expe- 
rience in the investment and finance 
fields and is recognized as an authority 
on the financial stability of insurance 
institutions, tax and accounting matters. 





Dave Miller Pa. Special 


Agent for Great American 

In a letter to Pennsylvania agents of 
Great American Insurance Co., Vice 
President Walter R. Ewald announces 
that C. D. (Dave) Miller has been ap- 
pointed special agent to succeed W. N. 
Hutchison, whose headquarters will be 
at 700 Commonwealth Building, Pitts- 
burgh. 

Mr. Miller, a graduate of University 
of North Carolina, has had wide insur- 
ance experience both in the home office 
and in the field. 





Ohio Farmers Appoints 


Swinehart in Wisconsin 
Ohio Farmers Companies have an- 
nounced the appointment of Irwin H. 
Swinehart as state agent for Wisconsin. 
Mr. Swinehart has been associated 
with Ohio Farmers since 1940. After a 
term in the home office and service in 
the Air Corps he traveled Ohio as spe- 
cial agent being later recalled to the 
home office for special .work in the 
underwriting department. 
He heads up the Ohio Farmers Insur- 
ance and Ohio Farmers Indemnity Co. 
field office in Milwaukee. 


Brotherhood Tribute 


An unusual brotherhood tribute has 
been paid to the late I. R. Sher, promi- 
nent insurance agent at Hibbing, Minn. 
Before he died, Mr. Sher, a Jew and an 
active community leader, took it upon 
himself to raise about $4,000 to provide 
stained glass windows for a new Lu- 
theran church in Hibbing. He died be- 
fore completing the task. 

So a close friend of Mr. Sher—Louis 
Bachnik, a Catholic—decided to com- 
plete the payments as a memorial to 
Mr®. Sher, whose services to the com- 
munity he admired. 





TEXAS AGENCY HEAD DIES 

Kingsford Goodman, Sr., 69, Kingsford 
Goodman Insurance Agency, San An- 
tonio, Texas, died in a local hospital, 
February 22, after a long illness. The 
agency will continue under the direction 
of his son, Kingsford Goodman, Jr., who 
has been associated with his father in 
the agency. 





TORONTO’S FIRE HALLS INSURED 
Fire stations are even insured against 
fire in Canada’s second largest city, Tor- 
onto, where an item of $5,367 in the 
municipal accounts reveals that it is for 
fire insurance on the city’s fire halls. 
Lloyd’s of London has the policy. 


Falk Goes to Wisconsin 

Chicago—E. H. Forkel, vice president 
of National of Hartford Group an- 
nounced here the transfer of Special 
Agent Charles P. Falk from the Mis- 
souri field to the Wisconsin field. 

Mr. Falk, a native of Wisconsin, 
served with the United States Navy 
during World War II. He is a gradu- 
ate of Marquette University and was 
employed by the Wisconsin Fire Rating 
Bureau until 1952, when he affiliated 
with the National of Hartford Group 
as special agent in Missouri. 

Special Agent Falk will be associated 
with State Agent T. M. Irvine and 
Special Agent W. D. Hoppenjan and 
will make his headquarters in the Na- 
tional of Hartford Group’s Milwaukee, 
Wisconsin office, located at 828 North 
Broadway. 


John W. Cryer Succumbs 


John W. Cryer, chairman of the board 
of the Cryer Insurance Agency in the 
Genesee Building, Buffalo, N. Y., died 
February 25. Born in Baltimore, he at- 
tended St. Martin’s School in Catons- 
ville, Md., and played baseball against 
Babe Ruth as a school boy. 

Mr. Cryer started in the insurance 
business at 15. Later he was employed 
by the U. S. Fidelity & Guaranty Co. 
as a traveling auditor in the South. 
After working in New Orleans, he came 
to Buffalo in 1917. He was employed as 
bond manager for C. L. Wood & Co. 

For several years he worked in a 
partnership with Frank E. Seymour be- 
fore setting up his own agency in 1932. 
Mr. Cryer’s primary interest was the 
contract bond business. 





Shelby C. Davis Welcomes 
Churchill to S. of R. Ranks 


Shelby Cullom Davis, prominent insur- 
ance stock specialist of New York city, 
who is president of the Sons of the 
Revolution in the State of New York, 
recently welcomed Prime Minister Wins- 
ton Churchill of Great Britain as an 
honorary member of the organization. 
Announcement of his acceptance was 
made by Mr. Davis at the annual S. of 
R. banquet, February 22. 

Mr. Davis said that Sir Winston ac- 
cepted membership which was offered to 
him on his recent 80th birthday. He is 
descended through his mother from 
Lieutenant Reuben Maury, a Revolu- 
tionary War officer, thus qualifying him 
for membership. 





Ohio Young Agents 
Conference Set for Apr. 7-8 


A Young Agents Conference under 
the sponsorship of the Ohio Association 
of Insurance Agents will be held April 7 
and 8 at the Granville Inn, Granville, 
Ohio. A conference of local board dele- 
gates will be held at the same place 
April 28-29. A property workshop con- 
ference will be held March 27 through 
April 1 at the Ohio State University in 
Columbus. Dr. William B. Logan of the 
University, and Charles T. Collins, edu- 
cational director of OATA, will be in 
charge. 


Atlantic Fire To Be 
Taken Over by Phoenix 


Stockholders of the Atlantic Fire In- 
surance Co. of Raleigh will meet March 
31 to act on a proposal of Phoenix In- 
surance Co. of Hartford that it take 
over Atlantic’s business. 

Atlantic directors have approved the 
proposal and favorable action at the 
stockholders’ meeting is a_ certainty 
since Phoenix owns 97.9% of Atlantic’s 
outstanding stock. The remaining few 
shares mostly are held by Raleigh resi- 


dents. 

The late Charles E. Johnson, Sr., 
a banker, and several other Raleigh 
citizens founded Atlantic Fire approxi- 


mately 50 years ago. 








Public Adjusters Meeting 

The National Association of Public 
Insurance Adjusters will hold its fifth 
annual meeting at the Concord Hotel, 
Kiamesha Lake, New York, June 26 
to 29, it is announced by William 
Goodman, president. 





N. Y. INS. WOMEN MEET MARCH 7 

The Insurance Women of New York 
will hold their regular monthly meeting, 
followed by dinner, in the recreation and 
dining rooms of the America Fore In- 
surance Group, 80 Maiden Lane, New 
York, Monday evening, March 7, at 
5:30 p.m. After dinner, the members 
and their guests will be entertained with 
films on Ireland and Hawaii provided by 
Pan-American Airways. 
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Charles E. Gauss Dies 


Funeral services were held last week 
for Charles E. Gauss, 80, former Michi- 
gan Insurance Commissioner, who died 
in a hospital at Marshall, Mich., Friday, 
February 18, after a protracted period of 
failing health. Mr. Gauss, without prior 
insurance experience but with a well- 
rounded business background, was ap- 
pointed Commissioner early in 1933 by 
the newly elected Democratic Governor, 
the late William A. Comstock. His di- 
rection of departmental affairs during 
the crucial period, marked by the bank 
holiday and insurance moratorium or- 
ders, won praise from the insurance fra- 
ternity. 

When the late Frank Murphy, subse- 
quently a U. S. Supreme Court justice, 
was elected Michigan Governor he called 
Mr. Gauss back to the Commissionership 
and he served another term 1937-38. 





APPROVES DWELLING POLICY 

The Florida Insurance Department has 
approved the comprehensive dwelling 
policy filing made by the Florida In- 
spection & Rating Bureau, National 
Bureau of Casualty Underwriters and 
the Inland Marine Insurance Bureau 
as recommended by the Interbureau In- 
surance Advisory Group. The effective 
date for the new policy is March 15. 

With approval in this state, the policy 
is now available in 34 states and Dis- 
trict of Columbia. 





NAMED FLA. SPECIAL AGENT 

The St. Paul Fire & Marine has ap- 
pointed Austen D. Brown as_ special 
agent in the Florida field with headquar- 
ters in the Tampa office, under the 
supervision of W. J. Young, state agent. 

Mr. Brown has been with the com- 
pany for many years, having served as 
state agent in upper New York State 
and also as manager of the auto and 
casualty department in the eastern de- 
partment in New York. 
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CINCINNATI 
1423-1424 Carew Tower 


SAN FRANCISCO 
369 Pine St. 


PHILADELPHIA 
330 Walnut St. 














Pearl Assurance Company, Ltd. (United States Branch) 


19 Rector Street, New York 6, New York 
FINANCIAL STATEMENT—December 31, 1954 





Assets 

*Bonds 

CEO SUC) 1), ge oR a ae $10,018,961.83 

221 fo Pa gene le eee en 534,484.95 

SPIO) MO EHIAEIORS «55 s2.a einaisi as cielo eecaiaisievs« 271,566.84 

Industrial and Miscellaneous........... 529,187.95 $11,354,201.57 
*Stocks 

PEAT OR Oo cal titcrne 4 iucaseie aro ieiaiel sania olereets $ 189,260.00 

EAU Vice ul 18 Cc ae en 4,065,150.00 

Batic ARG THSUTANCE: sc sos be csc be alesse 2,925,509.98 

Industrial and Miscellaneous........... 1,315,920.00 8,495,839.98 
Gash and Dani GEPOSHES sc. eicisscctecec<s 1,021,110.42 
Premium balances receivable not more than 

90 days past due, less reinsurance pre- 

miums due to other companies........ 670,637.23 
Reinsurance recoverable on paid losses due 

ETOH? OME MCOMIDAINES scien ss 55656 cess 1,149,653.61 
Other ‘admitted Assets: .....6.s0c. we Sees c's's 118,696.48 

Total Admitted Assetss6.. 205-24 20: $22,810,139.29 








Liabilities 

Unearned premium reserve .............. $10,789,327.97 
Losses in process of adjustment.......... 1,813,085.00 
IRCSOEVO LOR LANES od cs esis maida ene clacwveas 333,977.17 
Reserve for all other liabilities............ 1,100,757.32 

SSEACULOEY SLIEDOSIE. rec..5 sc-cicidciccsss daidiela'sare’s $ 500,000.00 

OUST LTE iB Ee ee ae a 8,272,991.83 
Surplus to Policyholders. .......... 8,772,991.83 
WN eS ts $22,810,139.29 


* Valuations on basis approved by National Association of Insurance Commissioners. 
Securities carried at $975,648.39 are deposited as required by law. 





The Eureka-Security Fire and Marine Insurance Company 


Corporate Office: 1423-4 Carew Tower, Cincinnati 2, Ohio 
Chief Office: 19 Rector Street, New York 6, New York 


FINANCIAL STATEMENT—December 31, 1954 (New York Basis) 





Assets 

*Bonds 

NGG GER ETICHIE © Chu vias lias SAUNS ano ee ees $10,256,696.14 

Political Subdivisions of States........ 99,073.02 

REA pots 5 sie be tine soe Stews ales 393,469.25 

UDC HOTMMINOB ccoc cece scat wcleeele es 241,801.09 

Industrial and Miscellaneous........... 292,261.27 $11,283,300.77 
*Stocks 

We P Os Soa rh orc de ota sean seas $ 42,000.00 

TRGB ONMNES: 5 sre isis sssare tinea evens 3,768.468.00 

BAK GHG IMSUTONCE oo iasGiccids sc ascews 761,900.85 

Industrial and Miscellaneous........... 670,531.08 5,242,899.93 
Cashv and ani: GEPOSItS: oci.s5 0c seco hess 469,866.47 
Premium balances receivable not more than 

90 days past due, less reinsurance pre- 

miums due to other companies........ 21,300.85 
Reinsurance recoverable on paid losses due 

fFOM OLNEY COMPANIES. 6.060655 ice ces 687,820.10 
OPher AGHNEea ASSES) so. cin laece sss ciaseescesereays 103,054.12 

Total Admitted Assets.............- $17,808,242.24 











Liabilities 

Unearned premium reserve .............. $ 9,232,409.63 
Losses in process of adjustment........... 1,557,232.00 
INGSERVE OP “CANES ook oad Senna cewtese 393,422.34 
Reserve for all other liabilities........... 182,344.77 

Ma SPRUE ester etdiorg Socen nae a Lorn a warneh ad $ 1,000,000.00 

PUREE ere gal eas fash ceases wane neis 5,442,833.50 
Surplus to Policyholders............ 6,442,833.50 
ENE £ habtuh ove tiuncerated) $17,808,242.24 


* Valuations on basis approved by National Association of Insurance Commissioners. 
Securities carried at $707,251.24 are deposited as required by law. 





Monarch Fire Insurance Company 
Corporate Office: 1305 N. B.C. Bldg., Cleveland 14, Ohio 
Chief Office: 19 Rector Street, New York 6, New York 
FINANCIAL STATEMENT—December 31, 1954 (New York Basis) 





Assets 

*Bonds 

GM ETAVION Gia crore bid Panels bk Sole sens $ 3,472,566.36 

Political Subdivisions of States........ 49,536.49 

PUREST) orice Soa sak orb ere Slee baw bP 8 Okes aa 95,967.04 

oy? 12 bogie 2c] io oc ee nee 60,220.93 

Industrial and Miscellaneous........... 123,630.62 $ 3,801,921.44 
*Stocks 

ROTA Aras Saha ce eo eeiioekelons $ 30,400.00 

ee TIMOR eC Aes haw Seieinis Ses Melos 1,307,363.00 

NR ice Bo eo Ph Ue clcpewisioe os. c dione 230,388.00 

Industrial and Miscellaneous... ........ 477,294.00 2,045,445.00 
ash ang. Wattle GONOStS: 6s 665s. sccct cscs. 383,906.31 
Premium balances receivable not more than 

days past due, less reinsurance pre- 

miums due to other companies........ —8,209.56 
Reinsurance recoverable on paid losses due 

TTOM “OUNCE COMPANIES. c00 5.05 secs tes « 244,526.08 
Other admitted: assets | .c.s..05. 06 cceee ed... 29,328.40 

Total Admitted Assets. ccs ices cece. $6,496,917.67 








Liabilities 

Unearned premium reserve ............... $ 2,811,148.45 
Losses in process of adjustment.......... 474,623.00 
INBSEEVE; SOS PAROS) clos ole isc Oss Rove Caw s 97,711.09 
Reserve for all other liabilities............ 60,261.87 

CORTMBENCY TESEFVE: coo ccc 5 cdcc ccs hice ees $ 32,846.94 

Co CE) ET el ALO Se rer aC a Pea RRR ee 819,336.00 

POURS EES ss cyilaisiors coin 4c ores plas wus eatin wes 2,200,990.32 
Surplus to Policyholders............ 3,053,173.26 
eric Wises $6,496,917.67 


* Valuations on basis approved by National Association of Insurance Commissioners. 
Securities carried at $317,517.10 are deposited as required by law, 
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Wide Use Of Continuous Policies 
May Greatly Damage Agency System 


By JoHNn F. NEvILLE 
Executive Secretary, National Assn. of Insurance Agents 


Further arguments against use of continuous policies were presented by Yohn F. 
Neville, executive secretary-general counsel, National Association of Insurance Agents, 
when speaking last week before the Michigan Association at Detroit. Mr. Neville holds 
that while introduction of direct billing or extension of use of continuous policies may 
appear to qualify as simplified procedures, in reality they are “pernicious and lethal in 
their ultimate effect upon the American Agency System.” Mr. Neville states that the 
American Agency System will “suffer irreparable damage if either of those concepts 
is accepted generally within the property and casualty insurance industry by those com- 


panies which support the system.” 


Mr. Neville’s views on this important subject, which has many advocates and op- 
ponents in the insurance industry, are presented in two parts, with Part II following 


herewith : 


PART II 


It seems axiomatic that use of con- 
tinuous policies will tend to freeze the 
business in the company first writing it. 
Under the system whereby insurance 
policies expire on an exact date, all 
parties to the contract (company, agent 
and insured) are given an opportunity 
to assess the insurance situation and 
decide whether or not they will continue 
or whether a change is in order. By 
simplifying procedures to the point 
where no new policy is needed (the in- 
surance to be renewed merely by the 
payment of the premium), will have the 
effect of eliminating this stocktaking in- 
terlude. It will be perfectly natural for 
all three parties concerned to let the 
business stay exactly where it is and 
in its present condition insofar as cov- 
erages are concerned. 

This I believe to be true in the ordi- 
nary situation. The chances of the busi- 
ness being frozen will be multiplied 
many times over if an inducement is 
given to the insured in the form of a 
rate advantage. 

Without meaning to take on the whole 
world in one presentation, I do wish to 
point out that while the similarity of 
continuous policies to the annual re- 
newal extension is striking, there is also 
a similarity between continuous policies 
and the installment payment of Term 
fire premiums. It should be noted that 
the inherent weakness in a continuous 
policy is also present in a Term policy 
and is saved only by the relative short- 
ness of the term for which the insur- 
ance is written. 


Report of Company Association 


Let’s see what the report of the com- 
pany association mentioned above has 
to say on this score: “The annual re- 
newal endorsement definitely limits the 
number of extensions that can be made 
to four. In spite of this there is evi- 
dence that at the sixth and subsequent 
anniversaries continuing endorsements 
are being issued without regard for the 
limitation and at the reduced multiple. 

“Full control of this abuse rests with 
agents and companies alike. The agents 
through the National Association of In- 
surance Agents have voiced a fear of 
the introduction of a perpetual policy, 
and yet we know of no quicker way to 
introduce such a policy than by a break- 
down that circumvents the need for new 
policies at full rates a stipulated times.” 

I submit that that paragraph hardly 
sounds as though the company men 
writing the report believed that con- 
tinuous policies would be a good thing 
for the insurance agents to acquiesce in. 
Certainly we shouldn’t argue against 
“perpetual” or continuous policies in or- 
der to have an undesirable procedure in 
the business eliminated and then turn 
around and embrace the concept of con- 
tinuous policies when we find it conve- 
nient in another frame of reference. 

It is also believed that the widespread 
adoption of continuous policies will re- 
duce competition in the insurance busi- 
ness to the detriment not only of the 
insured, but also of the agents and the 
companies they represent. This inevita- 
ble freezing of the business will place 








the agent in the position where he can 
no longer insure in another company 
when he believes it best for the insured, 
and the companies themselves will sus- 
tain the enervating experience of being 
primarily interested in preserving the 
status quo and keeping the business on 
the books than they will be in compet- 
ing vigorously with other carriers for 
new business. 

This is not ordinarily the way that 
American business is supposed to oper- 
ate, and while carried on in this fashion 
will doubtless have the effect of stultify- 
ing the introduction of new ideas into a 
business which is not now famous for its 
willingness to experiment. 


Report on English Practices 


Continuous policies are the rule in 
England. In 1948 the New York Insur- 
ance Department published a_ report 
titled “Insurance Supervision and Prac- 
tices in England” which, among other 
things, recommended adoption of the 
continuous form of policy for fire and 
casualty insurance. The reason given 
was that such an adoption would elimi- 
nate the expense of rewriting policies 
at expiration. We are all familiar with 
that alleged expense saving. 

I have contended that the use of con- 
tinuous policies will tend to freeze the 
business and will prevent healthy com- 
petition in the business of insurance. 
On page 57 of the above quoted report 
appears the following: “. . . First of all, 
most insurance is written on a continu- 
ous form of policy which is renewed, 
like an accident and health policy, sim- 
ply by payment of the annual premium. 
This practice reduces the shifting of 
policyholders from one company to an- 
OIbeR a5. 

It is true that the paragraph con- 


_tinues to explain that some of the per- 


sistence as shown by the English policy- 
holder is due to his native disposition 
against change in his business relation- 
ships. It is interesting to note, however, 
that, apart from the interesting business 
characteristics of the average English- 
man, the report states that continuous 
policies themselves, separate and apart 
from the persistence of the average 
Englishman, reduces the shifting of 
policyholders. 

Certainly we can accept the careful 
analysis of the New York Insurance De- 
partment on this point. One may argue 
that the alleged saving of expense more 
than outweighs the objection of the 
freezing of the business and the reduc- 
tion of competition, but it is very diffi- 
cult for me to believe that such a sav- 
ing could possibly surmount such for- 
midable objections. 


Stocktaking Time Beneficial 


In a talk before Illinois agents I made 
a not very original statement that all 
good things must come to an end and 
that the term of an insurance policy 
should be no exception. This statement 
was not regarded as one of any great 
profundity, but nevertheless I would like 
to repeat it. If one will look around in 
the world in which he lives, he will no- 
tice that all things do come to an end 
and that, for some reason or other we 
have the year’s end, month’s end, day’s 


end, taxable year, registration year, ad 


infinitum. 

When a policy expires and before 
further insurance is obtained, a stock- 
taking moratorium is granted to all three 
parties concerned—the company, the 
agent, and the insured. The company 
has a chance to examine its underwrit- 
ing on the particular risk which is ex- 
piring; the agent has an opportunity to 
determine if the insurance which is 
expiring is as broad or as adequate as 
it should be, and he may further deter- 
mine that he wishes to place it with 
another company in the office; the in- 
sured, finally, has an opportunity to 
declare his satisfaction or dissatisfac- 
tion with the whole deal, and make his 
plans accordingly. 


Summary of Objections 


In summary, some of the objections 
to the widespread use of continuous poli- 
cies are: 

1. Continuous policies will tend to 
freeze the business in the companies 
writing it; necessarily competition will 
be curtailed. It follows that the status 
quo will be absolutely preserved by re- 
ducing healthy competition. This can 
not be considered to be in the best in- 
terest of either the insured or the agent, 
nor, for that matter, the company. 

2. Continuous policies represent a 
danger to the agent in his ownership 
of expirations—which concept includes 
much more than the ownership or use 
of a certain expiration date; it depends, 
in addition, on a time tested procedure 
in the insurance business, namely the 
recreating of the insurance transaction 
whenever policies expire, otherwise there 
is nothing to own. 

3. Continuous policies tend to reduce 
the importance of the agent in the in- 
surance transaction by eliminating a 
useful service presently being performed 
by him. Reducing service to the insured 
is no way to meet competition. 

4. Continuous policies are alleged to 
be an expense reducer. This saving may 
be largely illusory; one large group 
claims that only the cost of the paper 
is saved, 

5. Continuous policies are proposed as 
a necessary ingredient in the plan to 
meet direct writer competition. Agents 
should be very certain that the cure 
isn’t worse than the disease. 


Renewal Certificates 


On the question of the use of renewal 
certificates, the National Association of 
Insurance Agents has never made pol- 
icy, although the subject has been con- 
sidered over a number of years. 

Proponents of the use of renewal cer- 
tificates claim that their adoption will 
reduce expenses and substitute a simple 
procedure for a cumbersome one. On 
this point it may be of some interest to 
know that the company representative 
who claimed that only the cost of the 
paper was saved in using continuous 
policies also claimed equal savings when 
renewal certificates are used. 

Many agents question the wisdom of 
introducing renewal certificates because 
they lack the essential dignity which is 
inherent in an insurance policy. Short 
cuts are fine provided more is not lost 
by their use than is gained. 

Very recently, a social friend of mine 
who also is the secretary to the presi- 
dent of a large corporation and in that 
capacity handles his personal insurance, 
had occasion to add her opinion on this 
subject. She apparently has been re- 
ceiving renewal certificates and finds 
them difficult to match with the parent 
policy. She wonders why a new policy 
isn’t delivered as insurance expires, in- 
stead of an unimportant piece of paper 
with the policy number frequently 
omitted. 

There are many agents (members of 
NAIA and staunch advocates of the 
American Agency System) who believe 
that the use of renewal certificates pro- 
vides a useful device and should be 
widely adopted. Of course, there are the 
others who take a diametrically opposed 
view. 

Direct Billing 


Announcement of my appearance made 
the representation that I would have 


Fire Assn. Officers Talk 
With Agents on Selling 


A group of agents met with officials 
of the Fire Association Insurance Group 
at an all day meeting in Philadelphia 
last week. Those in attendance were 
composed of agents from rural and in- 
dustrial sections, representing a cross 
section of the companies’ producers. 
Purpose of the meeting was to discuss 
current merchandising trends as_ they 
affect the marketing of personal lines 
insurance, and to provide management 
with the counsel and guidance of its 
agents ‘in formulating future plans jy 
consideration of current conditions. 

L. M. Michel, vice president, acted 
as chairman, and several other company 
officials participated in the meeting, © 





something to say on the question of 
“direct billing.” Here I am again on 
firmer ground because the NAIA has 
already declared its opposition as a 
matter of policy to this perversion of 
the American Agency System. An agent, 
in my opinion, should have little trouble 
with this one; it is, as a matter of fact, 
the easiest of the unholy triangle of 
commission reduction, continuous poli- 
cies, and direct billing, to defend against, 

But when it is alleged that only by 
adopting direct billing (along with other 
lethal devices) can we expect to save 
the automobile (and new dwelling) busi- 
ness from going to direct writers, some 
agents find themselves listening to this 
siren song. 

Few agents will have trouble rejecting 
the concept of direct billing if they will 
consider their place in the economy and 
the fact that they occupy the very im- 
portant service giving position of mid- 
dlemen. That designation is not fortu- 
itous, but is exactly descriptive of the 
function. However, it seems logical for 
a middleman, in order to perform his 
function of service, to stay approxi- 
mately in the middle, both actually and 
figuratively. 

Agents should be alert to the possi- 
bilities inherent in placing the insurance 
company in direct contact with the in- 
sured. It is difficult to imagine an emer- 
gency serious enough to justify such a 
procedure. Of one thing we can be cer- 
tain—no such emergency is presently 
with us or likely to arise. 

There can be no question that there 
is a problem for agents in the competi- 
tion provided by the direct writer and 
quasi direct writer, especially in con- 
nection with automobile and dwelling 
covers. This problem has been min- 
imized by some thoughtful persons, but 
all agree that a problem is with us. 


Meeting Price Competition 


Given the same set of facts and de- 
gree of direct writer competition, we 
are all seeking the same solution. How 
can we meet this competition so that 
the companies which support the Ameti- 
can Agency System in its traditional 
form can receive a fairer share of the 
prime business ? 

It hardly seems logical that the agent 
should adopt procedures calculated to 
impress the insurance buying public with 
their similarity to direct writers. Said 
somewhat differently, the point has been 
made that the way to overcome competi 
tion is not necessarily to become a rep- 
lica of that competition. : 

The agent operating in the Americat 
Agency System has strikingly different 
characteristics than anything the direct 
writer or quasi direct writer can use 
for servicing the public. Therefore, 
is important to exploit your differences 
rather than to adopt procedures which 
will only emphasize the false impressio" 
of similarity. ’ 

You are superior and have a superior 
product backed by superior service. vere 
tainly it seems inadvisable to equate 
yourselves with procedures which co! 
fuse and distort and dull the sharp dit. 
ferences between your products an 


service and the ones offered by others 


Adoption of continuous policies an 
direct billing will correct or alleviate 
little or nothing. 











1955 


lling 
fficials 
Group 
lelphia 
were 
nd in- 
cross 
ducers, 
discuss 
; they 
| lines 
yement 
of its 
ans in 
i: 
acted 
mpany 
ing. 


ion of 
1in on 
A has 
as a 
ion of 
agent, 
trouble 
f fact, 
gle of 
$ poli- 
gainst, 
nly by 
1 other 
O save 
) busi- 
, some 
to this 


jecting 
ey will 
ny and 
ry im- 
f mid- 
fortu- 
of the 
cal for 
rm_ his 
pproxi- 
lly and 


possi- 
surance 
the in- 
) emer- 
such a 
be cer- 
esently 


t there 
ympeti- 
er and 
n con- 
welling 
1 min- 
ns, but 
us. 


n 


ind de- 
on, we 
n. How 
so. that 
Ameri- 
ditional 
of the 


e agent 
ited to 
lic with 
s. Said 
as been 
ompeti- 
. a fep- 


merican 
ifferent 
> direct 
an use 
fore, it 
erences 
q which 
yression 


superior 


es and 
alleviate 





March 4, 1955 










a 


THE EASTERN 
UNDERWRITER 







Page 35 

















Hanover, Fulton, Show 
Increases for 1954 


SURPLUS AND INCOME HIGHER 








Small Drop in Premiums Due to De- 
clining Income From Pools; Little 
Change in Direct Production 





Combined net investment income of 
the Hanover Fire of New York and the 
Fulton Fire was $1,397,867, an increase 
of $99,398 in 1954. The Hanover’s sur- 
plus, including voluntary reserve, at 
market value was $19,171,892, an in- 
crease of $5,319,250. The Fulton’s sur- 
plus at market value was $2,172,724, an 
increase of $643,085. 

Premium income in 1954 was $25,296,- 
352, a decrease of $427,134 or 1.66%. This 
reduction in premiums was due almost 
entirely to declining income reported 
through pools in which the company is 
interested. There was only a slight de- 
cline in direct production. 

Premiums earned were $25,758,520, an 
increase of $119,163 or 48% in 1954. 
Unearned premium decrease $462,168 or 
1.99%. The ratio of losses and loss ex- 
penses incurred to premiums earned was 
37.17%. The ratio of general expenses 
(excluding Federal income tax) to pre- 
miums earned was 43.81%. 

The directors recommended on Feb- 
ruary 15 increasing the capital funds by 
offering to stockholders the right to 
purchase 100,000 new shares. 





State Farm F. & C. Had 


$12,086,000 in Premiums 

A new high mark of $12,086,000 in 
direct premiums written .was_ set in 
1954 by State Farm Fire and Casualty 
Company, its annual statement shows. 
This is 18.8% more than in 1953, a 
gain of $1,911,000. 

Fire and extended coverage premiums 
totaled $10,949,000, augmented by $1,- 
124,000 of hail insurance business. State 
Farm Fire and Casualty Co. of Bloom- 
ington, Ill., is an affiliate of State Farm 
Mutual Automobile. It was founded in 
1935. State Farm Mutual’ owns all of 
the fire company’s stock. 

After reinsurance, earned premiums 
for the year were $5,811,000. Under- 
writing showed a loss in 1954 of $158,- 
000, after the addition of $1,921,000 to 
unearned premiums. Fire business was 
profitable, but hail and extended cover- 
age were not. 

Investment gains of $224,000 more 
than offset the loss from underwriting. 
With other gains, the surplus to protect 
policyholders increased by $156,000 ‘to 
$3,946,000 at year-end, including capital 
of $1,500,000. Assets stand at $12,355,- 
000, up $2,341,000 over the 1953 figure. 





Albany Women Meet 


The regular monthly meeting of the 
Insurance Women of Albany, N. Y., 
was held February 24 in Jack’s Restaur- 
ant. Harriet Vacheron, the club’s presi- 
dent, was in charge. 

A special program was observed in 
honor of the Federation of New York 
Insurance Women’s Clubs, of which 
the Albany group is a member. Anna 
Waugh, a past president of the Federa- 
tion, give a resume of the history of 
the Federation. Two other past presi- 
dents, Edna Curtis and Hannah Jaffe, 
also had a special part in the program 
which was under the direction of Rose 
Blase, Federation councillor. 

A_gracious tribute was paid to Luella 
I. Goodridge, founder and first presi- 
dent of the Albany Women. Miss 
Goodridge had the honor of being the 
first president of the Federation when 
it was organized some 15 years ago. 

The evening’s program was closed 
by Rose Kessler who took charge of 
a white elephant auction for the benefit 
of the club’s projects. 


Hanover Files Registration 


Covering New Stock Offer 


The Hanover Fire of New York has 
filed a registration statement with the 
Securities and Exchange Commission 
covering a proposed offering to stock- 
holders of 100,000 shares of capital stock. 
Holders will be entitled to subscribe to 
one new share for each four shares held. 
The offering is expected to be made dur- 
ing the period March 16 through April 
4 and is to be underwritten by a group 
headed by The First Boston Corporation 
and R. W. Pressprich & Co. 

Proceeds of the offering will be added 


BEDELL PHOENIX SPECIAL 

The Phoenix of London Group has 
appointed. Richard J. Bedell as special 
agent in Ohio under direction of Boyd 
D. Bonar, manager of the group offices 
at Second National Bank Building, 
Akron. Mr. Bedell attended John Car- 
roll University where he attained his 
B.S.S. degree. Prior to his employment 
with the Phoenix of London Group 
he was with the Ohio Inspection Bureau. 





to the general funds of the company to 
enable it to expand its business, par- 
ticularly in the writing of casualty and 
multiple-line policies. 


TURNER VICE PRESIDENT 

The New Hampshire Fire has ad- 
vanced Secretary Edward P. Turner, Jr. 
to a vice president. John R. Oakes, gen- 
eral adjuster, has been elected assistant 
secretary. 
JORDAN SPECIAL FOR PHOENIX 

The Phoenix of London Group has 
named Donald R. Jordan special agent 
in Alabama under direction of Marion 
E. Bleakley, manager of the group of- 
fices at Atlanta. Mr. Jordan attended 


Howard College where he majored in 
3usiness Administration. 
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heir home communities 


because they find, from experience, that 


these qualified agents provide “more for 


your money”... all the way down the line. 
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Save money— get 
sound protection—through ‘an 
over-all insurance program. 
See your local agent 


or broker. 
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Upholds States on 
Marine Contracts 


NO FEDERAL ADMIRALTY RULE 





Supreme Court Reverses Lower Decision 
on Fireman’s Fund Houseboat 
Loss in Texas 





Washington—The Supreme Court in a 
decision Monday reversed the lower 
court in upholding the right of a state 
to regulate the terms and conditions of 
marine insurance contracts and denying 
the district court’s position that such 
contracts were subject to Federal ad- 
miralty law in a case’ involving the 
Fireman’s Fund Insurance Co. 

Opinion by Justice Black 

The ruling was spelled out in a far- 
reaching opinion by Justice Hugo Black, 
in a case involving the liability of an 
ieomente carrier when the policyholder 
violates the printed policy terms or 
“warranties” in his contract. 

The decision turned on two “crucial 
questions”—(1) Is there a judicially es- 
tablished Federal admiralty rule govern- 
ing these warranties? (2) If not, should 
the Supreme Court fashion one ? 

A five-man majority came up with a 
sharp “no” to both these questions. In 
a lengthy dissent, Justices Stanley Reed 
and Harold Burton held that the court 
should take on the job of writing a uni- 
form rule for marine insurance contract 
warranties rather than leave the formu- 
lation of such rules to the states. 

Justice Felix Frankfurter went along 
with majority in the case, but refused 
to go along on writing a broad rule set- 
tling the question of jurisdiction over 
the marine insurance field. “In rejecting 
addication of all responsibility by this 
court for uniformities in marine insur- 
ance and its complete surrender to the 
states,” he declared, “one is not required 
to embrace another absolute, complete 
absorption by this court of the field of 
marine insurance and entire exclusion of 
the states.” 


Background of the Case 


The case involved the destruction by 
fire of a small houseboat, the “Wan- 
derer,” insured in their own name by 
three Denison, Tex., merchants named 
Wilburn with the Fireman’s Fund In- 
surance Co. The owners, without writ- 
ten consent of the company, later trans- 
ferred title of the boat to their own 
wholly-owned corporation, the Wilburn 
Boat Co., which put it into commercial 
passenger service on nearby Lake Tex- 
oma, bordering Texas and Oklahoma. 

The company refused to pay off on 
the loss on the ground that the Wil- 
burns had breached policy warranties 
requiring the insurer’s consent before 
the vessel could be sold or chartered 
or used for anything but private pleas- 
ure purposes. 

The Wilburns sought relief in the 
Fedesal District Court, relying on a 
Texas statute absolving the insured of 
breaching provisions of a fire insurance 
policy unless the breach contributes to 
the loss. The “Wanderer” burned while 
moored on the lake. 

The court, however, refused to recog- 
nize the Texas law, holding, instead, that 
since a marine policy is a maritime con- 
tract, Federal Admiralty Law—not State 
law—governed. It went further and 
found that there is an established ad- 
miralty rule which requires literal ful- 
fillment of every policy warranty. Under 
the rule, it declared, any breach bars 
recovery, even though a loss would have 
occurred had the warranty been carried 
out to the letter. 

The district court entered judgment 
for the insurance company. Its ruling 
was affirmed by the Federal Court of 
Appeals which found “it is settled doc- 





Louis B. Pate Reelected 
Cargo Bureau President 





LOUIS B: PATE 


The fourth annual meeting of National 
Cargo son ag Inc., was held on Tues- 
day, March 1, at 99 John Street, New 
York City. 

Louis B. Pate, vice president of Seas 
Shipping Co., was reelected president of 
the cargo-loading inspection bureau and 
presided over the meeting. It was re- 


ported that the Bureau made 28,000 
inspections during 1954 at all United 
States ports. In connection with the 


Bureau’s advisory services to the Coast 
Guard and the shipping industry regard- 
ing regulations of stowage of hazardous 
goods, Mr. Pate reported that: “The 
usefulness of National Cargo Bureau has 
been demonstrated in many ways during 
the past year. The members as well as 
the shipping industry, the American 
marine insurance market and the Gov- 





trine that a marine contract of insurance 
is “derived from” and is “governed by” 
and is a “part of” the general maritime 
law of the world. 





SILAS R. FRANZ CO. 


Insurance Inspections and Investigations 
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C. H. Johnson Urges Reforms in 
British Marine Insurance Market 


At the annual meeting of the Liver- 
pool Underwriters Association recently, 
C. H. Johnson, chairman of the organi- 
zation, urged material changes in mar- 
ket methods saying that excessive com- 
petition and rate cutting was making 
the business unprofitable. 

“T believe that if each section of our 
business could be costed as are manu- 
factured goods, we would find that large 
sections of hull and cargo business are 
not paying,” Mr. Johnson said. He 
blamed underwriters for seeking to en- 
large their accounts heedless of the 
quality of the business they take on, 
brokers for paying too much regard to 
keeping or enlarging their accounts, and 
the market generally for a readiness to 
“sink to the level of bazaar trading.” 

Mr. Johnson said the first necessity 





ernment can derive satisfaction from 
the excellent results of the Bureau. It 
is hoped that the Bureau can be of even 
greater service in the years ahead.” 

The directors also reelected Owen E. 
Barker, president of Appleton & Cox, 
Inc., as first vice president of the Bu- 
reau, and Richard W. Berry, assistant 
to the vice president of United Fruit 
Co., as treasurer. Carl E. McDowell was 
reelected executive vice president, and 
J. A. Cerina as secretary. 

The following directors were elected 
for a three-year term: George Inselman, 
E. A. Kratovil, M. M. Pease, R. F. 
Rader, J. Sinclair and Rear Admiral G. 
Wauchope. 





ZANESVILLE INCORPORATION 

Incorporation papers have been issued 
to the Frazier & Frazier Insurance 
Agency of Zanesville. The incorporators 
are O. B. and Julia M. Frazier and Jay 
B. Zeller. 








was leadership and the second a “united 
front on the part of market leaders— 
both company and Lloyd’s—coupled with 
the withdrawal of certain reinsurance 
facilities.” He advocated specifically that 
no cargo account should be renewed at 
the same rate if, excluding war risk 
losses and marine total losses, it had 
not shown a profit over the past two or 
three years; and that no underwriter 
should quote for new business without 
the names of the holding underwriters 
and the past results. 

Johnson wants pooled informa- 
tion on market experience. He admitted 
that some underwriters are opposed to 
pooling their knowledge, but said pres- 
ent trends demanded a new approach. 
So far underwriting comment on these 
proposals seems rather widely divided. 





Sabin Asst. Secretary of 
NAUA at Chicago Office 


The National Automobile Underwriters 
Association has named Fred H. Sabin 
as assistant branch secretary. He will 
be associated with Branch Secretary Fry 
and Assistant Branch Secretary Japenga 
in the Chicago office. 

Mr. Sabin in 1931 became special agent 
in Minnesota for the National Union and 
in 1935 joined the American Insurance 
Co. as a special agent in Indiana. He 
then was made state agent in Nebraska 
and progressed through various execu- 
tive positions with the Western depart- 
ment of the American, becoming assis- 
tant manager‘in 1952. Since 1953 he has 
been vice president of the Great North- 
ern Insurance Co. 





MO. RIVER OPENS IN APRIL 


The 1955 navigation season on the 
Missouri River can open in the first 
week of April on the assurance of an 
adequate channel flow of water from the 
upstream reservoirs, it was —* 
at St. Louis, by Brigadier General W. | 
Potter, Missouri River division of the 
U. S. Corps of Engineers, Department 
of the Army. All barge lines and indi- 
vidual barge operators interested in 
Missouri River shipping are being noti- 
fied by the division engineer that water 
releases from the Fort Randall Reser- 
voir in South Dakota will be increased 
gradually in the latter part of March, 
so that the required navigation season 
flow levels aL be reached at Sioux City, 
la., by April 1 





TEXAS SPECIAL AGENT NAMED 


George H. McKinney has been ap- 
pointed special agent for the H. G. Rein- 
hackel and Son General Agency, Austin, 
Texas, for southwest Texas and will 
have his office in Travis Building, San 
Antonio. 





TOLEDO AGENCIES INCORPORATE 


The North West Ohio Insurance 
Agency of Toledo has been incorporated 
by B. Spohn, M. J. Henninger and K. B. 
Clay. The Seaway Insurance Service of 
Toledo has also been incorporated by 
Lawrence G. Bell, Jr., Edward J. Andel- 
man and Stanley K. Levison. 
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Rutherford Retires 
From Hartford A. & I. 


MORE THAN 40 YEARS WITH CO. 





Career of Outstanding Accomplishment; 
Served 16 Years as President; Leaves 
Post as Board Chairman 





Paul Rutherford, long a prominent fig- 
ure among casualty insurance and bond- 
ing executives of the country, retired 
February 24 as an official of the Hartford 
Accident & Indemnity Co. after more 
than four decades of association with 





PAUL RUTHERFORD 


that organization. Mr. Rutherford was 
president of the company from 1937 un- 
til his election as chairman of its board 
of directors in June, 1953. 

From the inception of. his connection 
with the Hartford Accident, which be- 
gan in 1914, Mr. Rutherford’s record was 
marked by outstanding accomplishment 
in a succession of increasingly impor- 
tant executive assignments leading to 
his election to the presidency in Feb- 
ruary, 1937. Throughout the 16 vears 
of his administration as its chief ex- 
ecutive, the company made notable prog- 
ress in all phases of its operations to 
gain a place in the front rank among 
the nation’s largest casualty insurance 
and bonding companies. 


Began Career With U.S.F. & G. 


Mr. Rutherford, a native of Baltimore, 
entered the insurance and bonding busi- 
ness in that city with the United States 
Fidelity & Guaranty Co. Subsequently 
he was connected with the home office 
of the American Bonding Co. and as 
Baltimore manager of the American 
Surety Co. In 1911 he took the position 
of St. Louis manager of the Fidelity & 
Deposit Co, with supervision of its op- 
erations in Missouri and southern Illi- 
nois. His record in that capacity was 
so noteworthy that it attracted the at- 
tention of the management of the Hart- 
ford Accident & Indemnity Co., which 
had begun business in 1913 and was pre- 
paring to establish itself in the impor- 
tant New York City market. To head up 
this undertaking, a man of proven 
qualifications and accomplishments was 
needed. Mr. Rutherford was offered the 
opportunity. He accepted the challeng- 
ing task and was appointed manager at 
a4 York for the Hartford Accident in 

Demonstrating the driving vigor and 
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APPOINT B. L. HINES, JR. 





Made Assistant to N. M. Woods of 
C. & S. Assn.; Formerly With 
National Surety and Aetna C. & S. 
Announcement of the appointment of 
Bernard L. Hines, Jr., as an assistant to 
N. Morgan Woods, manager of the 
claims bureau of the Association of 
Casualty & Surety Companies, has been 
made by J. Dewey Dorsett, general 

manager. 

Mr. Hines was formerly with National 
Surety Corp., where he headed the home 
office casualty claim suit division. Pre- 
viously he had served with the Aetna 
Casualty & Surety Co. as a claims su- 
pervisor in the metropolitan New York 
casualty claim department. 

A graduate of St. John’s University 
and Fordham University Law School, 
Mr. Hines is a member of the American 
Bar Association, the Bronx County Bar 
Association and the New York County 
Lawyers Association. He is admitted to 
practice before the New York Bar and 
the United States District Court for the 
southern district of New York. 

As a member of the Claims Bureau’s 
staff, Mr. Hines will fill the post for- 
merly held by Ralph G. McCallum, who 
is now general manager of the National 
Association of Independent Insurance 
Adjusters, 





Kloppenburg New England 
Resident V.P. for Standard 


Victor L. Kloppenburg, manager at 
the New England branch of Standard 
Accident, Detroit, and _ its affiliate, 
Planet, has been made resident vice 
president for the companies’ at that 
office. He is a veteran of 31 years of 
service with the companies, 21 years of 
which have been spent at the New 
England office at Boston. 

Mr. Kloppenburg joined Standard Ac- 
cident in 1924 as a member of a Stand- 
ard training class at the home office. On 
completion of this training he was as- 
signed to the home office bonding de- 
partment as a contract bond under- 
writer. In 1929 he was made manager 
of the bond department at the Cleve- 
land office and five years later he went 
to the New England branch in a similar 
capacity. He was made manager of the 
New England branch in 1947. 





SASK. RATE REDUCTION 

The Saskatchewan Government has 
reduced the price of its supplementary 
car insurance, an optional extra which 
raises coverage of the province’s com- 
pulsory car insurance scheme. This non- 
compulsory policy previously sold for 
$25 but is now at $22. The new rates 
for both compulsory and package poli- 
cies are effective March 1 


Safety Congress Set 
For April 11-15 in N. Y. 


MARKS 25TH ANNUAL GATHERING 


Many Insurance People on Program 
wane ns by Greater N. Y. Safety 
71 


ating Agencies 








Eleven thousand safety experts from 
all over the nation will gather in New 
York for five days of conferences, start- 
ing April 11, aimed at reducing this 
country’s annual accident toll of 95,000 
lives, nearly 10,000,000 disabling injuries 
and an economic loss of close to $9,000,- 
000,000. 

New York’s 25th annual Safety Con- 
vention & Exposition will be held in the 
Hotel Statler under the sponsorship of 
the Greater New York Safety Council 
and 71 cooperating agencies, among 
which are the Army, Navy, Atomic En- 
ergy Commission, Red Cross, the City 
administration, and business, civic, gov- 
ernment and professional groups. H. 
Williams, American Mutual Li ability 
Insurance Co., and W. C. Crager, Royal- 
Liverpool Insurance Group, are serving 
as vice chairmen of the executive com- 
mittee for the five-day program. Harry 
W. Beyerman, Employers Mutual Lia- 
bility, and Arthur F. Fuller, Century In- 
demnity, are serving respectively as 
chairman and associate chairman of the 
arrangements committee. 


Greater Safety Week 


There will be 58 meetings, covering al- 
most all fields of traffic, home, industrial, 
school and public safety. There will be 
more than 200 addresses by Federal offi- 
cials, scientists, local law enforcement 
officials, safety engineers, educators and 
industrial executives. In observance of 
the silver anniversary safety convention, 
New York City will officially observe 
“Greater Safety Week” in welcome to 
the accident prevention workers and to 
emphasize individual responsibility in 
avoiding accidents. 

In conjunction with the convention the 
Safety Council will hold an exposition 
of the latest developments in safety de- 
vices, demonstrations of psycho-physical 
tests for motorists and other aids to 
accident reduction. There will be 150 
— topping the previous record of 


Insurance Men Participating 


There will be a host of insurance men 
taking part in the safety convention 
and exposition. The following will take 
part: 

E. R. Curtis, traffic court consultant, 
insurance industry committee on motor 
vehicle accidents, New York City (Traf- 
fic Court School) ; F. O. Olson, assistant 
supervising engineer, Travelers (Engi- 
neering - Re- engineering) ; A. V. Thoren, 
assistant supervising engineer, Travelers 
(Elevator) with W. J. Hyland, safety 
engineer, Travelers, as the arranger for 
this discussion period; D. C. Whytock, 
safety engineer, Atlantic Mutual Insur- 
ance Co., J. V. Grimaldi, assistant mana- 
ger, accident prevention department, As- 
sociation of Casualty & Surety Cos., and 
C. F. Olander, engineering supervisor, 
American - Associated Insurance Cos. 
(“Make It Yourself”). 

G. W. Bowen, New York division, in- 
dustrial engineer, Liberty Mutual (Mod- 
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education and experience. 





OPPORTUNITIES FOR CASUALTY 
UNDERWRITERS AND SPECIAL AGENTS 


General Fire And Casualty Company has opportunities for out- 
standing young men in capacity of underwriters and special 
agents. Ages 28 to 40. Top salaries, incentive plans in effect. 
Openings in New York, Newark, Philadelphia, Chicago. Reply to 
Personnel Dept., 1790 Broadway, New York 19, stating age, 








Richardson Says Comp. 
Gained Steadily in 54 


REPORTS TO NATIONAL COUNCIL 





Cites Acceptance of Rate Filings; Ex- 
peditious Handling of Increased Vol- 
ume; Modest Underwriting Profit 





General Manager Harry F. Richardson 
of the National Council on Compensa- 
tion Insurance in his report to the an- 
nual meeting held in New York, March 
3, stated “that insofar as workmen’s 
compensation insurance is concerned, 
1954 was a year of substantial, yet un- 
ostentatious, accomplishment. It was a 
year when the State Insurance Depart- 
ments have generally accepted our rate 
filings; a year when our interstate and 
administrative offices have handled the 
increased volume of rating work with 
greater expedition; a year when the 
new policy form was __ successfully 
launched; and, best of all, a year when 
loss ratios permitted a modest under- 
writing profit in this line of insurance— 
which now exceeds $1,000,000,000 in pre- 
mium.” 


Premium Volume Is Leveling Off 


Mr. Richardson further noted that 
premium volume is leveling off saying : 
“Whereas the aggregate premium of our 
members and subscribers increased 17% 
in 1951, 13.5% in 1952, and 12% in 1953, 
current figures indicate that premiums 
for 1954 may not exceed the 1953 coun- 
trywide figure of $1,073,450,000. We 
therefore must conclude that much of 
the improvement in our underwriting 
experience has been due to reduced ac- 
cident frequencies—a trend that numer- 
ous sources have shown to be favorable 
for the past few years.” 

Commenting on the rate filing pro- 
gram for 1954 Mr. Richardson further 
stated: “We came down to the end of 
the year without single rate revision 
pending. In all but two states in w hich 
the National Council participated in the 
development and defense of the pro- 
posed rates, they were approved ‘as 
filed’; and in those two cases the only 
differences involved the question of the 
amount of the profit and contingency 
factor and the amount of the ‘offset’ for 
income from the expense constant. 

“In only one state do we have an ef- 
fective date on either December 31 or 
January 1. In all other states we have 
been successful in fixing an effective 
date that does not coincide with this 
critical period.” 


Expense Premiums in Comp. Rates 


An important feature of the annual 
report, Mr. Richardson stated, is a com- 
plete section on the expense provisions 
in workmen’s compensation rates. A 
“pie” chart shows the breakdown of the 
net rate of stock—non- -participation 
companies and indicates that 74.1% of 
the premium goes for the direct benefit 
of the employer and his employes. Com- 
pany operating expense is shown to be 
6.4%, profit and contingencies 2.5%, 
commissions, brokerage and field super- 
vision 14.5% and state taxes 2.5%. 

In his treatment of expenses, Mr. 
Richardson also set out two charts show- 
ing the very close correlation through 
the years of the growth in premium and 
the growth in expenses. Of particular 
interest was the demonstration of the 
lag of expense increase when premium 
volume grew rapidly and the subsequent 
catch up of expenses. 


Slight Modification Required 


The inclusion of claim adjustment ex- 
pense wtih losses, a new development 
for workmen’s compensation although 
currently in effect for automobile and 
other liability lines, has required a 
slight modification in the method of cal- 
culating the rate level adjustment factor. 
Mr. Richardson explained that the cal- 
endar year data entering into the factor 
would now be given equal weight with 
the policy year data. 

The report also features an explana- 
tion of the new wage distribution table 
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Allstate Claims Rank 
Of Largest Auto Co. 


1954 





TOPPED  $207,000,000 IN 





President Fentress Advises Directors of 
New Highs in Assets and Number of 
Policyholders Reached Last Year 





Calvin Fentress, Jr., president of All- 
state Insurance Co., has announced that 
the company enjoyed a record-breaking 
year during 1954. He declared that the 
company has become “the world’s largest 
writer of automobile insurance.” Direct 
written automobile premiums for 1954, 
the company’s 24th year of business, to- 
taled $207,336,000. 

“First position in the automobile in- 
surance market was attained by the AIl- 
state notwithstanding the fact that its 
rates during 1954, as in all previous 
years, were considerably below those of 
National Bureau companies,” Mr. Fen- 
tress stated. New highs in assets and 
number of policyholders were also 
reached by Allstate Insurance Co. and 
Allstate Fire Insurance Co., Mr. Fen- 
tress told the board of directors at the 
annual meeting at the home office in 
Skokie, II. 

He continued: “Direct written pre- 
mium volume of the companies in 1954 
was $209,473,000, an increase of $35,572,- 
000, or 21%, over 1953. Assets at the 
end of the year were $267,379,000, up 
$72,823,000, or 37%. Policyholders in- 
creased 26.4% to 2,841,000, and policy- 
holders’ surplus,” Mr. Fentress said, “in- 
creased $23,589,000, to reach a new high 
of $55,674,000. Income before taxes rose 
to $27,679,000, after dividends to policy- 
holders, while Federal income taxes 
amounted to $11,865,000. 

“The ratio of losses and adjustment 
expenses to premiums earned decreased 
from 62.1% in 1953 to 59.6% for 1954. 
In keeping with the substantial increase 
in premium volume, the company in- 
creased its reserve for losses 41% from 
$56,462,000 to $79,585,000. The ratio of 
underwriting expense to premiums writ- 
ten went from 25.7% for 1953 to 26.4% 
for 1954. 


Banner Year in Sales, Underwriting 


“Allstate liad a banner year in 1954 
in both sales and underwriting results,” 
Mr. Fentress pointed out. “It was our 
23rd year of consecutive sales increases. 
The growth in the volume of business 
was such that three new branch offices 
and 16 additional claim service offices 
were established during 1954, making a 
total of 26 branches and 122 claim serv- 
ice offices to serve Allstate policyholders 
throughout the United States and Can- 
ada. 

“The total employe force now numbers 
9,200, and there are more than 2,100 li- 
censed agents who sell Allstate insur- 
ance.” 

Reviewing Allstate’s entry into the 
residential fire insurance field in 1954, 
Mr. Fentress said, “the company is now 
writing fire insurance at reduced rates 
in 29 states. Steady progress is being 
made in introducing this line in addi- 
tional states, and the company plans to 
be writing fire insurance in all states by 
the end of 1955. 

“Last year saw Allstate enlarge its 
program of recognizing the value of 
driver training in the high school,” Mr. 
Fenfress continued. “Our college grant 
program, providing funds for the train- 
ing of high school driving instructors, 
was extended to 22 colleges. We will 
continue these grants for 1955 and in- 
crease the number of colleges to 25.” 

He pointed out: “Since the beginning 
of 1955 Allstate has been allowing re- 
duced rates on automobile insurance for 
women drivers under 25 years of age. 
These lower rates are now in effect’ in 
39 states and the District of Columbia. 
We believe the driving habits of young 
women are safer than those of young 
men. 

“We also allow premium discounts up 
to 15% to young men who have success- 
fully completed approved high school 
driver training programs,” Mr, Fentress 
continued. “We are confident that the 


Zurich-American Cos. 
Add New Auto Cover 


DEATH AND TOTAL DISABILITY 





Available to Insured and Spouse; Death 
Has $5,000 - $10,000 Max.; No Time 
Limit on Total Disability 





Automobile death and total disability 
indemnity coverages are now being writ- 
ten by the Zurich - American Insurance 
Companies in conjunction with their 
automobile liability policies. The new 
coverages, available to the named in- 
sured and spouse, have already been 
approved in 30 states and the District 
of Columbia. 

Benefits are paid in the event of 
death or total disability resulting from 
an accident while in or upon, entering 
or alighting from an automobile (includ- 
ing bus, taxi, or truck), or through be- 
ing struck by an automobile. Protection 
is provided regardless of who is to blame 
for the accident, and applies anywhere 


in the United States, its territories or 
possessions, and Canada. 


Annual Premiums of $2 to $4 
Per Insured 


Death indemnity coverage may be 
purchased in principal sums of $5,000 
to $10,000 for annual premiums of $2 to 
$4 per insured; total disability coverage, 
with no time limit, may be purchased in 
weekly indemnity amounts of $25 to $50 
for annual premiums of $3 to $6 per 
insured. The total disability and death 
indemnity coverages may be purchased 
in various combinations, or the death 
indemnity coverage may be purchased 
alone, but the total disability coverage 
is not available without the’ death in- 
demnity coverage. 

To purchase the total disability cov- 
erage (1) the named insured must earn 
a regular weekly income, and (2) the 
amount of weekly indemnity selected, 
plus. weekly indemnity under all other 
personal accident insurance carried, may 
not exceed 24 of his average weekly 
earnings during the past 12° months. 

The named insured’s wife may pur- 
chase the death benefit alone; or she 
may also purchase the weekly total 
disability coverage if she earns the 
required regular weekly income away 
from home. y 

The new coverages are now being 
written in: Ala, Ariz, Ark. Calif., 
Conn., Del. D.of C., Ga., Idaho, Ky., 
Me. Md., Mich., Miss., Mont., Neb, 
Nev., N.H., N.M., N. Y., N. Dak., Ore., 
RI, S.C, S.Dak.; Tenn:;° Utah; -Vt., 
Wash., Wis., and Wyo. 





driver training program will improve the 
record of young men drivers in general. 
We will watch results for their effect 
on future rate changes. 


Canadian Growth Continuing 


“Allstate is continuing its growth in 
Canada which started when we first be- 
gan our Canadian operation in April of 
1953. At the end of our first full year 
of operation in the provinces we ‘had 
written approximately $1,500,000 in ‘pre- 
miums. Nine months later, by the end 
of 1954, we had 51,500 Canadian policy- 
holders with premiums in excess of 
$3,000,000. We look forward optimisti- 
cally to the continued development of 
our Canadian business.” 

Mr. Fentress predicted increased com- 
petition in the industry during 1955, but 
said that Allstate plans to continue a 
steady rate of growth. 

“Allstate is now entering its 25th year 


with a history of almost unparalleled’ 


growth in the industry,” he said. “We 
began in 1931 in a one-room office’ with 
a staff.of 20. We now have a staff of 
nearly 10,000 and have - become: the 
largest writer of automobile insurance. 
I am confident that we have the know- 
how and the facilities to maintain this 
position of leadership.” 


Federal Ins. Co. Soared 
To New Highs in 1954 

HURRICANES TAKE MINOR TOLL 

Reports Admitted Assets of $148,349,000; 


$6,301,000 Combined Underwriting-In- 
vestment Income; Financially Strong 








Federal Insurance Co., including its 
wholly-owned subsidiary, Vigilant Insur- 
ance Co., reports an underwriting profit 
for the year 1954 of $3,609,000 after Fed- 
eral income tax, as compared with $2,- 
303,000 in 1953. Net investment income 
after Federal income tax increased from 
$2,403,000 to $2,692,000, exclusive of capi- 
tal gains. 

After Federal income taxes, the com- 
pany reports a combined underwriting 
income and net investment income in 
1954 of $6,301,000, compared with #,- 
661,000 the previous year. These earn- 
ings were equal to $2.33 per share in 
1954 versus $1.73 in 1953 on 2,700,000 
shares outstanding each year. 

Hendon Chubb, chairman of the board, 
and Percy Chubb, president, in their let- 
ter to stockholders included in the an- 
nual report, explained that the impact 
of the three eastern seaboard hurricanes 
on the company was minor because of 
various types of reinsurance. They 
pointed out that after reinsurance and 
after savings in Federal income taxes, 
the impact from the hurricanes on the 
company was only slightly in excess of 


$350,000. 
Substantial Increase in Assets 


The annual report shows that the com- 
pany’s total admitted assets reached a 
new high at $148,349,000, which was 
$17,839,000 over the figure at the end of 
1953. Of this increase, $11,649,000 arose 
from unrealized appreciation of invest- 
ments. 

The company continues to be in a 
strong financial condition, with surplus 
to policyholders of $77,386,000, as against 
$70,963,000 of liabilities other than capi- 
tal funds. Surplus to policyholders was 
equal to $28.66 at the year-end, as 
against $22.83 at the end of 1953. 

The company’s ratio of losses incurred 
to net premiums earned was 46.5% in 
1954, and the ratio of underwriting ex- 
penses and taxes, other than Federal in- 
come tax, to net premiums written was 
38.1%. Comparable ratios for 1953 were 
50.5% and 30.7%. ‘ 


CUMMING NEW BRANCH MGR. 





At Portland, Ore., Office of Fidelity & 
Deposit; Succeeds C. D. Porter 
Who Retired March 1 
Robert B. Cumming, assistant manager 
of the Portland, Ore. branch of the Fidel- 
ity & Deposit Co. and American Bond- 
ing, has been appointed successor to 
Clarence D. Porter as manager of that 
branch, following the latter’s retirement 

on March 1. 

Mr. Cumming joined the F.& D. and 
its affiliate in 1948, and served as a 
special agent in their Los Angeles branch 
before being transferred to the compa- 
nies’ Seattle office in 1952. He was ap- 
pointed a special agent in Portland in 
March, 1953, becoming assistant manager 
of that branch six months later. Mr. 
Cumming is a_ native of Hollywood, 
Cal., and a graduate of U.C.L.A. A 
Navy veteran of World War II, he holds 
a reserve commission of Lieut., j.g. 

A native Oregonian, Mr. Porter has 
spent 50 years in the bonding and insur- 
ance business in that state. He has been 
associated with the Portland branch of 
the F.&D. and its affiliate since 1920, 
serving as manager of that office for 
the past 35 years. Mr. Porter ‘has long 
been active in Portland civic and cultural 
affairs, and is a noted rose fancier and 
grower. His retirement is in acordance 
with provisions of the companies’ retire- 
ment program, 


Consider Southern 
Driver Edu. Program 


AT ANNUAL BREAKFAST MEET 





February 28 in New Orleans; Top 
Leaders Di Principal Short- 


comings in Curriculum 








More than 100 top educational leaders, 
most of them from the south and south- 
eastern states, met in New Orleans, 
February 28, for informal discussions ot 
the shortcomings and problems most 
frequently met with in southern schools’ 
driver education programs. 

In an hour-and-a-half long breakfast 
conference, sixth annual Southern Driver 
Education Breakfast Conference to be 
sponsored by the accident prevention 
department of the Association of Casu- 
alty & Surety Companies, school leaders 
and state officials from 17 states and the 
District of Columbia discussed ways and 
means for bringing southern schools’ 
driver education courses up to the stand- 
ards recommended by the National Con- 
ference on High School Driver Educa- 
tion in November, 1953. 


Principal Shortcomings in Courses 


Principal shortcomings in southern 
driver courses, according to Price E. 
Clark, education director of the Asso- 
ciation of Casualty & Surety Companies 
and chairman of this morning’s meeting, 
are the substandard number of schools 
offering driver courses, and the below 
average percentage of students enrolled, 
even in schools where the courses aré 
offered. Mr. Clark also pointed out that 
the average southern school provides 
less than the minimum number of hours 
of instruction recommended by the edu- 
cational leaders. 

Mr. Clark said the major cause of 
these shortcomings is the lack of ade- 
quate driver education teacher training 
facilities and the resulting shortage of 
trained teachers for the courses. 

Held in connection with the Southern 
Safety Conference, which started in New 
Orleans, February 27, and_ continued 
through March 1, the breakfast confer- 
ence met at the Jung Hotel. Represen- 
tatives from Ala. Ark., the D. of C, 
Fla. Ga, ts "Ry, a, Miss: (N.Y, 
NGO Gilda, S.1C;, Denn: wex:, “Va 
and W. Va. attended. 


National Bureau Members 

The National Bureau of Casualty Un- 
derwriters ‘has announced that the Porto 
Rican and American Insurance Co. of 
San Juan, Puerto Rico, was elected to 
membership effective March 1. The elec- 
tion of this company brings the mem- 
bership of the National Bureau to 155 
companies. 





EMPLOYERS CASUALTY DIVIDEND 
Stockholders Approve 20% Stock Divi- 
dend; Earned Premiums Increase 
$1,234,323 Over 1953 
Stockholders of Employers Casualty 
Co., Dallas, Tex., approved a 20% stock 
dividend, President A. F. Allen has an- 
nounced. Capital stock will be increased 
from $1,250,000 to $1,500,000 and_ out- 
standing shares raised from 125,000 to 
150,000. 
Employers Casualty and its companion 
firm Texas Employers Insurance Asso- 
ciation, are one of the largest casualty 
insurance organizations with home 

offices in the Southwest. 

Stockholders voted the stock dividend 
at their 35th annual meeting. They also 
heard Mr. Allen report further increases 
in business during 1954. : 

Earned premiums rose 8% over 1953, 
an increase of $1,234,323, Mr. Allen said. 
Written premiums totaled $17,006,119 on 
December 31. Surplus increased $815,824 
during 1954 to a total of $6,129,125. Divi- 
dends last year totaled $2 a share. | 

The company opened five new offices 
during 1954; it has 23 district offices 1n 
Texas and 12 offices outside the state, 
and is licensed in 26 other states. All 
officers and directors were reelected. 
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G. M. Quarnstrom Appointed 


Public Relations Director 





GORDON M. QUARNSTROM 


Gordon M. Quarnstrom has been ap- 
pointed to the staff of the public and 
industry relations department of Allstate 
Insurance Co. According to an an- 
nouncement by Albert F. Spottke, vice 
president in charge of public and indus- 
try relations, Mr. Quarnstrom will serve 
as director of the public relations di- 
vision. 

Mr. Quarnstrom previously had been 
director of public rélations of the Serv- 
ice Bureau, American Wood Preservers’ 
Association in Chicago. Prior to that, 
he had served for three years in Wash- 
ington, D. C., on the staffs of Senator 
Warren G. Magnuson and Congressman 
Don Magnuson. Included in his newspa- 
per experience are ten years as city 
editor of the Longview, Wash., Daily 
News. 





J. A. Swanson Made Special 
Agent of Hartford A. & I. 


John A. Swanson has been appointed 
a special agent in Connecticut by the 
Hartford Accident & Indemnity Com- 
pany. He will cover the Western sec- 
tion formerly handled by David J. 
Ahern of Hartford who was recently 
transferred to Barre, Vermont. 

Mr. Swanson has been with the Hart- 
ford Accident at the home office since 
June, 1952. For the past two years he 
has been an automobile underwriter in 
the agents’ service department. He com- 
pleted an intensive course in casualty 
insurance bonds recently at the com- 
pany’s training center in Hartford. 

A Bridgeport native, Mr. Swanson at- 
tended Fairfield schools, was graduated 
from the University of Bridgeport in 
1950 and received his master’s degree 
from the University in 1951. Following 
his graduation, he taught high school 
for one year in Manville, Wyonming. 





Traders & General End °54 


With $9,243,399 in Premiums 
The Traders & General of Dallas end- 
ed 1954 with assets of $10,084,390, an 
increase of $664,044 for the year, accord- 
ing to the annual report released’ by 
Edward C. Hilman, president. Premium 
Writings during the year were $9,243,399, 
‘with the major lines being automobile 
‘and workmen’s compensation. 
«All officers. and directors were re- 
elected at: the annual: meeting; with two 
‘being named to new: posts, as follows: 
Justin F, Button, assistant vice presi- 
dent and_assistant manager of the claim 
division, and Austin B. O'Dell, assistant 
vice president and manager of auto- 
mobile department. : 


Guarantee Co. of N. America 
Holds Stockholders’ Meeting 


The Guarantee Co. of North America 
held its annual general meeting of share- 
holders February 23 at the home office 
of the company at Montreal. There 
were present at the meeting, or repre- 
sented by proxy, 12,038 shares, which is 
93% of the 13,372 shares outstanding. 

Directors were reelected for the en- 
suing year and are as follows: Lt. Col. 
William Leggat, M.C.; Aubrey H. Elder, 
Q.C.; H. Millar Rawlings; Charles F. 
Sise; G. Blair Gordon; C. Gordon Cock- 
shutt; General Henry D. G. Crerar, 
ees, (GBi, [SO- GD: Harold - V. 
Gibert; Edward A. Nanton. 

At a subsequent meeting of the board 
of directors, the following officers were 
elected or appointed: president and man- 
aging director—H. Millar Rawlings; vice 
president—Aubrey H. Elder, Q.C.; vice 
president—Harold V. Gilbert; treasurer 
—William S. Coulter; secretary—Aubrey 
W. Goodman; assistant secretary—Ray- 
mond F. Forneri; assistant secretary— 
Gray H. Doble. 

Mr. Goodman’s post represents the 
only change in the officer appointments. 
He was formerly assistant secretary- 
treasurer of the company. 


F. & D. Reimburses Bank 
Three Hours After Robbery 


F. L. Barkley, president of the Colo- 
rado State Bank, of Denver, recently re- 
ceived complete reimbursement from in- 
surance company representatives three 
hours after his bank was robbed of 
$7,780 by a lone bandit. John R. Hick- 
isch, claims attorney for the Fidelity & 
Deposit Co., which insured the bank, 
and Tracy Heatwole, of the Insurance 
Agency of Colorado, presented the 
prompt payment. 

The robbery occurred shortly before 
noon on February 17, when an unidenti- 
fied man handed a woman teller a note 
in which he threatened to drop a bottle 
of nitro glycerine unless she gave him 
all her $20, $50 and $100 bills. Payment 
of the loss was made at 2:15 p.m. the 
same day. 

SEEK MINN. STATE COMP. FUND 

State fund workmen’s compensation 
insurance is the latest legislative proposal 
in Minnesota. A bill has been drafted 
along that line for introduction in the 
house with Rep. Joseph Prifrel, labor 
leader, the chief sponsor. He claims a 
state fund system would give better 
protection to the worker at lower cost. 


C. E. Johns Assumes Post 
As Head of Presidential 


C. E. Johns has formally assumed 
his post as president of Presidential 
Insurance Co., a new Florida casualty 
underwriting corporation he founded 
shortly before leaving the office of 
acting governor. 

Mr. Johns, who as president of the 
state Senate became acting governor 
in September, 1953, with the death of 
Gov. Dan McCarty, will represent 
Bradford and Union counties in the 
1955 Senate. 

His first act as president of the in- 
surance company, was to announce a 
new stock issue of 100,000 shares. He 
said the initial offering of 150,000 shares 
had been sold. 





HOSPITAL LIABILITY RATE RISE 
Charles F. Gold, Insurance Commis- 
sioner of North Carolina, has approved 
a 35% increase in hospital liability in- 
surance rates in that state. The in- 
crease, estimated to amount to $10,600 
annually, was based on loss experience 
in 20 states, including North Carolina. 


























« « 
66 e e 
Bigger income... 
more prestige” 
says Edward J. Lorenz of 
R.L. Cone Insurance Agency, Toledo, Ohio 
“1954 was a big year for me in 
life insurance sales. This meant a 
bigger income, more prestige 
among my clients. But if it weren’t 
for the Prudential man I doubt 
if I could have had such a banner 
year. His expert assistance was 
invaluable in my business 
insurance cases. Incidentally, 
even with this help from the 
Prudential man, J still got the fud/ 
commission on each sale.” 
| | 
TO: BROKERAGE SERVICE ¢ THE PRUDENTIAL, NEWARK 1, N. J. = 
l I want to know more about Prudential’s Life Department Plan and how it will make Life sales easier for me. 
| | 
| NAME 3 | 
] : | 
ADDRESS 23 * 
| x CIBRALTAR od 2 | 
| PHONE ae “y pd 3 | 
| “5 Ke uae "” | 
| THE PRUDENTIAL ‘<% : 
- shacsin r INS ° 
, INSURANCE COMPANY -OF. AMERICA: © s575~Prudcting the Family ~1935 es 
| LIFE INSL canen ° cia caemien . SICKNESS & ACCIDENT PROTECTION *®© GROUP INSURANCE ® GROUP PENSIONS | 
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Buffalo Ins. Co. Names 
Victor F. Ehre as V.P. 


IN CHARGE OF CASUALTY LINES 





Will Develop This Class of Business for 
88-Year Old N. Y. Fire Company; 
17 Years With Kemper Group 





Victor T. Ehre, well known in casualty 
insurance circles of Greater New York, 
has resigned from the Kemper Insurance 
Group to join the Buffalo Insurance Co. 


VICTOR T. EHRE 


as a vice president, effective March 1. 
In announcing his appointment Ottocara 
Weiss, chairman of the board of the 
Buffalo, said that Mr. Ehre will have 
the responsibility of developing complete 
casualty facilities for this 88-year old 
stock fire insurance company. 

Mr. Ehre joins the Buffalo with a 
sound background in underwriting, pro- 
duction and general management. Dur- 
ing his career of 17 years with the Kem- 
per Group he progressed through posts 
of special agent, district manager, pro- 
duction manager, metropolitan depart- 
ment manager and third vice president. 
Prior to that he was an underwriter for 
the Travelers. 

A native of Springfield, Mass., Mr. 
Ehre graduated from the Wharton 
School of Finance and Commerce at the 
University of Pennsylvania. During 
World War ,II he served aboard the 
U.S.S. Francis M. Robinson (DE220) in 
the north Atlantic and was released with 
the rank of lieutenant (s.g.). 

His affiliations include vestryman of 
All Saints Episcopal Church, Bayside, 
N. Y.; director of University of Penn- 
sylvania Club; Republican County com- 


mitteeman; past master of Bayside 
Lodge No. 999 F. & A.M.; district 
Deputy Grand Master of Ist Queens 


district; chairman of board of Insurance 
Square Club of New York; trustee of 
College Point Savings Bank; member of 
Uptown Club and Brookville Country 
Club. 

Mr. Ehre is married to Allison De- 
Wolfe, formerly of Greenfield, Mass., 
and they have two sons. They. presently 
reside at 29-25 214th Street, Bayside, 
N. Y 





Zurich-American Cos. Fete 
Long-Time Women Employes 


Thirty-three head office members of 
the Zurich-American Insurance Com- 
panies’ 25ers Club recently held their 
fourth annual dinner in Chicago. Mem- 
bership in the group is limited to women 


employes with company service records _ 


of 25 years of more, and the annual din- 
ner is the high light of a year-around 
program of social activities. , 

The combined service terms of the 
Chicago group represented a total of 
1,032 years, : 





Paul Rutherford Retires 


(Continued from Page 37) 


the superior ability which were to carry 
him to the company’s highest rank, Mr. 
Rutherford successfully met the rigorous 
tests of the intensely competitive New 
York situation. Within a remarkably 
short time he had the Hartford Accident 
as a major factor in the casualty and 
bonding field in the metropolitan area. 
This signal accomplishment was recog- 
nized with his election in 1925 as vice 
president in charge of the New York 


department, embracing metropolitan 
New York and northern New Jersey. 
Throughout the next nine years, Mr. 


Rutherford continued in that capacity, 
building a strong organization and de- 
veloping a large business volume in the 
territory under his supervision. 


Became Vice President and 
General Manager 


When in 1934 it became desirable to 
select a vice president and_ general 
manager for all company operations, Mr. 
Rutherford’s achievements made him the 
logical choice. Accordingly, in August 
of that vear he was transferred to the 
home office in Hartford to assume the 
large responsibilities of this key posi- 
tion. In February, 1936, he became a 


CALIF. HIGHWAY CONTRACT 

The California Department of Public 
Works has awarded a contract to the 
Guy F. Atkinson Co., Inc., Long Beach, 
Calif., a contract at a price of $1,520,049 
for the improvement of approximately 
two miles of highway in San Diego 
County, Calif. The work includes grad- 
ing and surfacing the road and the con- 
struction of two steel plate bridges and 
two concrete box girder bridges. Fidelity 
& Deposit Co. of Maryland is surety on 
the work. 





director of the company, and he was 
elected its president a year later. Since 
February, 1941, he has also been a di- 
rector of the parent organization of the 
Hartford Group, the Hartford Fire In- 
surance Co. 

In addition to the prestige associated 
with his status as a senior official of one 
of the most important companies in the 
casualty and surety business, the per- 
sonal qualities underlying Mr. Ruther- 
ford’s rise to high position made him a 
widely respected figure in the councils 
of the industry, where he wielded con- 
siderable influence for many years. 

While his business interests have been 
centered largely in insurance, he has 
had other outside activities and is also 
a member of several of the leading clubs. 





SEE 





Over a thousand can be seated com- 
fortably for meetings in the new 
auditorium, 72’ wide by 112’ long. 


For a banquet it accommodates 
860. The 42’ by 20’ stage is com- 
plete with orchestra pit and 
dressing rooms. 





Other various sized rooms are suitable for 


any type of dining or meeting arrangement. 


A theatre, with inclined floor, provides lounge-type seating for 400. Its stage, 34’ x 
16’, also has orchestra pit and dressing rooms — plus a wide CinemaScope screen. 
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WHITE SULPHUR SPRINGS, WEST VIRGINIA 


offices at: New York, 588 Fifth Ave., JU 6-5500 


¢ Boston, 73 Tremont St., LA 3-4497 « Chicago, 77 West Washington 
Street, RA 6-0625 ¢ Washington, D. C., Investment Bldg., RE 7-2642 





Goerlich Entertains 
Foreign Ins. Students 


OF SOCIETY’S SCHOOL OF INS. 


Gives Reception Feb. 26; Cites Vital 
Need of Industry Support in 
Employment of Students 








Acting as an ambassador of good will, 
Arthur Goerlich, executive vice president 
of the Insurance Society of New York, 
Inc., and dean of the School of Insur- 
ance, played host February 26 to a group 


of foreign students currently in-course 
at the school. The reception took place 
at Mr. Goerlich’s home in New York 
City. Students present were from Brazil, 
Venezuela, Dominican Republic, Philip- 
pines Islands, Norway and Egypt. 

The Society’s School of Insurance has 
gained an international reputation. In 
the past students have come from such 
countries as Thailand, India, China and 
Japan as well as from many European 
nations. Since the Communists gained 
control of the mainland, the influx of 
Chinese students has ceased. 

Dean Goerlich declared that the pres- 
ent enrollment of foreign students at the 
school could be easily doubled except 
for the problem of employment, once 
the students establish residence here. 
Such employment is needed, he pointed 
out, for two important reasons: “First, 
for the students’ financial security. Sec- 
ondly, because practical work in an in- 
surance office is necessary to ultilize the 
theory absorbed in classroom work.” 


Need for “Top Level” Decision 


As to the needed remedy for the situa- 
tion, Dean Goerlich feels that it must 
come from a “top level” decision on the 
part of the insurance industry. This is 
because no company employing a_for- 
eign student can expect a suitable fi- 
nancial return for such employment due 
to the limited period (usually one year) 
that the student remains in this country. 

However, Mr. Goerlich indicated that 
a return can be realized by the Ameri- 
can Insurance System in the following 
manner: (1) Companies with facilities 
abroad can find American-trained for- 
eign insurance men helpful to their busi- 
ness; (2) it can help spread American 
insurance principles throughout _ the 
world; (3) in countries where Commu- 
nistic and radical movements are seek- 
ing to gain control of free enterprise, 
it might mean the keeping of the insur- 
ance industry in private hands. 

From the point of the American way 
of life and insurance in general, it is 
desirable that insurance companies un- 
dertake this job, said Mr. Goerlich. It 
should be done on a broad basis, he 
explained, so that each company assumes 
its share of the necessary responsibility. 


Emil Fam 


Many ofthe foreign students at the 
School of Insurance have demonstrated 
a ‘great deal of initiative. Emil Fam, a 
student from Egypt and now employed 
with New York Life, was manager ol! 
the accident department of the Royal 
Exchange Assurance Co. in Cairo. He 
came to the United States a few years 
ago in search of suitable insurance train- 


Mr. Fam found such courses at the 
School of Insurance. However, at that 
particular time the school did not have 
recognition from the U. S. Department 
of Justice which is necessary for student 
visas and he was required to return to 
Egypt. This recognition was received 4 
short time later. Upon learning of this, 
Mr. Fam telephoned Goerlich from 
Cairo and returned here to enroll in the 
Society’s school. 

Some of the Society’s foreign students 
have already found work in the indus- 
try. Three Brazilian students—Orlando 
S. DaCosta, Ary Antinolfi and Germano 
Barreira—are employed with: William 
H. McGee Co., Inc., Carpinter & Baker 
Co., and Atlantic Mutual Insurance 
Carlos Salas from Venezuela is in the 
employ of American Surety Co. Marsh 
& McLennan has employed John Ivar- 
son, a Norwegian student. 
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Wm. Leslie, Jr. to Sueceed H. F. Richardson 


(Continued from Page 1) 


men and women within the companies; 
in the related rating organizations, and 
in the Insurance Departments. I have 
cherished—and always will—the fine 
friendships that have grown through the 
years of contact and cooperation. 

““T regret leaving all that the Na- 
tional Council—in its broadest sense— 
has meant to me: but you may be sure 
that it will always be close to my heart. 





Blackstone Studios 


H. F. RICHARDSON 


I regret leaving uncompleted many proj- 
ects and aspirations in which I have 
been keenly interested. But, on the 
other hand, I am proud of the organiza- 
tion that I shall pass on to my succes- 
sor. It is an organization of fine men 
and women—experienced, efficient and 
loyal. It has in its key positions, men of 
vigor, know-how, personality and of 
foresight; they represent a fine balance 
between enthusiasm and experience. “I 
have no fear for the future of the Coun- 
cil—nor should you.” 


Richardson’s Career 


Mr. Richardson came to the Council 
as assistant secretary at the request of 
the first general manager, Harwood 
Ryan. In 1922 he was promoted to sec- 
retary-treasurer of the National Council 
on Workmen’s Compensation Insurance 
as the organization was then known. At 
that time the Council was an organiza- 
tion of rating bureaus. In 1923 the 
present organization was formed as an 
organization of insurance company mem- 
bers and subscribers, of which there are 
240 today, and Mr. Richardson also 
served that organization as _ secretary- 
treasurer under the then General Mana- 
ger William Leslie. In 1950 Mr. Rich- 
ardson succeeded to the general mana- 
gership upon the retirement of 
Roeber who had been general manager 
since 1929, 

Mr. Richardson has been an associate 
of the Casualty Actuarial Society since 
1932. Born in Taunton, Mass., on De- 
cember 5, 1886, he was graduated from 
Massachusetts Institute of Technology 
in 1908 as an electrical engineer and 
Served as plant engineer for the New 
York Telephone Co. prior to joining 
the Council. He married Miss Naomi 
Budenbom in 1923. and they have a 
daughter, Barbara (Mrs. William S. Fos- 
ter, III), a grandson and twin grand- 
daughters. Since 1925 Mr. and Mrs. 
Richardson have made their home in 
idgewood, N. J. ; : 
During his 35 years with the National 
Council, Mr. Richardson has traveled: ex- 
tensively throughout the entire United 
tates. In addition to a deep interest in 


ailing to which he hopes to devote 
time, both he and Mrs. Richardson are 
een travel enthusiasts. They hope to 


travel considerably, and in doing so to 





keep up their wide friendship in the 
insurance business both among industry 
people and state officials. 


Career of Wm. Leslie, Jr. 


Assistant Manager Leslie, who will 
succeed Mr. Richardson on April 1, is 
the son of William Leslie, who is now 
general manager of the National Bureau 
of Casualty Underwriters. A Princeton 





WILLIAM LESLIE, JR. 


graduate in 1940, he served in World 
War II as a naval aviator from 1943 
through 1945. In January, 1946, as senior 
aviator on the U.S.S. Huntington he 
went on the inactive list as a lieutenant. 

Mr. Leslie, whose career is following 
closely in the path of his father’s, joined 
National Council in 1950 as assistant 
manager, following insurance experience 
with the Fidelity & Casualty, National 
Bureau of Casualty Underwriters and 
the Royal-Liverpool Insurance Group 
where he served as superintendent of 
the special risks department. Like his 
father, he is a fellow of the Casualty 
Actuarial Society. He was elected a 
member of its Council at the Society’s 
annual meeting last November. 


SMITH EXEC. VICE PRESIDENT 








Of Liberty Mutual; Began With Co. in 
1926; Formerly Administrative 
V.P.; His Career 

Bryan E. Smith has been named ex- 
ecutive vice president of Liberty Mutual 
Insurance Co. by the board of directors, 
according to a recent announcement by 
S. Bruce Black, président. 

Mr. Smith started with Liberty Mu- 
tual in 1926 in the personal sales de- 
partment of the Worcester office. Dur- 
ing his company career he served as 
resident manager in Duluth, St. Paul 
and Pittsburgh; district manager, west- 
ern Pennsylvania; vice president, Phila- 
delphia division, and in 1942 was named 
New York division vice president. In 
1952 he transferred to the Boston home 
office and a year later was named ad- 
ministrative vice president. 

A native of Easton, IIl., he received 
B.S. and M.A. degrees from University 
of Minnesota in 1925, after which he 
was an instructor in general economics 
at Wisconsin’s River Falls State Nor- 
mal School for one year prior to join- 
ing Liberty Mutual. 

He is a member of the Insurance 
Commission of the U. S. Chamber of 
Commerce, the Membership Advisory 
Council of the Atomic Industrial Forum, 
Brae Burn Country Club and Theta 
Chi and Delta Sigma Pi fraternities. 


SUPT. ROBINSON IN HOSPITAL 

Walter A. Robinson, Ohio Superin- 
tendent of Insurance, is a patient in 
University Hospital in Columbus. 











With these 
facilities 
you are always 


equipped to make 
the sale! 


When you have facilities for serving any 
or all needs, you are more than “just 
another insurance man.’ You are an 
imaginative creator of business with a 
broad understanding of the tremendous range of insurance 
needs of your clients. 

And right in your brief case you have the Continental 
answer to every possible insurance need that your client 
may have. No risk too small, too large or too unusual to 
be considered for Continental coverage. No other producer 
can compete with your array of sales tools, all available 


under one roof, from one institution. 





Get the FACTS today! 


Here, in an easy-to-read 36-page book, is 
the complete picture of the Continental 
Companies. It will give you many new 
and profitable ideas and approaches. 

Write today! Address Dept. 313. 
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Occidental Has New 
Line of A. & S. Policies 

LIBERAL, IMPROVED COVERAGE 

Keynote Simplicity; Offer Disability 


Income Plan With Lifetime Benefits; 
Introduce Two Package Plans 








Simplicity, coupled with liberalized and 
improved coverage, keynotes an entire 
new line of accident and sickness poli- 
cies recently announced by Occidental 
Life of California. 

A streamlined, simplified ratebook, is- 
sued with new color-keyed sales promo- 
tion material, has been designed to fa- 
cilitate the Occidental field underwriter’s 
sales activities and at the same time pre- 
sent the prospective buyer with moti- 
vating, easy-to-understand illustrations 
and proposals, according to Walter 
Schmitz, superintendent of Occidental’s 
A.&S. department. 

Featured among the new policies is 
an accident and sickness disability in- 
come plan providing lifetime benefits. 
House confinement is required only after 
the first 24 months of total disability due 
to sickness. A plan providing similar 
benefits is also written in conjunction 
with the company’s life insurance poli- 
cies. 

Two New “Package Plans” 


Two new “package plans” have been 
introduced providing $100 and $200 
monthly disability income benefits. The 
accident total disability benefit is pay- 
able for five years and the sickness bene- 
fit for one year. House confinement is 
not required at any time. Both policies 
provide benefits for accidental death, 
dismemberment and increased disability 
income benefits when hospitalized. Of 
major importance is that, although these 
policies are written through nine occu- 
pational classifications, these classifica- 
tions are consolidated into only three 
premium groups for simplification. 

New hospital policies, both individual 
and family, provide up to 120 days hos- 
pital or nurse benefit, miscellaneous hos- 
pital expense benefit up to 15 times the 
daily benefit payable on a_ graduated 
basis, and a revised surgical schedule 
providing higher indemnities for opera- 
tions. 

Also available is a new accident only 
policy which can be written to provide 
as high as $100,000 accidental death 
benefit, with liberal air travel coverage. 

Additional benefits for accident medi- 
cal expense, hospital and nurse indem- 
nity, miscellaneous hospital expense, and 
surgical indemnities may be added to 
most of the basic policies. 


Minn. Blue Cross Advertises 
. Via Auto Safety Emblems 


A reflective emblem for automobile 
bumpers which adds nighttime protec- 
tion to motoring is being given away 
by Minnesota Blue Cross, St. Paul, to 
assure protection while traveling on the 
road. Made of “Scotchlite” brand re- 
flective sheeting, the 3-by-3 inch Blue 
Cross emblem reflects the beams of 
auto headlights providing increased 
safety for the motorist as well as night 
and day visibility of the Blue Cross 
emblem. 

The Minnesota Blue Cross Plan pro- 
vides the emblem to any motorist who 
requests one, whether a subscriber or 
not. With each emblem goes a brochure 
explaining that the Blue Cross now 
takes on a new protective role—safety 
on the highway by making the car 
more visible at night. 


D. S. MacNaughton Joins 
Prudential’s Legal Staff 


Donald S. MacNaughton was appointed 
counsel for the Prudential Insurance Co., 
effective February 28. Mr. MacNaughton 
formerly held the post of Deputy Su- 
perintendent of Insurance of New York. 

Initially his principal duties will be 
in the field of sickness and accident in- 
surance law, the company stated. 

Mr. MacNaughton is a native of Sche- 
nectady. He received his undergraduate 
degree from Syracuse University in 1939 
and was awarded an LL.B. from that 
institution in 1948. He engaged in pri- 
vate law practice at Pulaski from 1948 
to 1953. 

During World War II, he served with 
the Air Force in the Pacific. 

Mr. MacNaughton joins Prudential’s 
legal staff after having served in the 
New York Insurance Department post 
since early 1954. 





Pinckney With Craftsman 
In Consulting Capacity 


L. B. Pinckney of Boston, one of the 
best known A. & H. managers in New 
England who retired in 1949 from the 
United States F. & G. after 36 years’ 
service, is now connected with the 
Craftsman of Boston in a consulting 
capacity to its president, W. I. Newton. 

Mr. Pinckney served his entire U. S. 
F. & G. career in its Boston branch 
office as A. & H. superintendent. He is 
widely known to agents and brokers. 
He also attained prominence as an 
A. & H. lecturer for Insurance Library 
of Boston. 


Group Prem. Incomes of 
Mutual & United Rise 


RANDALL CITES 1954 METHODS 





United Benefit Has 82% Increase Over 
53; Mutual Records 39% Gain; Note 
Low Underwriting Expense 





Group department premium income for 
United Benefit Life of Omaha in 1954 
increased 82% over 1953. Mutual of 
Omaha group premium income for the 
same period increased 39%. 

The big increase in group business was 
recently announced by Albert W. Ran- 
dall, assistant vice president and mana- 
ger of the group department, at the first 
regional group sales meeting in Chicago. 

United of Omaha had more than $447,- 
000,000 of group insurance in force in 
1954, an increase of 53% over 1953. The 
group total amounts to almost one-third 
of the company’s total of $1,470,895,776 
of insurance in force for 1954. 

Three new offices—in Detroit, Denver 
and Columbus, Ohio—were added to the 
expanding network of regional group 
offices during 1954. 

Major Expansion Program 


A major expansion program is now 
under way with more new regional 
group offices in at least four major 
markets planned for this year. 

One of the key factors in the in- 
creased business of both companies is 
the very low underwriting expense, Mr. 
Randall said. Mutual of Omaha’s per- 
centage of underwriting expense to to- 
tal premiums for 1954 was 7.28%. United 
of Omaha’s underwriting expense per- 
centage was 9.44%. 

Mr. Randall said streamlined adminis- 
trative procedures and extensive use of 
IBM equipment have contributed mate- 
rially to reducing underwriting expenses. 
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North American L. & (, 
Redesigns Policies 


HOLD FOUR-DAY PLANORAMA 





Complete Replanning Program From 
Trademark to Sales Manuals; Service 
Through Simplified Language 





Complete redesigning of insurance 
policies and merchandising materials of 
North American Life & Casualty Co, 
has been announced by H. P. Skoglund, 
president. 

The company’s “Redesign for Selling” 
was recently presented at a four-day 
Planorama at the Radisson Hotel, Min- 
neapolis, Minn., attended by more than 
400 insurance executives and salesmen 
from 37 states and all the Canadian 
provinces. 

Beginning with the trademark iden- 
tification, the redesigning program has 
been extended through every phase of 
the firm’s media, from letterheads to 
sales manuals. 

The program represents results of a 
study of the company’s entire portfolio 
of printed materials begun almost a year 
ago by Brooks Stevens Associates of 
Milwaukee, Wis., industrial design firm 
responsible for restyling of a long list 
of nationally known products. 

Improvement of Service 


“The ‘new look’ we have given our 
products and our use of simplified lan- 
guage,’ Mr. Skoglund explained to the 
salesmen, “will make your selling job 
easier. But equally important is that it 
will improve our service to our policy- 
holders and the insurance-buying public. 

“The public was never more conscious 
of the need for essential insurance serv- 
ices but there has remained an aura of 
antiquity about many insurance policies 
and even premium notices. Making them 
more attractive, easier to read and un- 
derstand is overdue. 

“We want every policyholder and 
everv prospect for insurance to thor- 
oughly understand both what he has 
and has not purchased in protection. We 
owe it to them. The step we have taken 
is something we strongly recommend to 
the entire industry.” 


“Bison” as Trademark 


Brooks Stevens, head of the industrial 
design firm bearing his name, explained 
the evolution of the North American 
“Bison” as the company’s trademark. 

“Its American heritage and geograph- 
ical location are appropriately incorpo- 
rated into the company’s trademark, 
he said. “Even a company color scheme 
based on copper and northwoods green 
produces a valuable touch to the media 
involved.” 

‘Mr. Skoglund reported a_ ten-year 
growth in company assets from $2,614, 
704 in 1944 to $19,339,446 at the end o! 
1954. Life insurance in force has broken 
the $400,000,000 figure, compared with 
$28,728,754 ten years ago. 





Bywaters V.P. of Employers 
Casualty A. & S. Department 


Porter Bywaters has been elected 
vice president in charge of the accident 
and sickness department of Employers 


Casualty Company. 


Mr. Bywaters joined the Dallas com- 
pany in 1930 as a hospitalization sales 
representative. He was made hospitali- 
zation sales manager. in 1944 and in 
1951 was named manager of the hospi 
talization department. When the com 
patiy, added a complete line’of accident! 


‘and © sickness” insurance’ .in * 1954, “Mr 
“By waters became, manager’ of ‘the We 


partment. —. 2 5 tmnt 
“He. is a past president of the. Dalla> 
‘Association of Accident & Health Un 
derwriters and was a founder of the 
state organization. 
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COMBINED INSURANCE COMPANY OF AMERICA 


5316 Sheridan Road 


Time to take T. 













































































— re 
—_— } —_— am “me © a 
] . A eo as ‘ 
_—_— _——— ~~ 


To some, taking inventory may mean nothing more than counting the 
number of cans of soup on the shelf, or counting nuts and bolts from one barrel to 
another. To others, taking inventory is a personal thing . . . a sort of weighing in of 
the debits and credits of the previous year's production. There's no better time than 
RIGHT NOW to check up on yourself and give serious consideration to whether or 
rot you too are on the right track ... and heading in the right direction in 1955. 


If you were given the opportunity to double, or triple your income in 1954... 
if your company offered a modern, complete training program to assist you in your 
sales . . . if you had the chance to gain thousands of dollars of prizes through com- 
pany-sponsored contests . . . if you were constantly given the inducement of ad- 
vancement to managerial positions . . . if your company was one of the fastest 
growing insurance companies in the industry . . . FINE. If not, why not contact Jack 
Olson at the Combined Disability Department for a quick run-down on the outstand- 
ing opportunities available to Combined Agents. 


W. Clement Stone, President 
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Chicago 40, Illinois 
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A Oe - Earned F scope 
. mpany remiums necurred 
.& H. Earned Premiumsand Incurred ,°"""”. | : 
, Provident Life & Accident 
¢ S 1 5 soe Phee ae sa & _—— Fy ee OE Ee $ 34,384,225 $ 28,993,178 
ndivi ccident & Health................ 9,765,085 5,067,40: 
osses of 87 Cos. hown for 9 4 Non-Can. Accident & Health................ 449,532 86.554 
Accident and health and hospitalization production, both group and individual, $ 44,598,842 $ 34,147,175 
continued to show increases last year around the country although the percentage 
of increase was somewhat less than the previous year. This trend is evident from Reserve Life of Dallas 
a study of the earned premiums and losses incurred figures of 87 companies as Group Accident & Health ................... $ 62,114 $ 48,969 
reported to The Eastern Underwriter. Metropolitan Life continues to hold its Individual Accident & Health ............... 1,832,938 902,091 ' 
position as No. 1 writer of A. & H. At the same time Mutual of Omaha still ranks Individual Hospitalization ................... 37,111,488 20,186,906 
as the largest single carrier writing A. & H. exclusively. Reporting substantial 39,006,540 
21 ’ » 21, ’ 
group A. & H. volume, Aetna Life, Travelers and Equitable Life Assurance Society $ $ 21,137,966 
are among the first five. Wedtiteaten Matin 
Metropolitan Life’s earned premiums totaled $247,603,524 compared with $227,- Group Accident & Health and Statutory 
939,704 in 1953. Aetna Life in second place rolled up $184,273,727, about $21 million Disability Benefits ...................... $ 9,658,333 $ 7,156,489 
ahead of its 1953 total. The Travelers continued in third place with $146,347,938 a & yo — A. & H., 22,175.99 A 
compared with $140,821,160 the previous year. Mutual of Omaha was fourth with at ne ree hae eo SS eee eee inion 9,835,078 
$133,063,072 earned premiums of which $13,643,485 was in group A. & H. Equitable $ 31,834,330 $ 16,991,567 
Society, another big grup writer, is in fifth place with $129,929,023. 
The next five largest writers were Prudential with $100,938,048; Continental Pacific Mutual Life 
Casualty with $92,724,210; Connecticut General—$60,954,708; Provident Life & Group Accident & Health .................. $ 17,005,191 $ 14,513,644 z 
Accident—$44,598,842, and Reserve Life of Dallas—$39,006,540. PCa MRE IE N.S ee eee Anite ose aseuwes 1,518,531 655,435 
esata Sar oe ee Re UE bs vencsssesnseccecaress 5,566,046 2,566,750 
Non-Can. Accident & Health ............... 1,281,776 1,483,576 
Earned Losses ° A 7 sinh 
Cangeny Dansnhadien a aemeiedl Hospital & Medical Expense ................ 1,772,947 759,816 
Metropolitan Life $ 27,144,491 $ 19,979,221 
Group Accident & Health and Statutory 
SONNE DURMUNNIED Gnosis oc Gsaces sae $211,829,420 $168,924,892 ° 
Commercial Accident ................0000005 7,819,362 ae eek tie 
Commercial Health & Accident ............. 16,138,093 8,228,543 Group Accident & Health ................... $ 19,940,472 $ 16,053,688 L 
NR ge tt Ae ek wana 11,783,981 5,554,690 Commercial PME Sos nu So ok woe wok 1,287,218 484,153 
Non-Can, Accslont & Slealth .......s..0<s00. 32,668 32,505 Commercial | RUMEN? SSA eae iia 702,500 207,371 
EROEMIEMIBDN. .5.5.656-o se so Chae cass os eeeee te 1,369,881 473,434 
Total dividends to policyholders $20,109,804. $247,603,524 $186,276,100 ~teenanorineese ———— 
$ 23,300,071 $ 17,218,646 
Aetna Life N 
Group Accident & Health................... $175,913,572 $147,937,344 |; : 
Mailer Medics! Eapense .................-..- 1,075,000 915,000 ~— can 0 ™ 
Commercial Accident .................0.0.05: 6,454,485 2,329,483 roup Accident & Health ................... $ 20,329,381 $ 16,548,005 
ee OE ee 654,076 168,375 (Including Statutory Disability Benefits M 
Hospitalization (Individual) ................. 134,307 58,555 . and Major Medical Expense) 
Non-Can. Accident & Health ................ 42,287 20,768 ersonal Accident & Health ................ 715,426 510,480 
$184,273,727 $151,429,525 $ 21,044,807 $ 17,358,485 
Travelers 9 : : Co 
Group Accident & Health...............0.00. $12,479,450 ne OS SS 
cC 4 and Commercial Insurance Cos.) 
a 18,537,695 6,130,360 a 
° Group Accident & Health ................... $ 14,668,266 $ 9,298,544 
ee eae 2,428,223 1,345,743 
ya ie MANION REMINTOEY, «5 5 oie vn o.tie Sa Steedes obsess 489,117 252,407 
Hospitalization ee ee REST 2,878,416 1,417,961 Aastieas ah Mea, 1,716.274 733.941 
a Le SE MANN 6.4000 20200001: oe — RRR ERS NEE 1,983,297 998,657 
$146,347,938 $115,135,676 Accident (only) Tere TeOeEL CRU er MT eee 574,162 180,438 
Mutual Benefit Health & Accident * Does not include expenses $ sions ” nae 
Group Accident & Health.................... $ 13,643,485 $ 13,030,207 } ; i eich tins Se 
REE he ere cs ons oa a wae owcans saees 2,309,092 1,124,554 
= > as TES Sie dail il poy poe yo Business Men’s Assurance 
ospital e ic MPONSE... 222s see sesess ted 7,093, Group Accident & Health ................... $ 11,228,352 $ . 7,855,455 
Non-Can. Accident & Health................ 928,856 469,180 Coie hes & tee 8k... 4,068,923 2,107,482 
ET ON CLE PUDMIEUINMNMIIA, OSes ei wa nieve: er>e-sieieieiers 2,554,877 1,350,856 
$133,063,072 $ 82,132,322 Non-Can. Accident & Health ................ 130,677 90,413 
Equitable Life Assurance Society 206 
Group Accident & Health.................... $128,519,891 $ 98,508,684 - _ seco: Inte 
Major Medical Expense .................... 1,196,470 447,064 Y ; : 
Individual Cancellable A. & H............... 1,617 1,296 Lincoln National Life ; 
Non-Can. Accident & Health................ 211,045 609,874 Group Accident & Health, and Statutory Dis- 
—_—_ —_ ability Benefits & Major Medical Expense $ 13,832,966 $ 11,270,303 
$129,929,023 $ 99,566,918 SCORED EEIBL GACEREBRE oo 5 oo is.ccieis 550s tcc.0ceaes 902,285 456,146 
(SSS TT * 2,192,142 1,403,516 
The Prudential cs ee Cerne eee 406,309 164,730 
Group Accident & Health, Statutory Disabil- Non-Can. Accident & Health ................ 513,292 185,588 Inde 
ity Benefits and Major Medical Expense $ 90,173,487 $ 66,389,820 a 
Non-Can. Accident & Health ............... 10,764,561 3,510,318 $ 17,846,994 $ 13,480,283 
: $10,938,048 $ 69,900,138 Paul Revere Life | 
Continental Casualty Group Accident & Health and Statutory 
Group Accident & Health.................... $ 41,933,546 $ 28,447,781 Statutory Disability Benefits ............ $ 3,966,703 $ pe 
Commercial Accident ...............+.0+0005 5,130,724 1,486,970 Non-Can. Accident & Health ................ 12,562,922 5,494,64 w 
Commercial Health & Accident.............. 25,048,915 10,740,992 ees ee 339 “¢ 
Hospitalization & Medical Expense.......... 20,450,414 7,523,985 $ 16,529,625 $ 8,688, ( 
Non-Can. Accident & Health................ 160,611 264,470 ( 
a ————___ National Casualt 
$ 92,724,210 A Bie on ore Se $ 16,208,155 $ 9,430,794 
Connecticut General Life ; 
Group Accident & Health................... $ 50,086,038 $ 41,917,012 Great-West Life Assurance Hart 
Statutory Disability Benefits ................ 6,627,679 4,876,454 Group Accident & Health and Statutory C 
Commercial Accident .................+.0005 3,215,602 1,283,678 Disability Benefits ....................5+ $ 13,880,748 $ 11,862,965 C 
Commercial Health .................. ene Res 686,856 195,125 RloraMnrteel WACOMAOIE 6.6 cnc cise cscs cseseeeec es 196,732 55,401 t 
ES ry reer 5 260,510 88,180 Commercial Health & Accident .............. 441,826 168,966 C 
Non-Can. Accident & Health ............... 78,023 164,611 oP a US Re as ote a ae eee eee ee ee 214,693 129,846 C 
sae Pap 8 a yep eae Pie Ss 
$ 60,954,708 $ 48,525,060 $ 14,733,999 $ 12,217,178 
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733,941 
998,657 
180,438 


——_—_—_—— 


,463,987 


4,855,455 
107,482 
,350,856 

90,413 


,404,206 


193,494 
494,845 


—— 


688,339 


430,794 


862,965 

55,401 
168,966 
129,846 
a 


217,178 





March 4, 1955 











Page 45 





Company 


Monarch Life 
Group Accident & Health ................... 
Statutory Disability Benefits ................ 
Commercial Health & Accident ............-. 
Hospitalization & Medical Expense .......... 
Non-Can. Accident & Health ................ 


World Insurance Co. 
Group Accident & Health ................... 
Commercial Accident Only .................. 
Commercial Health & Accident ............. 
Hospitalization & Medical 
Non-Can. Accident & Health ................ 


American Casualty 
Group Accident & Health ................... 
Statutory Disability Benefits ................ 
Commercial Accident ...............eeeeeeeee 


Zurich General Accident & Liability 
Group Accident & Health ................... 
Statutory Disability Benefits ................ 
Commercial Accident .................0.0005: 
CORINA RUIOIE ia Si ise 0 ob ob ccc ed ek eecee 
[opr ESS a an otra ae are 


Lumbermens Mutual Casualty 


Group Accident & Health ................... 
Ppa E RE, BS sco oe cee Pe kei ceced 


North American Accident 
PT MR NEN is. 5 hehe wa Sink w o'seie vices 


Massachusetts Protective 
Cee, PUNE 205. , 55.Se eee bee ss ce sciences 


Non-Can. Accident & Health ................ 


Combined Insurance Co. of America 


IE EINER, adic 55e ERS cadioie ds vce bein 
Non-Cancellable Accident ..................5 
IIE orc 58h se SE OY ahh ates ee Obie < Gini ais 
CeTr BNR: WRMMUIES oko is ccste e852 65 cecs0e ec wes 
PUG RUPEMMRORROOER | 5 iS cece te weir ace ges lotis 0 Fiessiaiere:s 
Non-Can. Accident & Health ............... 


Security Mutual 
Group Accident & Health ................... 
Statutory Disability Benefits ................ 
Commercial Accident & Health .............. 
RCM IMMEM UREN GAs. exe5it05 5s GAiNocicleisee is cceiseuies 
Non-Can. Accident & Health ............... 


Inter-Ocean 
Group Accident & Health .................... 
Commercial Accident & Health ............. 
RURUmNSNU MRM RED f1o.05.- 5 aes aussi ie Soars dssls.0' 6's 0 Semele 
Newspaper Accident & Health .............. 


Indemnity of North America 
Group Accident & Health and Statutory 
DOLNMPICY MOOHOED. oo oi oii co ses ce tens 
Commmumnaee Uecctent: 62 Se oes ses ieee 
COMONRIEL SEGBREN 0555050005 Meri ends stake ue 


Woodmen Accident & Life 


Group Accident & Health .................. 
COMNMPETED FRUBIUI,  o . co cose cc cececss cesustic 


Non-Can. Accident & Health ................ 


Hartford Accident & Indemnity 
Group Accident & Health .................. 
Group Disability Benefits ................... 
Hospital & Medical Expense ................ 
CORRRINIEAED DPOIGBDR 6 6 5)0.5,65 ociscsvncce ee celene 
CORsRIID IEE AN PEI ER IN as ore foie:discoiciyainip cee: s sv so Se 


Earned 


Premiums 


$ 262,954 
29,347 
20,983 

1,249,765 
12,256,571 


$ 13,819,620 


2,611,096 
258,423 


$ 13,819,465 


$ 8,009,714 
292,863 
5,213,958 


$ 13,516,535 


$ 4,699,281 
3,784,144 
39,398 
41,624 
3,969,921 


$ 12,534,368 


$ 8,843,000 
2,905,000 


$ 11,748,000 
$ 11,161,094 


$ 101,359 
10,653,209 


$ 10,754,568 


$ 161,335 
6,163,651 
680,341 


489,989 
2,105,657 
7,561 


$ 9,608,534 


$ 4,306,566 
870,644 
432,846 

2,338,950 
197,807 


$ 8,146,813 


$ 1,364,827 
5,233,492 
806,857 
19,822 


$ 7,424,998 


$ 5,533,932 
1,310,852 
54,627 





$ 6,899,411 


$ 579,759 
6,085,836 
25,320 


$ 6,690,915 


$ 530,340 
3,709,159 
356,021 
1,685,526 
195,356 


$ 6,476,402 


$ 


wR 


A 


“A 


bd 


-*n 


Losses 


Incurred 


222,539 
13,203 
5,729 
744,261 
6,094,774 


7,080,506 


420,385 
2,115,720 
3,189,381 
1,462,654 

157,846 


7,345,986 


4,623,142 
141,846 
1,837,971 


6,602,959 


2,985,169 
1,695,736 
8,798 
25,645 
3,479,399 


8,194,747 


5,493,000 
1,397,000 


6,890,000 


5,184,147 


82,797 
4,601,097 


4,683,894 


100,291 
1,980,371 
154,889 
198,497 
1,028,939 
3,664 


3,466,651 


3,398,184 
501,158 
198,011 

1,233,463 

88,698 


5,419,514 


1,100,485 
2,486,801 
503,803 
4,056 


4,095,145 


3,146,448 
428,323 
18,124 


3,592,895 


457,675 
2,903,095 
8,772 


3,369,542 


212,498 
2,581,471 
153,288 
720,211 
56,445 


3,723,913 


Company 


Royal-Liverpool Insurance Group 
Group Accident & Health ................... 
Statutory Disability Benefits ................ 
Commercial Accident ............ na hihe mated 
MGTITURE CUNY FP ETUNO  ooisg 5 occ cco knee edbacceese 


Life Insurance Co. of Virginia 


Group Accident & Health ................... 
Hospitalization 


Massachusetts Indemnity 


Cancellable Accident & Health .............. 
Non-Can. Accident & Health ............... 


Commercial Travelers 
Commercial Accident & Health ............. 


Union Mutual Life 
Group Accident & Health and Statutory 
BOURNE RUOTIMENER oie sce 'cc ns cee sec coectves 
Commercial A. & H. & Hospitalization....... 
Non-Can. Accident & Health ............... 


Craftsman Insurance Co. 
Group Accident & Health ................... 
Commercial Accident & Health ............. 
Non-Can. Accident & Health ............... 


Employers Mutual Liability 
Group Accident & Health ................... 


State Mutual Life Assurance 
Group Accident & Health ........ Seren etue 
Non-Can. Accident & Health ............... 


United States Life 
Group Accident & Health................... 
Commercial Accident & Health.............. 
COMAMIUNGIEN BEGMIUD ©. oo ccc cece ccc cecveeesaes 
Hospitalization 


Republic National Life 
Group Accident & Health ................... 


ee 
MITE EMOUIEEN 5 i.6o6 sc oecictarec + sec eeccees 
Hospitalization 
Non-Can. Accident & Health ................ 


Federal Life & Casualty 
Group Accident & Health .................. 
ot eg Oe eee or eee ener e 
STIRRING EEBOMEEN 5 0.0.6. oo ocs 0 ure cides w ciae ence 
Te Se a ee oe eee eee 


North American Life & Casualty 
Group Accident & Health ................... 


CEMMRGNEEED GOUIOMNE ooo cece cececceesecere 
ee ON ne ee 
Hospitalization 
Non-Can. Accident & Health ................ 


Loyal Protective Life 
Group Accident & Health .................. 
Statutory Disability Benefits ......... Do ee 
Commercial Accident & Health ............. 
PREP RMRMINE III ooo acca ohart-a o/8'x sie. sca, - cco. ems:die 
Non-Can. Accident & Health ................ 


Hoosier Casualty Company 
Individual Accident & Health................ 
Group Accident & Health................... 


Earned 


Premiums 


$ 1,182,158 


1,401,834 
1,201,495 
2,636,585 


$ 6,422,072 


$ 2,085,484 


4,309,251 


$ 6,394,735 


$ 170,187 


6,136,722 


$ 6,306,909 


$ 6,083,378 


$ 3,580,525 


1,007,843 
1,225,500 


$ 5,813,868 


$ 23,987 


5,514,028 
16,092 


$ 5,554,107 
$ 5,453,602 


$ 5,145,219 


77,206 


$ 5,222,425 


$ 4,149,347 


429,255 
3,622 
438,062 


$ 5,020,286 


$ 3,380,260 


189,168 
54,975 
1,362,673 
—234 


$ 4,986,842 


$ 159,152 


60,069 
1,679,634 
2,613,623 


$ 4,512,478 


$ 1,833,984 


374,620 
436,680 
1,806,335 
4,126 


$ 4,455,745 


137,722 
1,008 
260,046 
353,927 
3,697,582 


4,450,285 


3,048,113 
991,022 


4,039,135 


(Continued on Page 48) 


Losses 


Incurred 


$ 939,980 
731,019 
437,059 

1,766,311 


$ 3,874,369 


$ 1,715,148 
2,520,635 


$ 4,325,783 


$ 114,723 
2,414,520 


$ 2,529,243 


$ 4,321,111 


$ 2,909,853 
471,924 
322,169 


$ 3,703,946 


$ 12,236 
2,815,175 
19,404 


$ 2,846,815 
$ 4,104,229 


$ 3,217,384 
24,847 


$ 3,242,231 


$ 3,351,857 
181,548 

353 

140,274 


$ 3,674,032 


$ 2,948,167 
41,635 
41,831 

789,046 


$ 3,820,679 


$ 66,514 
23,578 
515,508 
967,003 


$ 1,572,603 


$ 1,522,500 
179,029 
189,114 

1,048,429 
124 


$ 2,939,196 


$ 122,997 
—302 
145,713 
145,740 
1,256,953 


$ 1,671,101 


$ 1,513,487 
672,276 


$ 2,185,763 
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Omaha Cos. Reinsure 
Penn. Life Business 


UNITED & MUTUAL OF OMAHA 





With Exception of Weekly Debit Life 
Accounts; Effective Mar. 1; Assump- 
tion Certificates Forthcoming 


Announcement has been made that 
Mutual Benefit Health & Accident As- 
sociation and United Benefit Life Insur- 
ance Co., both of Omaha, have completed 
reinsure all business, 





an agreement to 
except weekly debit accounts, written by 
the Pennsylvania Life Insurance Co. of 
Philadelphia, formerly the Pennsylvania 
Life, Health & Accident Insurance Co. 
The announcement was made jointly 
by V. J. Skutt, president of Mutual of 
Omaha; N. M. Longworth, president of 
United of Omaha; and Charles A. Ka- 
haner, president of Pennsylvania Life. 


Agreement Effective March 1 


The reinsurance agreement became ef- 
fective March 1, Mr. Kahaner announced. 
Mutual of Omaha will reinsure all hos- 
pitalization, health and accident policies; 
while United of Omaha will reinsure all 
life policies, with the exception of the 
weekly debit business, which Pennsy! 
vania Life will continue to handle. 

Pennsylvania Life last year wrote ap- 
proximately $3,000,000 premium income 
in the health and accident field. The 
company has approximately $7,000,000 of 
life insurance in force. 

Pennsylvania Life service offices will 
continue to serve their policyowners un- 
til assumption certificates are issued by 
the Omaha companies. 


TO MEET MARCH 14 IN CHICAGO 

The Joint Committee on Health Insur- 
ance, composed of representatives of 
seven insurance trade associations, will 
meet March 14 in Chicago. Blueprints 
for the proposed new A. & H. associa- 
tion are expected to be ready for formal 
submission at this gathering. This is a 
project upon which Task Force 1 has 
been working. 


SPEAKERS FOR INTERNATIONAL 





M. Browne, Occidental, and L. Throg- 
morton, Republic National, to 
Address June Convention 
Micou Browne and Louis. Throgmor- 
ton have been announced by O. D. Har- 
lan, Harlan Agency, San Antonio, as 
speakers for the 25th annual convention 
of the International Accident & Health 
Association in San Antonio, June 12-15. 
Mr. Browne, who has been in the life 
insurance business since graduation 
from college in 1936, is vice president in 
charge of agencies for Occidental Life 
of Raleigh, N. C. Joining Occidental as 
a clerk in the underwriting department, 
he has been agency secretary, sales pro- 
motion director, field supervisor, branch 

manager, and agency director. 

Mr. Throgmorton is vice president 
and director of public relations of the 
Republic National of Dallas. In the life 
insurance business 27 years, he was gen- 
eral agent for Aetna in Shreveport be- 
fore joining his present company. Much 
in demand as a speaker, he makes some 
300 addresses during the year. 

The three-day program will hear ap- 
proximately 12 speakers. Headquarters 
hotel will be the Gunter. 


Leichtung to Address 
New Jersey A. & H. Assn. 


David D. Leichtung will address the 
New Jersey Accident & Health Associa- 
tion on March 10 at the Douglas Hotel, 
Newark. His topic will be “Relations 
between and Insurance Companies and 
Hospitals.” 

Mr. Leichtung is in charge of credits 
and claims at the Martland Medical 
Center in Newark, where he has been 
for a number of years. 


HAS NEW, SIMPLIFIED POLICIES 

New policy forms issued by the North 
American Life & Casualty of Minne- 
apolis eliminate the “fine print” and also 
simplify the language, says H. P. Skog- 
lund, president. 


—— 
— 





The HOOSIER 


CASUALTY COMPANY 


Announces: 





SECURE-O-MATIC 


A NEW KEY TO LARGER A & H VOLUME 


For Full Details Write to 
The Company's Home Office 
333 N. Pennsylvania Street 
INDIANAPOLIS, INDIANA 








W. C. Stone Reveals His 
1955 Expansion Plans 

FOR COMBINED OF AMERICA 

Chicago Co. Chief Sets Goal for 50% 


Gain in Writings; to Enter Canada; 
Enlarges Public Relations Program 








W. Clement Stone, president of the 
Combined Insurance Co. of America 
(Chicago), in addressing a luncheon 
gathering of his home office supervisory 
staff a few weeks ago revealed that the 
past year was one of the best from a 
production standpoint in Combined’s his- 
tory. Premium volume for all the com- 
panies in the Combined group topped $12 
million. Saying that “we are at the 
threshold of a big expansion,” Mr. Stone 
told his staff that the company plans 
to be licensed in Canada this year or 
in 1956 and that a 50% increase in pro- 
duction is the goal for 1955. 

Expressing keen interest in man- 


power expansion, Mr. Stone urged that 
the program of bringing “new blood” 
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“Magic 
of Protection. 


W. C. Stone Exhibits 
Circle” 


into the Combined organization be step- 
ped up. “We are interested at this time 
in injecting new life, new ideas and new 
plans into the Combined Companies,” he 
emphasized. In this program a new de- 
partment of public relations is contem- 
plated, a step which Mr. Stone believes 
to be vitally important at this time, par- 
ticularly in view of the Federal Trade 
Commission’s complaint charges against 
a number of A. & H. companies. 
Indicative of the interest of home 
office supervisors in better training and 
working methods, a considerable part 
of the luncheon meeting was spent in 
discussing such subjects as “How to 
Keep Employes Happy,” the value ot 
the Combined’s “science of success, 
course, and controlling office turnover 
In appreciation of his helpfulness to 
both employes and their families Mr 
Stone was presented with a testimonial 
scroll, signed by all the home office peo 
ple. Miss Ceci Anderson made this pres 
entation 
Leonard 
department, 
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“Unforeseen events... need not change and shape the course of man’s affairs’’ 














He was born to be... fleeced 


You weren’t. But you can be fleeced . . . if an employee turns out to be a black sheep. 
An embezzlement can clip you for plenty. It can wreck your business. 
But, fortunately, you need not take this risk. For a surprisingly low annual premium, 
you can cover every person on your payroll with a blanket Fidelity Bond, 
which fully protects you against loss from employee dishonesty. 


Why not inquire about it today? Call your Maryland agent or broker. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


There are many forms of Maryland protection for business, industry, and the home. Casualty Insurance, Pidelity and 
Surety Bonds, and Fire and Marine Insurance are available through 10,000 agents and brokers. 


Another striking advertisement designed to help Maryland agents and broke: 
" } 


sell more Maryland Fidelity Ik ! 


a 2 nn ge SS ee - -—e- 
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A . H FE d P . d I d Company Premiums Ineumns ) 
.& FA. Farne remiums and Incurre =m 
Provident Life & Accident M 
Group Accident & Health ~ $ 34,384,225 $ 28,993.17 
a ‘ ‘ hn ’ ATE 
_ ; ’ . Individual Accident & Health 9,765,085 5,067, 
Losses of 87 Cos. Show n for 1954 Non-Can. Accident & Health 449,532 cane 
$ 44,598,842 $ M4lar yy 
Reserve Life of Dallas 
Group Accident & Health 5 62,114 5 ot 
Individual Accident & Health 1,432,938 or 
Individual Hospitalization 37,111,488 20, 186.9% 
$ 39,006,540 $ 21,13) 96 
Washington National 
$ Group Accident & Health and Statutory 
$21 milli Disability Benefits $ 9,658,333 $ 7,156,485 
$146,347 938 Commercial A. & H., Non-Can. A. & H., Ar 
' and Newspaper Accident 22,175,997 9,835,074 
3.072 « ‘ 1 $13,643.48 yroup A. & H. Equitable $ 31,834,330 $ 16.9156 
$1 29,929,023 
ges ere Prudential with $100,938,048: Continental Pacific Mutual Life 
$92,724.10: Connecticut General—$60,954,708: Provident Life & Group Accident & Health .................. $ 17,005,191 $ 14,513,644 
$44,508.42. and Reserve Life of Dallas—$39,006,340 SR eeeerrrrreriieer 1,518,531 655,435 
I WO ee ind peaceewnedan 5,566,046 2,566,750 
E d L Non-Can. Accident & Health ............... 1,281,776 1,483,576 
a ance oll Rem Hospital & Medical Expense ................ 1,772,947 759,816 
Metropolitan Life $ 27,144,491 $ 19,979,221 
Group Accident & Health and Statutory 
Disability Benefits ...........000cccc000- $211,829,420 $168,924,892 : 
Commercial Accident ...............-0-++++: 7,819,362 aasaane Ow York aa — 
Commercial Health & Accident ............. 16,138,093 8,228,543 Group ccident & ealth ................4- $ 19,940,472 $ 16,053,688 Lu 
ce ae Commecreinl Berident ........ occ kc cece cccescces 1,287,218 484,153 
oe ee ere rrr ere eee 11,783,981 5,554,690 Pceieaness Waal 702500 207311 
. DI ER ENEMA: G25 Pt hc Ba Sicwis os Gass Rae ss E 
ORE RO eM. wea 9 tenn erens — meric FRRMMMUMIGABO osc cscssenaccccscoctercseee 1,369,881 473434 
Total dividends to policyholders $20,109,804. $247,603,524 $186,276,100 $ 23,300,071 $ 17,218.64 
Aetna Life $ No 
Group Accident & Health................... $175,913,572 147,937,344 Liberte i 
: : y Mutual 
Major Medical Expense ..................... 1,075,000 915,000 4 
Commercial Accident ..................00055 6,454,485 2,329,483 ee a s Health FS aaa eee $ 20,329,381 $ 16,548,005 
Commercial Health ....................0005- 654,076 168,375 (Including Statutory Disability Benefits Ma 
Hospitalization (Individual) ................. 134,307 58,555 . ee ot aa gy ie! ‘gehen mn 
Non-Can. Accident & Health ................ 42,287 20,768 ereene: ccident @alth ......... es eee 4 510,480 
$184,273,727 $151,429,525 $ 21,044,807 $ 17,358,485 
Travelers Loyalty Group C ies (Metropolitan Casualt Co 
Group Accident & Health.................... $12,479,450 $106,256,116 ~°** ie lames Ces J 
Commercial Accident ..................0-0055 18,537,695 6,130,360 G Aastiiin & Mal, $ 14,668,266 $ 9,298,544 
EE | Do ee 2,428,223 1,345,743 Foi aaa rs ecoed BRO GAO ia oe, 489.117 252 407 
I re eye cutigsh 2,878,416 1,417,961 — ce a aaa ll dah , ; 
Nin-Can Accident & Health 24 154 —= 4 504 Accident & Health TCL ORT OCC R eRe Te Tee 1,716,274 733,941 
ae “ie amare mEEs ne me . é DUAR S Fo ee eee ny ere 1,983,297 998,657 
$146,347,938 $115,135,676 oe ES COs A ee iy a, ee A ; 574,162 180,438 
Mutual Benefit Health & Accident * Does not include expenses i ——— 
Group Accident & Health.................... $ 13,643,485 $ 13,030,207 , ui: Sec 
eee OMI pi ccdsak et cescoeskusssusesuen 2,309,092 1,124,554 
Re a EMRE 8 oa os ook cue ae sess 66,897,776 40,414,913 Business Men’s Ascurance 
Hospital & Medical Expense................. 49,283,863 27,093,468 Group Accident & Health ................... $ 11,228,352 $ . 7,855,455 
Non-Can. Accident & Health................ 928,856 469,180 Commercial Accident & Health ............. 4,068,923 byes 
See Ce ee oy eR oc nee 2,554,877 1,350, 
$133,063,072 $ 82,132,322 Non-Can. Accident & Health ................ 130,677 90,413 
Equitable Life Assurance Society $ 17,982,829 $ 11,404,206 
Group Accident & Health.................... $128,519,891 $ 98,508,684 Inte 
Major Medical Expense .................... 1,196,470 447,064 ; ; : 
Individual Cancellable A. & H............. ; 1,617 1,296 Lincoln National Life 
Non-Can. Accident & Health................ 211,045 609,874 Group Accident & Health, and Statutory Dis- 
—_—_—_—_ ————. ability Benefits & Major Medical Expense  $ 13,832,966 $ 11,270,303 
$129,929,023 $ 99,566,918 COMIFIOMETAL PACEHIOME 65a 5 5'0:e 010s :0:0 basics esac 902,285 456,146 
ee SE ee ea aa 2,192,142 — 
The Prudential RE ORIUEMUEMEDONN. 5G Ce Neo oe acic sees soe 406,309 ' 
Group Accident & Health, Statutory Disabil- Non-Can. Accident & Health ................ 513,292 185,588 Ind 
ity Benefits and Major Medical Expense $ 90,173,487 $ 66,389,820 ———_ 
Non-Can. Accident & Health Se re ere 10,764,561 3,510,318 $ 17,846,994 $ 13,480,283 
$100,938,048 $ 69,900,138 — 
Continental Casualty Group Accident & Health and Statutory 
Group Accident & Health.................... $ 41,933,546 $ 28,447,781 Statutory Disability Benefits ............ $ 3,966,703 $ — 
Commercial Accident ............ LL at 5,130,724 1,486,970 Non-Can. Accident & Health ................ 12,562,922 ‘ Wo 
Commercial Health & Accident.............. 25,048,915 10,740,992 a. 
Hospitalization & Medical Expense.......... 20,450,414 7,523,985 $ 16,529,625 $ 8,688,339 | 
Non-Can. Accident & Health................ 160,611 264,470 
Sess ————____ National Casualty | 
$ 92,724,210 $ 48,464,198 PRE IR ii diwkeemeddinscixdssees $ 16,208,155 $ 9,430,794 
Connecticut General Lif 
Oat een ee ae Great-West Life Assurance Hart 


Group Accident & Health................... 
Statutory Disability Benefits ................ 
Commercial Accident 
eg a ee ee 
Hospitalization 


Non-Can. Accident & Health ............... 


$ 50,086,038 
6,627,679 
3,215,602 

686,856 
260,510 
78,023 


$ 60,954,708 


$ 41,917,012 
4,876,454 
1,283,678 

195,125 
88,180 
164,611 


$ 48,525,060 


Group Accident & Health and Statutory 

EDERRERE, PRRUNNS 6 5o sc os oe ines co ws ain ee 
Commorcenl Accident... 6 6.5.60...cescecescee 
Commercial Health & Accident .............. 
ce NES ae icy oe ree ioe 


$ 13,880,748 
196,732 
441,826 
214,693 


$ 14,733,999 


$ 11,862,965 
55,401 


168,966 
129,846 


pee 
$ 12,217,178 
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Losses Earned Losses Earned Losses 
Incurred Company Premiums Incurred Company Premiums Incurred 

Monarch Life Royal-Liverpool Insurance Group 

$ 28,993,171 Group Accident & Health $ 262,954 $ 222,539 Group Accident & Health $ 1,182,158 $ 939,980 

5.067 44) Statutory Disability Benefits 29,347 13,203 Statutory Disability Benefits 1,401,834 731,019 
86 55, Commercial Health & Accident 20,983 5,729 Commercial Accident 1,201,495 437,059 
Hospitalization & Medical Expense 1,249,765 744,261 Commercial Health 2,636,585 1,766,311 
$u 147.1%) Non Can. Accident & Health 12,256,571 6,094,774 _ 
, $ 6,422,072 $ 3,874,369 
$ 13,619,620 $ 7,080,506 
; ton , Life Insurance Co. of Virginia 
902.99; World Insurance Co, Group Accident & Health $ 2,085,484 $ 1,715,148 
20,186.90 Group Accident & Health $ 489,053 $ 420,385 Hospitalization 4,309,251 2,520,635 
Commercial Accident Only 2,569,624 2,115,720 pa ; 
$ 21.19796 Commercial Health & Accident 7,891,269 3,189,381 $ 6,394,735 $ 4,325,783 
' Hospitalization & Medical 2,611,096 wy 
Non-Can. Accident & Health _ ee SS Massachusetts Indemnity 
$ 13,819,465 $ 7,345,986 a a O See $ 170,187 $ 114,723 
; - Accident ealt 6,136,722 2,414,520 
$ 7 156,489 on an. ° ’ 7 ’ ’ 
American Casualty 
9,835,074 Group Accident & Health ................. . $8,009,714 $ 4,623,142 $ 6,306,909 $ 2,529,243 
: 16 99150 Statutory Disability Benefits ................ Ry omnes icant Miia 
° y Y i ] A id DS p-cee hee + 60.540 050044000 * . ’ ’ 
pa cnnkinaniiietaiaet ED Commercial Accident & Health ............. $ 6,083,378 $ 4,321,111 
$ 13,516,535 $ 6,602,959 
Union Mutual Life 

} 4SIS6H BE ruich General Accident & Liability Group Accident & Health and Statutory 
san Group Actbieen & Meilth .................-- $ 4,699,281 $ 2,985,169 Disability Benefits ......... SIONS $ 3,580,525 $ 2,909,853 
1,483,576 Statutory Disability Benefits ................ 3,784,144 1,695,736 Commercial A, & H. & Hospitalization. ...... 1,007,843 471,924 

759,816 ommeeeinl POCIBORE ooo. oc cick ccc cece sccees 39,398 8,798 Non-Can. Accident & Health ............... 1,225,500 322,169 

Cc orc as Shree aie leiaiecee ws 41,624 25,645 ccnieaiteainido prereset Hie 

5 19,979,271 Mocpltailantion Pe eM Sei cies aie ga suse 3,969,921 3,479,399 $ 5,813,868 $ 3,703,946 
$ 12,534,368 $ 8,194,747 Craftsman Insurance Co. 

Group Accident & Health ................... $ 23,987 $ 12,236 
> 16,053,688 HE Lumbermens Mutual Casualty Commercial Accident fo) | 5,514,028 2,815,175 
= Group Accident & Health ................... $ 8,843,000 $ 5,493,000 Non-Can. Accident & Health ............... 16,092 19,404 
sil ae SE reer ree 2,905,000 1,397,000 —_——__—. epaetmnepil 
473,434 een eee $ 5,554,107 $ 2,846,815 

— aa $ 11,748,000 $ 6,890,000 

) 17,218,645 Employers Mutual Liability 

North American Accident Group Accident & Health ................... $ 5,453,602 $ 4,104,229 
veeets Re abe el eco $ 11,161,094 $ 5,184,147 
- 16,548,005 : State Mutual Life Assurance 
Massachusetts Protective Group Accident J a $ 5,145,219 $ 3,217,384 
Poniercrel PRGEIONN S). Scie oo sc ib es ceceees $ 101,359 $ 82,797 Non-Can. Accident & Health ............... 77,206 24,847 
510,480 Non-Can. Accident & Health ................ 10,653,209 4,601,097 $ Sinan ; aan 
17,358,485 $ 10,754,568 $ 4,683,894 
United States Life 
Combined Insurance Co. of America Group Accident & Health................... $ 4,149,347 $ 3,351,857 
SOAS G DSS Jas Sn $ 161,335 $ 100,291 Commercial Accident & Health.............. 429,255 181,548 
9,298,544 Non-Cancellable Accident ..................: 6,163,651 1,980,371 bp see REMAN tae csi tishGe'e 5 Ae Hee Aes P- ti = 
PRC CHINES ochre mine e ee Oo se eiololose,d We Sisie Pe incase 680, 154,889 ae reer , 27 
a §6Gunmseetel Meet ..........0..000000000.00. 489,989 198,497 —__——_ cmcnespimnad 
Ml «MeO ......5-5.6000- 001. 00000000- 2,105,657 1,028,939 $ 5,020,286 $ 3,674,032 
pel Non-Can. Accident & Health ............... 7,561 3,664 
z Se ee ———___ Republic National Life 
11,463,987 $ 9,608,534 $ 3,466,651 Group Accident & Health ................... $ 3,380,260 $ 2,948,167 
; ee 189,168 41,635 
Security Mutual Commercial Health ...................ecceee 54,975 41,831 
Group Accident & Health ................-+. $ 4,306,566 $ 3,398,184 Hospitalization ...........0...00cecceeceeeees 1,362,673 789,046 
Statutory Disability Benefits ................ 870,644 501,158 Non-Can. Accident & Health ................ ae. oe 
_ 7,855,455 Commercial Accident & Health .............. 432,846 198,011 scented ee ee 
2,107,482 RAC ASAL MEER OMMO TR ie ce eof (oan h 6) Bos << 5016'% eve 705 38 2,338,950 1,233,463 $ 4,986,842 $ 3,820,679 
1,350,856 Non-Can. Accident & Health ............... 197,807 88,698 
90,413 Federal Life & Casualty 
a $ 8,146,813 $ 5,419,514 Group einen |S Pid shane nicguanass $ —— $ ennse 
sae toe remo ~ ah 1,679,634 515,508 
"ti eon ee alg ge eel . ; Hospitalization ......... 0... .0.eceeee sees ees 2,613,623 967,003 
Commercial Accident & Health ............. 5,233,492 2,486,801 j 
SRS TES ee Rs nn Acree eae ere eae 806,857 503,803 $ 4,512,478 1,572,603 
1 Newspaper Accident & Health .............. 19,822 4,056 $ isi, 
— $ 7,424,998 $ 4,095,145 North American Life & Casualty 
164, Group Accident & Health ................... $ 1,833,984 $ 1,522,500 
185,588 Indemnity of North America a — De eas ots ham ane ete ae waa a ae 
i ommercia Aree oar ere are oe x ‘ 
13,480,285 ee meued -— ee 5,533,932 $ 3,146,448 CIN ccc ciih cc cdionceonscnesnrenss 1,806,335 1,048,429 
COnimercial POCIOORE 566066656 5006 ccc neces 1,310,852 428,323 Non-Can. Accident & Health ................ 4,126 124 
Commercial Health ...................+20005 54,627 18,124 RSS hie 2.622 a 
pene ee ae pea $ 4,455,745 $ 2,939,196 
3,193,494 $ 6,899,411 $ 3,592,895 
5,494,845 Loyal Protective Life 
Woodmen Accident & Life Group Accident & Health .................. $ 137,722 $ 122,997 
8,688,339 Group Accident & Health .................. $ 579,759 $ 457,675 Statutory Disability Benefits ................ 1,008 —-302 
Rominercrnt PAGAN... ...5c 55sec cs dccaccc cele 6,085,836 2,903,095 Commercial Accident & Health ............. 260,046 145,713 
Non-Can. Accident & Health ................ 25,320 8,772 ee ar 353,927 145,740 
9,430,794 —_—_———_. Non-Can. Accident & Health ................ 3,697,582 1,256,953 
$ 6,690,915 $ 3,369,542 —_—_—___— Sn 
$ 4,450,285 $ 1,671,101 
Hartford Accident & Indemnity 
1,862,965 Group Accident & Health .................. $ 530,340 $ 212,498 Hoosier Casualty Company 
l 55 40 Group Disability Benefits ................... 3,709,159 2,581,471 Individual Accident & Health................ $ 3,048,113 $ 1,513,487 
168,966 Hospital & Medical Expense ................ 356,021 153,288 Group Accident & Health................... 991,022 672,276 
129,846 Commercial Accident .............0.0-ceeeees 1,685,526 720,211 semi csiaies eee AN aL 
PIE GUND 5 cxiscrececacdesscses aioe 195,356 56,445 $ 4,039,135 $ 2,185,763 
{2,217,178 $ 6,476,402 $ 3,723,913 (Continued on Page 48) 
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Omaha Cos. Reinsure 
Penn. Life Business 


UNITED & MUTUAL OF OMAHA 
With Exception of Weekly Debit Life 
Accounts; Effective Mar. 1; Assump- 
tion Certificates Forthcoming 


Announcement has been made _ that 
Mutual Benefit Health & Accident As- 
sociation and United Benefit Life Insur- 


of Omaha, have completed 


reinsure all 


both 


an agreement to 


ance Co., 
business, 


except weekly debit accounts, written by 


the Pennsylvania Life Insurance Co. of 


Philadeiphia, formerly the Pennsylvania 


Life, Health & Accident Insurance Co 
The announcement was made jointly 

by V. J. Skutt, president of Mutual of 

Omaha; N. M. Longworth, president of 


Omaha; and Charles A. Ka- 


president of Pennsylvania Life. 


United of 
haner, 
Agreement Effective March 1 

The reinsurance agreement became ef 
fective March 1, Mr. Kahaner announced 


Mutual of Omaha will reinsure all 
pitalization, health and accident policies 


hos 











while United of Omaha will reinsure 
life pé ylicies, with the exception otf the 
weekly debit business, which Pennsy! 

inia Life will continue to j 

"Penns yilvania Life last 4 ap 
proximately $3,000,000 premium income 
in the health and accident fic TI 
company has approximately $7,000,000 ot 
life insurance in force 

Pennsylvania Life service oftices 
‘ontinue to serve their policvowners un 
ul apne a m certificates are issued by 


} 


the Omaha companies. 


TO MEET MARCH 14 IN CHICAGO 


The Joint Committee on Health Insur- 
ance, composed of representatives of 
seven insurance trade associations, will 
meet March 14 in Chicago. Blueprints 
for the proposed new A. & H. associ: 
tion are expected to be ready tor t rmial 
submission at this gatheri This is 
project upon which Task Force 1 
been working 


M. Browne, Ooddentel; and L. Throg- 
morton, Republic National, to 
Address June Convention 
Micou Browne and Louis Throgmor- 
ton have been announced by O. D. Har- 
San Antonio, as 
annual convention 
Accident & Health 
\ssociation in San Antonio, June 12-15. 
who has been in the life 
graduation 


lan, Harlan Agency, 
speakers for the 25th 
of the International 

Mr. Browne, 
insurance business since 
from college in 1936, is vice president in 
charge of agencies for Occidental Life 
of Raleigh, N. C. Joining Occidental as 


clerk in the underwriting department, 


he has been agency secretary, sales pro- 
motion director, field supervisor, branch 
manager, and agency director. 


Mr. Throgmorton is vice president 
and director of public relations of the 
c National of Dallas. In the life 
insurance business 27 vears, he was gen- 
eral agent for \etna in Shreveport be- 
fore joining his present company. Much 
in demand as a speaker, he makes some 
dresses during the year. 
program will hear ap- 
Headquarters 


sei host 


300 ad 
The three day 
proximately 12 speakers. 
hotel will be the Gunter. 


Leichtung to Address 
New Jersey A. & H. Assn. 


David DD. Leichtung will address the 
New Jersey Accident & Health Associa- 
tion on March 10 at the Douglas Hotel, 
Newark His topic will be “Relations 


between and Insurance Companies and 
Hospitals.” 

Mr. Leichtung 
and claims at the 
Center in Newark, 
number of 


of credits 
Medical 


has been 


is in charge 

Martland 
where he 
vec irs. 


for - 
ror a 


HAS NEW, SIMPLIFIED POLICIES 

New policy forms issued by the North 
\merican Life & Casualty of Minne- 
polis eliminate the “fine print” and also 
simplify the language, says H. P. Skog- 
lund, president 

















The HOOSIER 


CASUALTY COMPANY 


Announces: 





SECURE-O-MATIC 


A NEW KEY TO LARGER A & H VOLUME 


For Full Details Write to 
The Company's Home Office 
333 N. Pennsylvania Street 
INDIANAPOLIS, INDIANA 





W. C. Stone Reveals His 
1955 Expansion Plans 

FOR COMBINED OF AMERICA 

Chicago Co. Chief Sets Goal for 50% 


Gain in Writings; to Enter Canada; 
Enlarges Public Relations Program 








W. Clement president of the 
Combined Insurance Co. of America 
(Chicago), in luncheon 
gathering of his home office supervisory 
staff a few weeks ago revealed that the 
year the best from a 
production standpoint in Combined’s his- 
for all the com- 


St ne, 


addressing a 


past was one of 


tory. Premium volume 
panies in the Combined group topped $12 
are at the 
Mr. Stone 
plans 


million. Saying that “we 
threshold of a big expansion,” 
told his staff that the company 
to be licensed in Canada this year or 
in’ 1956 and that a 50% increase in pro- 
duction is the goal for 1955. 
Expressing keen interest in  man- 
power expansion, Mr. Stone urged that 
the program of bringing “new blood” 











The public welcomes National Casualty's 
sound protection — the finest in Disabil- 
ity Income, Hospitalization and Surgical 
coverages for the Individual, 
Franchise or True Group case. 


Something To Cheer Ab About 
py NATIONAL CASUALTY COMPANY 






n Direct Agency 





sont a 


Address: 


Family, ee 


Company. 





our ow 
eaeton Natio nal ‘Casualty agency 







s now avail- 
particulars 
Nationo 

Health Div. 
Sstuatt 26, Michigan. 















Remember—It's Easiest to Sell the Best 












W. C. Stone Exhibits 


Circle” 


“Magic 
of Protection. 


into the Combined organization be step- 
ped up. “We are interested at this time 
in injecting new life, new ideas and new 
plans into the Combined Companies,” he 
emphasized. In this program a new de- 
partment of public relations is contem- 
plated, a step which Mr. Stone believes 
to be vitally important at this time, par- 
ticularly in view of the Federal Trade 
Commission’s complaint charges against 
a number of A. & H. companies. 
Indicative of the interest of home 
office supervisors in better training and 
working methods, a considerable part 
of the luncheon meeting was spent 1 


discussing such subjects as “How to 
Keep Employes Happy,” the value ot 
the Combined’s “science of success, 


controlling office turnover. 
In appreciation of his helpfulness to 
both employes and their families Mr. 
Stone was presented with a testimonial 
scroll, signed by all the home office peo- 
ple. Miss Ceci Anderson made this pres- 
entation, 

Leonard McCabe, manager, personnel 
department, and Don Veit, assistant 

(Continued on Page 50) 


A. & H. Bureau’s Pamphlet 
Gets Wide Distribution 


Right of Discontinuance,” 4 
released by the Bureau 0 
Accident & Health Underwriters, 4 
received a distribution of over lI 
copies to date. The Bureau reports int 
the majority of these were purchased in 
quantity by companies for distribution 
to their home office and field forces. , 
Copies of the pamphlet are still avail- 
able at the Bureau. The cost 15 
cents per copy. 


course, and 
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Unforeseen events ...need not change and shape the course of man’s affairs” 





He was born to be... fleeced 


You weren’t. But you can be fleeced . . . if an employee turns out to be a black sheep. 
An embezzlement can clip you for plenty. It can wreck your business. 
But, fortunately, you need not take this risk. For a surprisingly low annual premium, 
you can cover every person on your payroll with a blanket Fidelity Bond, 
which fully protects you against loss from employee dishonesty. 


Why not inquire about it today? Call your Maryland agent or broker. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


Th . . . 
ere are yon forms of Maryland protection for business, industry, and the home. Casualty Insurance, Fidelity and 
urety Bonds, and Fire and Marine Insurance are available through 10,000 agents and brokers. 





Another striking advertisement designed to help Maryland agents and brokers - 
sell more Maryland Fidelity Bonds. 
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1954 A. & H. Premiums and Losses me Earned 
ee ee : REpany Premiums 
(Continued from Page 45) United States F. & G. 
Group Accident & Health and Statutory 
Earned Losses ale |) aS $ 720,125 
Company Premiums Incurred Commercial Accident ......0.06.665c.0000006 1,104,341 
EET SooemneN ail MOORE 256 .h55.50554.5.6 5055 was 5 0% 150,092 
p Non-Can. Accident & Health ............... 1,340 
Gow Rati: & Meth ..........6. 055... $ 490,454 $ 439,725 cialis 
Statutory Disability Benefits ................ 1,814,157 1,138,110 $ 1,975,898 
Ractieainibel MMMMAOE asvscatessesssesccvcnds 877,073 311,889 soi 
RE rey re earner 604,582 215,274 Progressive Life 
2 CEE UE SE ee 69,982 25,017 Industrial Accident & Health ............... $ 1,155,521 
ee eee een eS ea Statutory Disability Benefits ................ "114,810 
$ 3,856,248 $ 2,130,015 Commercial Accident ...........5.6.000.0000 3,229 
Commercial Accident & Health ............. 15,182 
a a NN Sie 508s Ores, on cacuptiade 408,839 
Coane naiinen'ae Miaibl anh tibiae Non-Can. Accident & Health ................ 6,276 
RRR SOS. bos 6 one ico ce sees «ss $ 1,024,983 $ 647,143 —__—— 
ve ead cae MC ee ee 270,077 108,120 $ 1,703,857 
Pirates Be GHB RIER « ooo s soso acess cnscsendes 1,903,163 930,653 
daMMAMAD ...<cassssnoesstasvscaseeneses 456,412 214,623 a any Casualty 
” : anket Student Accident ................... $ 245,556 
$ 3,654,635 $ 1,900,539 ali A eo . — ere ie ee ie ee 110,250 
on-Can. Accident WRENS 5 Gh os een ce ees 1,191, 
Standard Accident Group — 
Group Accident & Health. -...0...000.000000 $ 2,171,013 $ 1,553,260 : on 
tatutory Disability Benefits ................ 82,942 26,882 : : 
Ot Ue ee) a ne 1,028,966 366,240 —_ erage er Life 
omibenrinl MRBRIDD 600)5 6522005 su eess044505% 87,973 26,032 ee none be TOORDM ssn esses senorita: $ 556,602 
Non-Can. Accident & Health ................ | sees Accident ........2+0+.s0.sesse0s 10,878 
ae ee ree eee eres Ten 151,759 
oe BR oe cu Seno a wae seeS ewes 812,082 
$ 3,371,390 $ 1,972,414 Non-Can. Accident & Health ................ sae 
Great American Reserve < wich Gen 
Commercial Accident ................2:e0008 $ 90,471 $ 21,840 $ 1,535,220 
eee MIAME cacs<dscxonsucncserasoes 722,669 311,550 Fidelit 
nercial | ’ ’ y & Casualty Co. of N. Y. 
HIS EMERISOER. on ooo te eiscaten ees pow eulsccres 2,397,550 1,456,364 Commercial Accident ......5...0660..s00.es088 $ 1,485,782 
=n or Commercial Health ................csc00005 "38,348 
Maryland Casualty pls coun 
Group Accident & Health ................... $ 793,920 $ 391,142 Eastern Casualty 
Statutory Disability Benefits ................ 223,509 59,774 Group Accident & Health ................... $ 894,882 
(New Vork Only) Statutory Disability Benefits ................ 199,069 
Commercial DONOR onic ke ckcueieseeanbue ae 1,595,180 590,429 SOmmencinl MCCIMOME 2. aii cise so 0 ola ese 31,233 
NEE TIL. ook viene tay cSescvesscnss 486,766 200,811 apo PO n5i saayeses vasicousuyedes 90,281 
ieee set DEUCE MUNA. 52.55 5S Seo ea ee au seee ea sewns z 
$ 3,099,375 $ 1,242,156 ee. 
American Health iia 
Commercial Health & Accident ............. $ 170,312 $ 62,962 Employers’ Liability 
Hospitalization Sete AML ct Rn ork er 2,791,642 1,371,271 —— ee Health TREE RES ee ee $ 721,269 
tatutory isability Benefits ............... 172,457 
$ 2,961,954 $ 1,434,233 Commercial Accident WEEE SW eee Te ee ee) 387,542 
RCOMMMBNKCARD RECRIER. 5.3 .6sc05 660 3k e0s8 Ooeerernare 49,882 
ati aspen ....5<.+-.+s0s0cs0eccisseseees 161,310 
Group Accident & Health ................... $ 496,118 $ 459,443 
Statutory Disability Benefits ................ 446,815 356,581 $ 1,492,460 
emeenns -DReEROE . 0.046 ss 0celeeseacles sus 40,152 4,897 
Gemekel MAMM. . 0-50. .cess0ceceeesvens 463,630 154919 Mutual of New York 
Sana ll a en 361,873 190,953 Group Accident & Health ................... $ 57,796 
Newspaper Accident & Health ............. 922,538 342,251 KSORIMIEKONA! RCOIIONE 565 5.5 odie cine 3 yee eie 121,044 
a ha ea 134.726 Commercial Health & Accident ............. 970 
‘ 230,348 ; $ ,038 
SEDRINIMERMUAOI Wier e Or Oh eSn esas se ane eae 316,721 
$ 2,865,852 $ 1,739,383 St rn 
1,465,599 
Canada Health & Accident — . 
Giomp Accent & Meth ............5...0. $ 208,108 $ 162,281 Ministers Life & Casualty 
Commneiel Mestinnt & Mesh ............. 820,093 330,880 Commercial Accident .........-..-.-.--++-++ $ 60,053 
eaiidindion ..... igo IID 1,414,793 Commercial Health & Accident ............. 1,298,5' 
d ; 741,769 sia 298,563 
i hae - i 18.461 23.803 FEGEDIMGHEOION: (icc. cnnGes sae einnossocukn sewer 33,005 
$ 2,461,455 $ 1,258,733 $ 1,391,621 
Northern Life ba Coast Life 
ee el ee $ 309,645 209.262 roup Accident & Health .................. $ 920,542 
+ re eencn wv get ~ aa R ei 418.5 $ : Statutory Disability Benefits ................ 128 
555 120,719 308 
Coed Actin & Uuakh ............. 686,198 284 169 Commercial Accident & Health ............. 168,434 
Hospitalization & Medical Expense.......... 963,801 546,048 Hospitalization ..........++-.+-sseeeeeeeeees 169,469 
$ 2,378,199 $ 1,160,198 $ 1,386,748 
National Accident & Health ii 
ee $ 1,546,375 5 sroup Accident & Health .................. $ 1,278,996 
empMMNRMn ..s-..-:.s0x0cesse0cssea0svu. 775,685 + 56686 Statutory Disability Benefits ............... 15,895 
$ 2,322,060 $ 826,290 $ 1,294,891 
Empire State Mutual Life a 
I Accident & Health 5 
Group Accident & Health ................. ee $ 54,363 43,62 oy SE Ses ae emar Oe $ pecan 
Statutory Disability Benefits ............... 13,733 . ioe — sistopnues eau ray 
on Accident & Health ............. 1,192,207 552,516 es aa ‘alth SN gt sya 
ee nerc BEER gis cys sie we Wsiodey orm sine SS alles 17 
ospitalization .................6..+se- eens : 840,653 434,032 MEGRMMMINMESO: noche K oneaseod tcewscneaeee parpill 
2,100,956 ,035, 
$ $ 1,035,165 $ 1,090,710 
Columbian National Life Southland Life 
a oe : ROU A eG ese oealen $ 1,344,475 $ 994,117 Group Accident & Health ................... $ 711,221 
commercia SOMONE (oi he tans cen ee: 246,109 92,327 Commercial VAecigent 5... ko ee cs cseeececs as 98,856 
Commercial Health ..00...0000..00s000s 00s 176,347 71.54” Crsmercial Health ..............00..0000. 45,840 
Ly Sere eee 288,350 142,254 SRGSIIMNIRIEAIEN: 5 Gicsets ede se sis sak ce anes 137.568 
$ 2,055,281 $ 1,300,240 $ 993,485 
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Wisconsin National Life 
Commercial Accident only 
Commercial Health & Accident 


Non-Can. Accident & Health 


ee 


Peerless Casualty 
Blanket Accident & Health 
Commercial Accident 
Commercial H. & A. & Intermediate 
Hospital & Medical 


Glens Falls Group 
Group Accident & Health 
Statutory Disability Benefits 
Commercial Accident 
Commercial Health 


Group Accident & Health ................... 
Commercial Accident 


Commercial j Health 


coer eter errr sereeeseoens 


eee eer ereeeesser sesereeee 


Guarantee Mutual Life 
Commercial Accident 
Commercial Health 


Commercial Accident 


Commercial Accident & Health 


Non-Can. Accident & Health 


Commercial Accident & Health 


Creat American Indemnity 
Group Accident & Health 
Commercial Accident 


Commercial Health 


Minnesota Commercial Men’s 
Commercial Accident 
Commercial Health 


Commercial Accident 
Commercial Health & Hospitalization 


United States Casualty 
Group Accident & Health 
Statutory Disability Benefits 
Commercial Accident 
Commercial Health 


ee eee oe ey 


Commonwealth Mutual of America 
Hospitalization and Accident & Health 


Provident Mutual Life 
Non-Can. Accident & Health ............... 
Bankers National Life 
Group Accident & Health 
Statutory Disability Benefits 
Commercial Accident 
Commercial Health & Accident 


famors & Traders Life 
Commercial Accident 
Commercial Health & Accident 


71,937 





Earned 


Premiums 


56,868 
319,502 
611,377 

319 


988,066 


281,593 

80,623 
178,741 
224,827 


765,784 


36,375 
161,436 
485,583 

25,861 


709,255 


540,206 
11,400 
10,676 
45,161 


607,443 


22,640 
114,511 
380,589 


517,740 


158,150 
71,825 
54,147 

190,319 


474,441 


161,270 
257,580 


418,850 


23,676 
334,632 
40,791 


399,099 


117,419 
172,326 
58,104 


347,849 


167,472 
127,400 


294,872 


2,810 
120,634 
107,899 

17,952 


249,295 


247,495 


179,533 


24,674 
12,099 
14,293 
80,818 
40,833 


172,717 


6,957 
18,389 
46,591 








Losses 


Incurred 


13,611 
138,131 
318,443 

138 


470,323 


146,012 
8,081 


304,538 


6,240 
63,015 
166,725 
11,183 


247,163 


414,719 
4,823 
1,905 

22,872 


444,319 


4,876 
46,808 
162,391 


214,075 


51,052 
12,129 
20,225 
47,385 


130,791 


60,158 
117,360 


177,518 


8,056 
79,133 
17,279 


104,468 


88,837 
111,656 
42,620 


243,113 


57,459 
48,129 


105,588 


495 
49,877 
39,068 
11,146 


100,586 


98,564 


58,084 


17,742 
5,907 
4,134 

27,009 

16,257 


71,049 


4,270 
7,585 
21,006 


32,861 





Weaver Outlines Ins. 
Plan for Retired Lives 


AT JOINT GROUP MEETING 
Says Such Plans Should Always Be 


Considered in Relation to Over-all 
Employe Retirement Program 








Arthur G. Weaver, director of group 
research, John Hancock Mutual Life, 
pointed out to the more than 450 group 
men attending the recent Bureau- 
Conference Group A. & H. meeting 
at the Drake Hotel, Chicago, that group 
insurance for retired lives should al- 
ways be considered in relation to the 
over-all employe retirement program. 
Mr. Weaver spoke in conjunction with 
D. W. Pettengill, associate actuary, 
Aetna Life, on “Coverage for Retired 
Employes and Their Dependents.” 

Mr. Weaver felt that while the retir- 
ing employe usually wants to continue 
some of his group insurance benefits, he 
is primarily interested in adequate in- 
come during his retirement. He said 
that the employer must weigh carefully 
how this can be achieved in the most 
effective manner. “In many cases,” said 
the speaker, “the employer will find 
that, in terms of cost and employe mor- 
ale modest amounts of group insurance 
for retired lives are preferable to a 
corresponding increase in cash pen- 
sions. 


Each Program Requires Individual 
Attention 


Mr. Weaver declared that the John 
Hancock has recently prepared a_ bro- 
chure dealing with this increasingly im 
portant phase of group insurance. He 
said that the brochure discusses what is 
involved in the way of present and fu- 
ture costs and gives some indication of 
possible solutions. “There are no gen- 
eral recommendations as we feel the 
insurance program of each individual 
employer requires individual attention,” 
he said. 

He emphasized that group insurance 
for pensioners can be costly for two 
reasons: 1. Claim rates for most group 
coverages increase with increased age. 
In the case of group life, each $1,000 
of insurance will eventually become 
claim for $1,000, and at age 65 is valued 
actuarially at about $725; 2. Most em 
ployers can expect a gradual increase 
in the number of their pensioners. The 
rate of increase will vary by company 
and will depend upon such factors as 
the present distribution of employes by 
age, the rate of labor turnover, future 
employment policy, and the eligibility 
requirements for the benefit. 

“In our brochure,” said Mr. Weaver, 
“we show how a hypothetical company 
with no pensioners now insured under 
their plan can expect the size of the 
future retired group to grow to more 
than 13% of the number of active em- 
ployes within 30 years. Continued im- 
provements in life expectancy due to 
better living standards and = medical 
treatment will result in an even higher 
proportion of retired lives. 

“In the case of non-contributory 
group life plans,” Mr. Weaver con- 
tinued, “future gross costs to the em- 
ployer may eventually increase by 100% 
or more. Where the active and retired 
employes contribute 60 cents per month 
per $1,000, the increase in the employer 
gross cost is much more rapid and may 
eventually be 500% or more.” 

He indicated that hospital claim costs 
can vary tremendously if the plan is used 
to provide benefits for retired lives not 
origin ully intended, ie., the use of hos- 
pit lization facilities, since they are paid 
for by insurance, rather than nursing 
homes designed to handle chronic and 
senile cases. “This may explain in part, 
he said, “why published experience sta- 
tistics for various groups of persons 65 
years and over show hospital utilization 
rates ranging from 104 days per 100 
lives to as high as 986 days per 100 
lives. Other reasons, of course, include 
differences in contract provisions and 









special circumstances applicable to indi- 
vidual groups. 
Claim Costs for Over 65 Group 


“The average hospital claim costs for 
the over 65 rel under an insured plan 
may be two or three times as great as 
for the active employe group, resulting 
from both increased frequency of hos- 
pitalization and higher average claim 
payments. While there does not seem to 
bea corresponding i increase in frequency) ¥ 
of surgery for those over 65, there is a 
significant increase in the claim costs 


(Continued on Page 50) 











Canada 
calls 
"G0-GETTERS” 








EARL PUTNAM 
PRESIDENT 


Says — 


CANADA 


Land of Opportunity 


The St. Lawrence Seaway will 
work miracles in Canada's growth 
and development .. . villages will 
expand into towns . . . towns will 
be transformed into cities. Busi- 
ness and industry, already boom- 
ing, will grow beyond all expec- 
tations .. . and opportunities will 
be increased. 

Yes! "OPPORTUNITY UNLIMI- 
TED" IS CANADA'S DESTINY. 
It is becoming increasingly ap- 
parent to Canadians that their 
destiny lies within the boundaries 
of the land of their birth. 

If you are an insurance man your 
destiny lies with Canada Health 
& Accident Assurance Corpora- 
tion. 

It is the biggest purely Canadian 
company in the field and it is 
growing BIGGER. Territories are 
attractive . . . commissions are 
high . . . policies are all inclusive. 
We would welcome you home 
with us. 

Hospitalization, Surgical, Prepaid 
Medical, Sickness, Accident, Non- 
Cancellable Accident & Health, 
Franchise, Group and Special 
Risks. 

Write to me personally, in confidence, 
and get in on Canada's Expansion Program. 


Volume | Series 2 Copyright Reserved 





ANADA HEALTH & ACCIDENT 
ASSURANCE CORPORATION 


a Shlid Canadien Company 
Home Office WATERLOO Ontario 
CANADA 
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A. G. Weaver Address 


(Continued from Page 49) 
since more serious operations are usually 
involved.’ 

He felt that the increase with age in 
medical claim costs probably parallels 
that for hospital claim costs. “How- 
ever,” Mr. Weaver continued, “continua- 
tion of medical expense coverage for 
pensioners is not generally used because 
of the added difficulty and expense in- 
volved in administering this coverage 
where retired employes are involved. 

“The claim hospital, surgical 
and medical coverages for dependents 
of pensioners will increase. This 
increase will not be as marked as for 
pensioners due to the general absence 


cost of 


also 


of maternity claims and claims on de- 
pendent children.” 
Faced with substantially higher fu- 


ture costs if Group insurance is extended 
to pensioners, Mr. Weaver said that the 
employer may wish to consider some 
modification in benefits, e.g., today most 
plans continuing group life on retire- 
ment reduce the benefit to a flat dollar 
amount or by a flat percentage, usually 
50% or less. 

He said the problem of reduced bene- 
fits for hospital, surgical and medical 
expenses is more complicated. Mr. 
Weaver declared that suggested modi- 
fications include: 


Suggested Modifications 


“(1) A lifetime limit providing that 
hospital and surgical expense benefits 
would continue after retirement, subject 
to an over-all dollar limit for all claims. 


limit selected is $500, the 
cost for the pensioner 
might be double that for the employe. 
\ possible variation might be to have 
separate payment limits for hospital and 
surgical charges. 


lifetime 
annual claim 


lf the 


“(2) An annual limit providing that 
hospital and surgical expense benefits 
would continue after retirement, subject 


to an over-all dollar limit for all claims 
incurred in any 12 consecutive months. 
If the annual limit is the maximum 
amount applicable to any one disability 
or surgical operation, the annual claim 
cost for the pensioner might be two or 
three times hat for the employe. 


“(3) Co-insurance providing a_ fixed 
percentage of the benefits payable to 
employes. If a figure of 50% is used 
without a lifetime or annual limit, the 
annual claim cost might be double that 
for the employe. 

“(4) A deductible whereby the first 
$50 or $100 of expense per disability is 


This approach is 
expense coy= 


paid by the pensioner. 
used in the major medical 
erage in conjunction with co-insurance. 
Such a combination of co-insurance and 
a deductible may prove eventually to 
be the most satisfactory solution for 
group A. & H. insurance on_ retired 
lives; the annual claim cost with 75% 
co-insurance and $100 deductible might 
be double that for the employe.” 

Mr. Weaver pointed out that John 
Hancock has offered hospital and sur- 
gical expense benefits on a contributory 
basis to some 800 retired employes and 
500 dependent units since May 1, 1953. 
Virtually 100% of those eligible are par- 
ticipating, he said. “The plan,” he woead 


tinued, “provides semi-private board and 
room Wi tinct Reem up to $12.50 per 
day and a $200 surgical schedule. For 
presertly retired employes, there is a 
lifetime limit per individual of 70 days’ 
hospitalization, $500 hospital ancillary 
services and $200 for surgery, i.e., $1,575 


over-all maximum. So far, during a lim- 
ited time, than 2% have exhausted 
the hospital benefits while less than 3% 
have used up the surgical benefits.” 


Benefits $2,000 Per Employe 


that the em- 
hos- 


less 


The speaker declared 
ployer must expect that group life, 
pital expense and surgical expense bene- 


fits will be worth at least $2,000 per 
employe, and possibly more, at retire- 
ment. This amount must be financed 


before, at, or following retirement, said 
Mr. Weaver. He said that the following 
methods have been suggested along this 
line: 

“1, Pay-as-you-go—the 


simplest and 





N. Y. Chapters of NIBA and 
CPCU Hold Joint Meeting 


The third annual joint luncheon of the 
New York Chapters of the National In- 
surance Buyers Association, Inc., and 
the Society of Chartered Property and 
Casualty Underwriters was held Feb- 
ruary 24 at the Hotel Martinique, N. Y. 
The program featured a question and 
answer session in which a panel of ex- 
perts discussed topics of interest to 
insurers and insurance buyers. 

Members of the panel were: John O. 
Nees, Robert Gair Co., Inc., chairman; 
Ed Ahliet, American Can Co.; Andy 
Hall, General Aniline and Film Corp.; 
George Rogers, Robert Gair Co., Inc.; 
George J. Guess, Jr., Griswold & Co.; 


Julius B. Seaman, A.F.I.A.; John B. 
Walker, American Fore Insurance 
Group. 

Presiding over the luncheon’ was 


Claude H. Rice of Babcock and Wilcox 
Co., president of the New York Chapter 
of the N.I.B.A 





Plan Safety Congress 


(Continued from ine 37) 


ern Machinery Guarding) ; W. Mar- 
tin, director of vere Ay projects, 
home office loss department, Liberty Mu- 
tual (Safety Swap Shop); A. J. Broom- 
smith, supervising engineer, Liberty Mu- 


tual (A New Approach to the Preven- 
tion of Back Injuries); Mrs. Mc- 
Aainsh, counselor for women’s safety, 


American Mutual Liability (“Women at 
Work”); W. G. Leich, safety engineer, 
loss prevention department, Liberty Mu- 


tual (Hospital), with J. F. McCahan, 
M.C., New York division medical di- 
rector, Liberty Mutual (Employe Health 
Programs). 

J. V. Grimaldi (Noise, What It is, 
How It Acts); J. S. Cruickshank, chief 
engineer, Federal Insurance Co. (Plant- 
Art of Inspection); V. DeP. O’Brien, 
New York Board of Fire Underwriters 


(Everyday Fire Safety—A Demonstra- 
tion); A. E. Walker, supervising engi- 
neer, Travelers (Construction—Top Man- 
agement Responsibility and Leadership). 

G. E. Decker, senior engineer, Aetna 
Casuz ie & Surety Co. (Commercial Ve- 
hicle) ; F. Monahan, safety engineer, 
sig (Defending Against the Un- 
skilled Driver at Intersections); Rk. Y. 
LeVine, Ph.D., director, engineering and 
research division, Association of Casu- 
alty & Surety Cos. (Safe Disposal of 
Cyanides and Other Poison Wastes); 
Dr. C. R. Williams, director of industrial 
hygiene services, Liberty Mutual (Occu- 
pational Hearing Loss as an Industrial 
Problem); J. V. Grimaldi (Relationship 


Between Noise and Neuro muscular Per- 
formance). 
T. J. Berk, safety consultant, Metro- 


politan Life (Body and Respiratory Pro- 
testion), with W. J. McConnell, M.D., 


associate medical director, safety & oc- 


cupational health bureau, Metropolitan 
Life, on (Respiratory Protection); H. 
W. Wilds, New York Life (Public 
Safety in Buildings). 





most common approach. In the case 
of group A. & H. coverages, the addi- 
tional cost will depend on the modifica- 
tion of benefits adopted. 

“2. Term with paid-up—the active em- 
ploye buys small units of paid-up insur- 
ance. The employer supplements this 
protection with enough regular group in- 
surance to provide the scheduled 
amounts of insurance. 

“3. Group permanent —the actuarial 
value at retirement is accumulated 
through the purchase of group level pre- 
mium insurance paid-up at 65 or at some 
other convenient age 

“4. Single premium paid-up insurance 

at retirement single premium paid-up 
insurance is purchased for each eligible 
employe. 

“5. Unallocated fund—the employer 
sets aside the cost of the group insur- 
ance benefits for pensioners in the form 
of an unallocated fund administered by 
the insurance company.” 


H. F. Richardson Report 


(Continued from Page 37) 
for valuation of amendments to com- 
pensation acts which completes the re- 
vision of the basic tables used in this 
work. The accident table to which the 
wage table is an adjunct was modernized 
during 1953. 

Mr. Richardson reported that the new 
standard policy has been introduced 
with an almost unbelievable minimum of 
confusion. “Already,” he said, “reports 
indicate that the new form is being re- 
ceived with enthusiasm.” 


Occupational Disease Rating Program 


The report also contains a complete 
explanation of the new and much sim- 
plified occupational disease rating pro- 
gram which was introduced concurrently 
with the new policy. 

As respects interstate rating, Mr. 
Richardson said: “We are proud of the 
fact that, as of December 31, 1954, the 
interstate bureau had released the rates 
on every interstate risk with renewal 
dates through February 28, 1955, for 
which the data were in its hands. True, 
there were many risks with January and 
February effective dates that had not 
been promulgated because the necessary 
information had not been received, but 
the interstate bureau can hardly be held 
responsible for this type of delay.” 

The growth of interstate rating has 
been considerable from 4,200 in 1949 to 
22,000 in 1954, Mr. Richardson stated. 

As respects assigned risks the report 
showed in a table the five-year in- 
crease. Mr. Richardson reported, “The 
number of risks that have applied for 
and have been given coverage under Na- 
tional Council administered plans during 
1954 has increased materially. The t able 
below, covering a five-year period, Ps 
the number of assignments together 
with a corresponding increase in pre- 
mium under these plans: 


Calendar Risks Given Estimated 
Year Coverage Premium 
IUD. itausionacan 1,342 $ 833,200 
BDBE: che sn avec 1,731 973,300 
LS ee 3,061 1,680,900 
Sees Fi Sse kn soa 4,582 3,591,900 
LUPe coma cease 5,292 4,051,178 

Number of Risks Increase 15.5% 
“In 1954 the number of risks given 
coverage showed a 15.5% increase over 


1953 and a corresponding estimated pre- 
mium increase of 12.8%. In 1954, 3,228 
new risks applied for coverage as com- 
pared to 3,449 in 1953; a reduction of 


221. On the other hx and, in 1954, thére 
were 3,360 renewals of previously as- 
signed risks as compared with 2,349 such 
renewals in 1953: an increase of 1,011.” 
He further stated, “The 1952 assigned 
risk audited figures are now available 
and show a 73.6% loss ratio.” 

“The branch offices of the National 
Council have continued to administer 
automobile assigned risks plans in 19 


states on behalf of the writers of auto- 
mobile liability insurance,” according to 
Mr. Richardson’s report. “For the first 
time since we undertook the administra- 
tion of these plans we have experienced 
a decrease in the aggregate number of 
applications processed in all the admin- 
istrative offices. The number of applica- 
tions processed during 1954 dropped to 
88,917, as compared to the record high in 
1953 of 96,278.” 


Pays Tribute to Staff 


“ 


Mr. Richardson voiced “a word” of 
tribute to that fine group of men and 
women who have made these achieve- 
ments possible; “I refer to the staff of 
the National Council. Over the years 
this fine company of workers have been 
cooperating in a magnificent way to 
make the National Council a_ success. 
They comprise just over 400 people. 

“In addition to your general manager, 
27 others have been in the service more 
than 20 years. Among them—in the 
order of their employment—are the fol- 
lowing: 

David D. Smith, secretary, New York; 
Sewell C. Southard, manager, Birming- 
ham; Albert Z. Skelding, assistant mana- 
ger, New York; Paul Musante, inspector, 
New Orleans; Leo Keegan, manager, St. 





Combined Cos. Expanding 


(Continued from Page 46) 
manager of that department, gave 
ports which were based on their studie 
of “Controlling Office Turnover.” yy, 
McCabe stressed the esprit de ¢op, 
spirit which exists throughout the Cal 
bined organization. 

Clement Stone, Jr., vice preside 
of the company, stressed the importangs 
of keeping employes happy in their jo} 
and said that “this is a matter of Dare 
mount concern to our executive staff” 





Stone Makes TV Appearance 
A few days after Combined’s supe: 
staff luncheon President Stony 
was interviewed by financial _ ney; 
writers at Drake Hotel, Chicago, and » 
the same time demonstrated before tek. 
cameras what he described a; , 
“magic circle” leading toward a bette 
life for all Americans. His remarks wer 
carried over Chicago TV station WBB\ 
and syndicated to many other station 
through CBS facilities. 

Among other things Mr. Stone pre 
dicted that the constantly rising stan(. 
ard of living, coupled with the groy 
popularity of A. & H. insurance pro 
tion will result in lower rates for ¢} 


visory 


v ision 






type of coverage. He declared 
“there’s a growing revolt in the U,§ 
against death and injuries; Americar 


are becoming more safety conscious ani 
more health conscious every day.” Intl 
“magic circle” chart which he ‘displayed 
these points were dramatized: 

1. An increasing desire for independen 
from loss caused by accidents and sickness m 





tivates— 

2. More and more people to buy income, he 
pitalization and medical-surgical protection, a 
the— 

3. Insurance companies of the United Stat 
are spearheading the drive to reduce the hid 
cost of sickness and accidents, which result in 

4. Fewer sickness and accidents for the aver 
age person and thus creating— 

5. Better general health, which, with t 
economies of large volume operations lower 
the insurance companies’ costs, permitting th 
companies to give— 

6. Low-cost, high benefit insurance protecti 
and in turn promotes— 

7. An increasing desire for 
ence and security, thus bringing us back t 
step one and completion of the 


Publisher of “Success Unlimited” 


Mr. Stone’s newest project is to tak 
on the additional role of publisher of « 
inspirational monthly magazine entitle 
“Success Unlimited,” beginning with i 
March issue. The objective, he «& 
plained, “is to inspire readers to hei 
themselves and others.” 

Career reports and “how to” article 
will show the salaried, professional au 
self-employed readers ways to set up 
new business, how to increase. sellin 
effectiveness, how to find a good job a 
rise far above mediocrity in it. 

The March issue will feature store 
by Dr. Napoleon Hill, author of “Thin 
and Grow Rich,” “Science of Succes 
and “How to Raise Your Own Salary 
Dr. Preston Bradley, and Dr. Norm 
Vincent Peale’s Guide Posts. Ss 

Mr. Stone is also president of Coll 
bined American, Hearthstone Insurant 
Co. of Massachusetts and First Nation 
Casualty. 

“Success Unlimited” is a publicatiot 
of Napoleon Hill Associates, a divis! 
of W. Clement Stone Enterprises, (" 
cago. 


more independ 


“magic circle.” 





Louis; Ralph M. Marshall, assistant * 
tuary, New York; Charles C. Claphat 
research assistant, New York; Ed 
S. Vincent, manager, Topeka; Williat 
J. Gissendanner, manager, Des Moines 
Joseph M. McCormack, secretary, Ne 
York; Joseph Denkscherz, secretaty 
comptroller, New York. 

“We salute these, and all the othe 
‘old timers,’ for their long cooperatly 
service, and for their unswerving Joya 
to the National Council.” 
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“primer of GOOD NUTRITION 








A well-balanced breakfast is needed every day, even 
if one is overweight. After going without food for 12 
hours or longer, a hearty breakfast is required to re- 
new energy and sustain efficiency. Have a breakfast 
of foods that provide both proteins and calories. 











is for regular foods 


Vital body processes, such as the regular beating of 
the heart and proper functioning of the thyroid gland, 
depend upon foods that supply essential vitamins 
and minerals. A proper diet provides all the vitamins 
and minerals necessary to keep body organs working 


properly. 





is for weight control 


It is best always to eat just enough of the right foods 
to keep your weight at the level which the doctor 
recommends. If one tends to put On excess pounds, 
it is wise to cut down on weight-producing foods. 














is for variety 


Variety is the most important factor in good nutrition. 
No single food has any “magic powers” healthwise. 
So, for good nutrition and good health, select daily 
meals from a wide variety of vegetables, fruits, milk, 
meats and cereals. Good nutrition also helps control 
weight. 





is for energy foods 


Energy for work, play and all other activities comes 
from carbohydrates. To make the best use of these 
foods, proteins, vitamins and minerals are also neces- 
sary. Energy foods are especially needed for growing, 
active children and adults who do heavy labor. 


is for protective foods 


The most important of these are the proteins. High- 
quality proteins come from milk, cheeses, meats, fish, 
fowl and eggs and supply many essential substances 
for the upkeep and repair of bones, blood, skin and 
other parts of the body. 
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This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess of 31,000,000 including Collier’s, Time, 
Newsweek, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, McCall’s, Wom- 
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